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We Will Help You 
Build Bond Business 


[® every Community there is 

a market for SAFE bonds. 
Local banks are a logical dis- 
tributing channel; they have 
the confidence of those with 
means to invest. 


Local banks handling depend- 
able securities can prevent a 
great deal of money from 
being invested through outside 
channels. Moreover they can 
protect depositors from mak- 


ing worthless or questionable 
investments. 


Banks who deal with us find 
it easy and profitable to 
develop .a_ substantial bond 
business. We keep them in 
touch with market conditions, . 
supply detailed information 
on current offerings, and lend 
our extensive facilities and 
experience toward helping 
them develop a growing bond 
business. 


Our representative will be glad to call and explain tn 
detail our service to banks, or the matter may be 


handled by correspondence. 


HALSEY, 


CHICAGO NEW YORK 


49 Wall Street 


DETROIT MILWAUKEE 


Ford Building 


First Wisconsin Nat’! Bank Bldg, 


Write for booklet FJ-8 


STUART & CO. 


INCORPORATED 


BOSTON 
10 Post Office Square 


ST. LOUIS 
Security Building 


Land Title Building 


Readers will confer @ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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WHAT 
Shall The Savings 
Appeal Be? 


By HARVEY A. BLODGETT 


OOK over today’s newspaper. Check 
i items that most prospective savings 
customers probably read. Did n’t they 
read the human interest stories on the 
front page, on the sporting page and in 
the advertising sections? And didn’t 
they enjoy the cartoons and articles 
brightened by humor? Did they read 
attractively worded advertisements or 
did they drink in the worn-out phrases 
of others? 


For nine months we have been com- 
posing a series of 52 novel savings appeals. 
Some writers could get up 52 “ads” ina 
week. But the Harvey Blodgett Com- 
pany does not work that way. We have 
been carefully selecting our brightest 
thoughts on thrift and expressing them 
in language that people like to read. To 
describe this series is to tell you our idea 
of the ideal savings appeal. 


They are not ‘‘advertisements.”” They 
are feature articles. People who refuse 
to read preachy savings ‘‘ads”’ will read 
these because of their quaint logic and subtle humor. 


They will stand apart from other advertisements, 
(especially bank advertisements), because they are 
entirely different. To see how they will dominate 
the newspaper page, cut out this one and lay it in 
position in your daily paper. Find, if you can, any 
other bank advertisement that dominates as this one 
does. 


Few newspaper advertisements are hand lettered. 
These feature-advertisements are. And please note 
that the best looking ads are those of national adver- 
tisers who employ the highest skill in the preparation 
of their advertisements, just as we did in these. 


Comparatively few surrounding advertisements have 
pat illustrations, as these do. Few contain such human, 
such helpful philosophy. Not a trite phrase in them. 
Not a suggestion of the threadbare phrases that don’t 
penetrate human minds. Go back as far as you like 





mt ‘aa 
Nae 


—And NAPOLEON said<There 
are no ALPS” Then he marched 
his army right over them 
as if they were not there. 

That's the spirit that creates large 


Bars 
AN ALP 


$\ bank balances. Some people 


“\\ say they just Lave to spend 
A all their money tolive. Others 


say there are no difficulties big 
enough to keep a good man down 
and then they “march over themoun- 
tains’to the receiving window. 





NATIONAL BANK 
OF BALTIMORE 
BALTIMORE - - MARYLAND 





in the files of your papers and compare the appeal of 
savings ‘‘ads” therein with that of this remarkable 
series. 


This series carries an appeal that will inspire new zeal 
among savers. Imagine people in your town getting-a 
new inspiration from them every week, for a year. 


* * * * * 


E furnish this series in stereotype form, with 

logotype of bank card plate, two or three lines, 

which fits in mortise at bottom. Despite the fact that 

this series is so far above ordinary bank advertising in 
appearance and appeal, its cost.is reasonable. 


We want you to see and appreciate the entire series. 
If our salesman in your territory cannot respond prompt- 
ly to your request for a demonstration, we will gladly 
send one by mail, subject to return within five days 
of receipt. 


Harvey Blodgett Company 
BUSINESS BUILDING FOR BANKS 


Executive and Sales Offices: 
UNIVERSITY and WHEELER AVENUES 
St. Paul, Minnesota 





District Offices: CHICAGO NEW YORK BOSTON 





LOS ANGELES 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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ANNOUNCING REMOVAL OF OUR OFFICES AND PRINTERY TO OUR NEW HOME AT 716 FOURTH AVENUE SOUTH 


OTP a 
Pe caciill a 


Our New Home 


HIS unique and commodious building, for them have constantly brought new 
recently completed and now owned clients to us, until this new home became 
and occupied exclusively by the Craddick a necessity and a reality. 
Service organization, is but When you employ 
another indication that Newspaper Advertising Craddick Service as your 


here at least bank advertis- Booklets, Folders, : Inserts, olvariiee deputies vee 
ing has passed from the “ex- Blotters Scrat lain eihdea Meir tnatin 
perimental stage” to a basis Letters--- Circular, Personal a Fe F 
f stabili dd dabil Window Displays, Posters are receiving the Services O 
of stability an — a “4 Lobby Advertising an organization which 
on oe = — ae ———— knows your problems, 
anking itself. avings vertising 
eee a en Business-Crop Publications knows how to meet those 
Cc ° 


problems from past experi- 
The unusual results which ence and whose only 


our many clients haveobtained throughthe business is to produce the best in adver- 
use of the advertising plans and materials tising for financial institutions exclu- 
which we have been privileged to produce _ sively. 


RADDICK. SERVICE 
Sinancicd /Levectising Oxclusively , 


MINNEAPOLIS 
“Tt’s Our Business to Make Your Business More Profitable”’ 


ANNOUNCING REMOVAL OF OUR OFFICES AND PRINTERY TO OUR NEW HOME AT 716 FOURTH AVENUE SOUTH 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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NDROVERS SERVICE lip anh yaa eT aed 


Make YOUR Visit 
Worth While | 


HERE is good reason to believe that the 

International Live Stock Exposition to be 
held at the Uxion Stock Yards, Chicago, from 
November 26th to December 3d will outdo all 
past efforts. 


It is a splendid opportunity to become acquainted 
with the men and methods which are responsible for 
the progress of the industry. 


Also!—it is a good chance to learn at first hand how 
intimately DROVERS SERVICE is connected with 
this progress and to meet in person the men who have 
made DROVERS SERVICE of value to hundreds of 
correspondent banks throughout the cattle raising sec- 
tions of the country. 


Whether you know DROVERS SERVICE from 
actual experience or merely by its widespread renown 
you and your friends are cordially invited to come in 
and make us a visit. 


The Drovers National Bank is a part of the Big 
Exposition that you cannot afford to miss. 


Make your visit worth while! 


DROVERS NATIONAL BANK 


UNION STOCK YARDS CHICAGO 


“Directly Across the Street From Exposition Building 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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That small borrower— 


often needs financial assistance that the 
average commercial bank cannot extend. 


How often, Mr. Banker, are you obliged 
reluctantly to turn down the little fellow, 
—the worthy supplicant for funds? 


May be you would like to help him but 
he is not a bankable risk. 





Let us explain the Hawkins plan to 
you and show you how it is assisting the 
commercial banker in the solution of a 
very vital problem at this time. 


Welfare Loan Societies and Companies 
in Operation at the Present Time 
















INDIANA OHIO 
Welfare Loan Society of Anderson The Welfare Loan Company of Cincinnati 
Welfare Loan Society of Elkhart The Welfare Loan Company of Columbus 
Welfare Loan Society of Fort Wayne The Welfare Loan Company of Dayton 
Welfare Loan Society of Indianapolis The Welfare Loan Company of Hamilton 
Welfare Loan Society of Kokomo 
Welfare Loan Society of Lafayette 4 ILLINOIS 


Welfare Loan Society of Logansport 


Welfare L iety of trali 
Welfare Loan Society of Marion ey ae 


Welfare Loan Society of Michigan City FLORIDA 
Welfare Loan Society of Muncie Welfare L Soci f Miami 
Welfare Loan Society Richmond ellare Loan Society of Miami 
Welfare Loan Society of South Bend 

Welfare Loan Society of Terre Haute PENNSYLVANIA 


Welfare Loan Society of Vincennes Welfare Loan Society of Lancaster 





(Complete Information on Request) 


HAWKINS MORTGAGE CO. 


PORTLAND INDIANA 
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Seven Departments— 
All National 


Commercial 
Savings 
Banks and Bankers 
Trust 

Bond 

Foreign 

Safe Deposits 


TTT 


This institution with its seven 
departments is a striking illus- 
tration of the broad scope 
which- the service of a strictly 
National Bank may now 
assume under existing laws. 
And each of our departments 
is actively functioning. | 


What may we do (for you? 





THE NATIONAL BANK OF COMMERCE 
IN SAINT LOUIS 


Capital, Surplus and Profits more than $15,000,000.00 


= 


LLL HANA 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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EQUIP YOURSELF 
FOR EACH DAY’S BUSINESS 


with authentic, up-to-the-minute information on 


Bond Analyses 


Concurrent with the issues 


Foreign Exchange Rates 


Securities Markets 
All Exchanges 


Complete Financial, Commercial and Industrial News 
from all important cities by wire 


Complete Live Stock, Grain, Cotton, Produce and General 
Commercial Markets and News affecting 
the values of securities and loans 


All Important World News condensed 
for the busy reader 


This comprehensive, every-business-day service 
of the 


Chicago Journal of Commerce 


and Daily Financial Times 


Provides both Protection and Opportunity. One 
copy may make or save you many times 
a year’s subscription, $12.00 


Chicago Fournal of Commerce 


108 South La Salle Street 
Chicago, IIl. 


“The Bankers Daily Compendium of Financial Information” 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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In Chicago— 


i nt financial center of the Middle West— 

[oe > gateway for the Nation’s commerce and 
industry—you will find ‘the facilities of 
the Union Trust Company comprehend 
every service for handling your special 
needs as well as routine requirements. 


In all matters pertaining to commercial 
transactions and the specialized forms of 
modern banking, this Company places at 
the disposal of banks and bankers the ben- 
efit of a nation-wide business, the personal 
interest and co-operation of its organiza- 
tion, and an accumulated experience of 
more than half a century. 








You are cordially invited to avail yourself 
of: these facilities. When your patrons 
come to Chicago, give them a letter of 
introduction to this Bank. We will be 
glad to extend every courtesy and assist 
them in bringing their projects to a suc- 
cessful conclusion. 


UNION TRUST COMPANY 


CHICAGO 





Already more than half a million dol- 
lars in insurance premiums have been 
saved by banks that have ordered our 
Super-Safety insured Bank Checks. If 
those several thousand banks that have 
bought our checks, which carry free insur- 
ance of $1,000 for every depositor, had 
bought insurance to cover other checks’ 
those same banks would have paid out 
more than half a million dollars in pre- 


miums to some insurance companies. 


As usual, The Bankers Supply Company 
has been the leader in providing greater 
protection for banks. We were the first 
organization to generally provide uni- 
versally insured checks by means of 
insuring every check made on Super- 


Safety Paper. 


Already the need for positive protection 
has been realized, and the instant demand 
for Super-Safety Insured Bank Checks 


has gratified us because of the enthusiastic 
approval of the thousands of banks now 
enjoying this greater protection with- 
out increased costs. And, in proof of our 
gratification for their splendid approval, 
we recently passed on to our banker 
friends a saving in costs which they are 
making possible through greater volume 
of orders. In October we announced 
lower prices on “The World’s Safest 
Checks”’ and at the same time announced 
improvements in the free $1,000 bonds 
which are given to each bank ordering 


these Super-Safety Insured Bank Checks. 


In final proof that check insurance is 
really a valuable addition to banking serv- 
ice, many surety companies have followed 
the lead of our company and are now 
offering to sell banks an insurance policy 


protecting checks. 


All check insurance is a good thing, even 
when the bank must itself stand the first 
$200 of any loss as is required by some 


other surety and bonding companies. 


However, our customer-banks enjoy full 
protection without cost because, by selling 


checks to many thousand banks, thus 
decentralizing and spreading the losses 
over a great number of banks using many 
hundred millions of checks instead of a 
comparatively small number of banks, 
we have been enabled to absorb the cost 
of the insurance ourselves out of manu- 
facturing economies which we have per- 
fected, and still find ourselves enabled to 
effect further economies which we are 
passing on to banks through further re- 


ductions in price. 


As a matter of course, there have been 
criticisms and futile efforts to decry our 
free insurance of checks —*‘knocks”’ in- 
spired, usually, by self-interested sources 
of criticism hysterically attempting to 
stem the tide of new business gravitating 
to The Bankers Supply Company through 
its insured bank checks, with resultant 
loss of orders for the critics and subsidized 
friends. Most intelligent banks at once 
understand and properly classify such self- 


interest. 


When the original “‘Super-Safety Check 
Alteration Bond”’ was first conceived, we 
fully realized that criticisms would be 
made. We had to get “loss experience”’ 
as a guide ourselves; and as a result, on 
October Ist, we announced a number of 


material which were 


improvements 
promptly endorsed upon thousands of 
bonds already issued to banks using Super- 
Safety Insured Bank Checks. As fur- 
ther improvements. become possible, they, 
too, will be passed on to all old and new 


policy-holders. 


OUR BUSINESS POLICY WINS 
Weare very proud to say that thousands 
of broad-minded bankers believe us when 


we tell them that we shall back up our 


promises with the entire resources of this 
company whose capital and surplus js 


more than a million and a quarter dollars, 


in addition to the protection of the guar- 


anty company. Each bank using Super- 
Safety Insured Bank Checks thus feels 
the further certainty in the knowledge that 
our entire resources stand behind what we 
offer them. 

Our organization has grown to be the 
greatest of its kind in the woz-ld, has 
gained and held the confidence of many 
thousand banks, because of its estab- 
lished reputation for greater values 
in its products and absolute integrity in 
fulfilling its promises. We maintain the 
policy of *‘one price to all’’ and thousands 
of bankers know that even their office 
boys could order their supplies from us 
with perfect assurance that the prices 
would be the same as could be secured by 


the president of America’s largest bank. 


Our representatives have nothing to 
hide; they will show you the price-book 
when taking your order, if you like, and 
let you figure your own prices. You 
don’t buy a bargain (>) in one item, from 
us, and then pay exorbitantly for some 
other item—nor for binding, punching, 
imprinting, etc. It’s all in the book— 
one price to all. 

* * * + * 

We believe the bankers of America 
appreciate such a policy of absolute fair- 
ness. ‘We believe they also appreciate 
the forward-looking, continuous striving 
to give them greater values and service— 
a faith which it shall be our greatest pride 
to preserve and strengthen by the very 
best values and services that can be 


delivered, backed by our every resource. 


And we cordially invite other bankers 
to avail themselves of the economies, 
business-building and money-saving plans 
which we offer them. 
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Something to Make the Kiddies Happy 


R. Banker, it will put you under no obligation to clip 


and mail the attached coupon for a free examination R : . 
a oe * — ead This List 
of the first issue—the DECEMBER issue—of CHILD a nus Cane 
“wT ’ ° . f depart ts 4 
LiIFE—Rand M¢Nally’s new magazine for children. Sail te ts cei cease Gaon. 
Here is a magazine that will give your children the new- HAPPINESS STORIES 
est, freshest, most entertaining and instructive stories, plays, PICTORIAL STORIES 
pictures, cutouts, nature studies dnd other features they FAIRYLAND STORIES 
nave vet snleniinties te de i : PLAYS AND PAGEANTS 
i joyed e est that money can buy. JOY GIVERS CLUB 
CHILD LIFE will be issued every month. It will OUTDOOR SPORTS 
cultivate in the little tots and in older boys and girls—child- INDOOR GAMES 
ren from 2 to 10 years of age—a taste for the finer and et — 
better things of life and give them many new avenues for ATEU 


: > AMATEUR 
self expression through heart, head and hands. PHOTOGRAPHY 


Every reader of The Bankers Monthly is invited to clip ee ae eee 


and mail the FREE EXAMINATION coupon below. canna TE 


CHILD LIFE will help to bring out the best in the MUSICLAND 


ea eee ree eee ; TYPES OF CHILDREN 
growing child. Why not make Christmas gifts to your STORIES ABOUT FOOD 
customers. 





Many of the best children's 
writers and artists are among the 


RAND MCNALLY & COMPANY a editors of CHILD 
536 S. Clark St., Chicago, Illinois 


RAND MSNALLY & COMPANY 
538 S. Clark St., Chicago, Illinois 


Please put my name and address on your list for one full year’s subscription 
to CHILD LIFE and send me the big DECEMBER issue—FREE. If after 
examining the first issue, I am not satisfied, it is understood I may cancel this order 
and owe you nothing. Otherwise I will send vou $2.50 in full payment for all of 
1922—the December issue to be FREE. 


Child’s Name 





Address 
Your Name 
Address 


Relation to Child 





, 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The C-Lap Seamless 
Mailing Envelope is 





used Extensively by 
Federal Reserve 
. Banks 





Compare Your 
Registered Mailing Envelope 
with the C-Lap on these Points of Merit 


The tough LEATHEROPE stock in the C-LAP 
withstands unusual strain. Wear and tear 


( 
. 
f 
‘ 


may wreck only one ordinary envelope in a 

Strong, Durable Stock thousand—the LEATHEROPE C-LAP elim- 
Strength of Design inates that dangerous fraction. 

; No “weak spots” in the C-LAP design. The 

Careful Workmanship contents are protected by the tight double folds 


; , at the bottom corners, the express fold under 
Security of Construction the flap, the wings of the C-LAP flap reinforc- 
ing the seams, the C-LAP curve which elim- 
inates buckling when the envelope is stuffed. 
The well-fastened seams and the wealth of 
strong, heavy gum on the flap are two proofs 
Why not make the compari- of the painstaking care in the workmanship. 
son? A C-LAP Envelope will There are no exposed seams on the C-LAP 
Oe Sane eps SeNNNe. envelope. The pockets for the wax seals in- 
sure absolute security. The most vulnerable 
points of an envelope are its seams and cor- 
ners. The C-LAP protects fully at these points. 
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WHY TRUST DEPARTMENT | 
SHOWS BIG PROFIT 


Vast possibilities for developing trust ser- 
vice is shown by the fact that only five 
per cent of the people who die leave wills 


CIENTISTS say that the eve was 

created by light. They point to the 
fish in great caves, which are without 
eyes because they and their ancestors 
have never come in contact with light. 
They point to the mole with rudimentary 
eyes which he hardly uses, because the 
light does not reach him. This thought 
of the response of something which will 
use light whenever light is provided, de- 
serves consideration. 


The trust department itself came into 
being like the eye, because there first 
existed something that could use it to 
advantage. For many generations there 
was an urgent need for something better 
than the individual administrator, execu- 
tor, guardian or trustee. The individual 
who knew nothing of accounting; of val- 
ues; of investment, with its varied prob- 
lems of security and earning capacity, 
even while he retained his health and 
strength could not make a thoroughly 
effective administrator, executor, guard- 
ian or trustee; and, since he was liable 
to fall sick, move away, or die at any 
time, he was never a dependable one. 
Finally, the very need created the in- 
strument it could use, and the trust de- 
partment, embracing all the valuable 
qualities of individuals and freed from 
their frailties, began to function. 


Following this reasoning one step fur- 
ther, you begin to realize the vast pos- 
sibilities that are before the trust de- 
partment. Perhaps a few statistics will 
help you. One of the best informed and 
most progressive trust officers in Chi- 
cago says that only about 5 per cent of 
the people who die, the country over, 
leave wills. He has found by careful 
investigation that only 10 per cent’ of 
the people who die in his city, leaving 
wills, name a .corporate executor. In 
other words, only 10 per cent of 5 per 
cent—one two-hundredths of the people 


By W. J. KOMMERS 
President, Union Trust Co., Spokane 


who die in the great city of Chicago— 
leave their affairs to be settled by a 
trust department. Chicago, recollect, 
is one of the most advanced of our cities 
in the use of trust departments. The 
business is older there than it is in most 
cities, and it is more vigorously pushed; 
yet only one person in two hundred is 
using it. 

But let us look a little further. Even 
with this small proportion of population 


W. J. KOMMERS 
President Union Trust Co., Spokane, Wash. 


making use of them, the trust depart- 
ments of Chicago are profitable—some 
of them tremendously profitable. It is 
easy to perceive that if trust depart- 
ments were used as freely as banking 
departments are used, that in Chicago 
(or any other city for that matter) there’ 
would be an infinitely greater profit from 
fiduciary business than is now realized 
from banking. Why then is there not 
a greater use of trust departments in 
Chicago, and in the world over? 


Any sensible man will admit when he 
has presented to him the thorough effi- 
ciency of trust companies as compared 
with the inefficiency of the average in-_ 
dividual; when he contrasts their re 
sponsibility with the irresponsibility of 
the average individual; when he com- 
pares their thorough knowledge of what 
they undertake with the inexperience of 
the average individual who undertakes 
to become an administrator, an executor, 
a guardian or a trustee; and above all, 
when he places their record of practi- 
cally invariable success beside the revord 
of individuals showing more failures 
than success—he must, I say, admit that 
there is no excuse for the individual ad- 
ministrator, executor, guardian or trus- 
tee when the service of a trust depart- 
ment is available. Why then do people 
continue to name individuals to render 
the service when an instrumentality that 
is much more effective than any indi 
vidual could be, is available? 

There can be but one answer: the 
people who seek this service are not 
informed. They are like the fish in the 
eavern where light has never penetrated. 
They have no eyes because there is no 
light. Or they are like the mole, burrow- 
ing beyond the reach of light, with 
rudimentary eyes to which the light 
seldom penetrates. Turn the bright 
light of information upon them, and it 
is but a question of time when they will 
see. 

You will now agree with me that these 
facts should make the advertising of 
trust departments distinctly educational. 
Other advertisers may praise their 
wares; may emphasize age and stand- 
ing; may offer alluring prices. The 
trust department’s advertising should 
describe the department’s business, and 
the description should be very elemental. 
It should begin with the A B C’s of 
trust service. Time and again I am 
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asked the question, “just what does a 
trust company do; what is the function 
of your trust department?” We should 
not wait for such a question to be asked. 
Our business is not mysterious; it is 
simply unknown to the great mass of 
the people. Ninety-nine per cent of 
the average community think of a trust 
company or a bank as an institution en- 
gaged in banking alone. Until that ig- 
norance is overcome the trust depart- 
met may not enter into its reward. To 
overcome it thoroughly we must begin 
our educational course in the primary 
grade, and continue it until every course 
is covered. We must tell our people 
the tremendous importance of fiduciary 
service, and then we must tell them how 
well we are prepared to discharge it. 


I pause to remind you that no branch 
of the business of trust companies and 
banks is more profitable than the ad- 
ministration, management and _ settle- 
ment of estates. No branch presents 
equal possibilities for development. If 
any phase of human endeavor requires 
special training, experience, and respon- 
sibility, it is this matter of administra- 
tion and the management of estates. 
Yet mankind in all its ancient genera- 
tions committed it to the novice; and 
often, much too often, to the irrespon- 
sible novice at that. Usually it was a 
favor—a sort of financial plum—be- 
stowed upon some impecunious individ- 
ual who needed the fees. Sometimes a 
testator, with a lack of appreciation of 
the responsibilities involved, bestowed 
it upon a relative. 





How strange is that superstition that 
relationship fits for administration! As 
a matter of fact it disqualifies. Jeal- 
ousies creep in among heirs; and a rel- 
ative would be a very extraordinary 
person if he did not “take sides” in the 
controversies that ensue. Then, too, 
relatives are expected to be indulgent. 
Heirs are apt to assert desires that go 
outside the provisions of the law or 
the terms of the will. “Uncle Ben” or 
“Cousin Bob” may resist these desires— 
but usually he doesn’t. The matter 
grows still worse if “Uncle Ben” or 
“Cousin Bob” is made administrator 
because he needs the fees. 
impecunious is, of course, because he 
has failed to manage his own finances 
well. Yet—anomaly or anomalies—for 
that very reason he is chosen to manage 
the finances of others! 


The trust department, as I have said, 
responds to a long felt, but an intelli- 
gent, demand. Personal administration 
has failed; but in each case the failure 
was laid upon some particular indi- 
vidual. John Smith made a mess of 
William Brown’s estate; but Joshua 
Black cheerfully appoints Henry Jack- 
son to administer his affairs in the full 
conviction that it was John Smith’s 
want of ability and not John Smith’s 
lack of training and experience that 
caused the trouble for Brown’s heirs. 
The public, unaided, are slow to see that 


That he is ~ 


BANKERS MONTHLY for NOVEMBER, 192) 


individual administrations fail so often 
because the principle of individual ad- 
ministration is wrong. Yet, is the face 
of all experience, most estates are still 
administered by individuals. That 
means that this most profitable field for 
trust department endeavor is hardly 
touched. But it likewise means a per- 
sistent, intelligent campaign of public 
instruction before the harvest shall be- 
gin. 

How then should we undertake such a 
campaign? Let us begin with our mail- 


ing lists. The service of the trust de- 
partment goes only to people with 
property. Therefore its advertising 


matter should go only to people with 
property if it is to be economically and 
effectively used. Possibly one reader 
of advertisements in ten will leave an 
estate. To pay for an advertisement 
which can affect only one person in ten 
who reads it is wasteful and ill-advised. 
The people with property are easily 
ascertained. One list of them is found 
on the tax books; another list of them 
is found in the mereantile reports; all 
of them are found in the classified lists 
of city and telephone directories. By 
that I mean that every merchant and 
manufacturer has capital, and that al- 
most every professional man and woman 
is apt to have it. 

Here let me suggest that a great deal 
of capital is accumulated, especially by 
professional men and women, in the 
form of life insurance. The man or 
woman who earns a good salary will 
almost certainly carry a policy or poli- 
cies of life insurance. Such people will 
leave estates that are worth handling, 
estates indeed that are especially de- 
sirable, even though their names may not 
appear upon the tax duplicate or in 
the mereantile agency reports. 


The trust Department, therefore, 
should begin its work by carefully pre- 
paring a mailing list which will cover 
practically every person in the commu- 
nity who will leave an estate, but which 
will not be burdened with the names 
of people who have nothing to offer it 
in the way of business. 


Having thus segregated the people 
to whom it will appeal, the trust de- 
partment will consider how its appeal 
shall be made. It desires two vital 
things: first, that its appeal shall be 
read; next, that it shall be digested. 
It will not be read’ unless it is attrac- 
tively and entertainingly presented. The 
man or woman who opens an envelope 
containing advertising matter will glance 
at its exterior and, if that is attractive, 
will read the first few lines of its mat- 
ter. If the first paragraph seizes their 
interest, they continue to read. But you 
must remember that these men and 
women whom you seek to reach are, 
almost invariably, busy people. If, when 
they open your appeal, they realize 
that they can read it in three minutes and 
it begins entertainingly, they will finish 
it. If on the other hand, they see at a 
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glance that it will take them ten or 
fifteen minutes to read it, they will either 
lay it aside or throw it into the waste 
basket. That means that your appeal 
must be crisp and terse. Something that 
will consume but two or three minutes 
of their time; and yet something that 
will leave its impression. Because, as | 
have said, your appeal must be digested 
as well as read. Skimmed over hastily 
and without proper understanding, it 
will be all but useless. It must be as- 
similated; and I remind you again that 
busy individuals are not apt to take 
ten or fifteen minutes of their time when 
they are opening their mail to digest 
something. It must come in predigested, 
tabloid form if it is to be thoroughly 
effective. 

Of course we all know that the trust 
department cannot tell its story in three 
minutes. This means that it should be 
a continued story; that the first chap- 
ter of the appeal should seize interest 
just as the first chapter of a novel seizes 
it. It should carry that interest over 
to a second appeal, just as the first chap- 
ter of the novel carries its interest over 
to the second chapter. Therefore, the 
trust department’s appeal should, in my 
judgment, take the form of a series of 
brief, informative, persuasive booklets, 
each of which shall treat some phase of 
the department’s service without a waste 
word, and yet carry the interest from 
one appeal to the next; and revive in 
each succeeding appeal the interest 
aroused by those which have preceded 
it. 

Such a campaign should, in my judg- 
ment, extend over either six months or 
a year. Booklets should reach the pros- 
pect at intervals of either two weeks or 
a month. The first one should suggest 
to him the vital importance of protect- 
ing an estate; how easy it is for a 
fortune to disintegrate when the guid- 
ing hana of the man or woman who 
built it is withdrawn; how many forees 
lie in wait to prey upon an estate; how 
ill-prepared the average individual, and 
especially how ill-prepared a woman or 
a young man would be, to contend with 
these forces. It should close with a re- 
minder that very few people know of 
these perils, and that very few people 
are informed about the actual course 
which an estate will take as it passes 
through the probate courts. That in 
view of this lack of information it is 
the purpose of the company or the bank 
which issues the booklets to inform its 
community; and that it proposes to do 
this through a series of brief, educa- 
tional talks, each covering only a few 
moments of time, but each revealing 
some important phase of the manage- 


ment, protection and settlement of es- 
tates. 


From such a beginning the series 
should go on, each booklet revealing some 
fresh peril to be avoided, and deserib- 
ing some fresh protection which may be 

(Continued on page 56) 





BA} 


oss 











BANKERS MONTHLY for NOVEMBER, 1921 





CAN FARM PAPER BE MADE TO AVERAGE 
NINETY DAY MATURITIES? 
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Farmers can be educated to retire their obliga- 
tions promptly if the banks take pains enough to 
show them the importance of scientific marketing 






NE of the objections that has been 
made to farm paper is that it 
usually runs for six months or a year. 
For a long time, we thought that this 
evil could not be overcome, in view of 
the fact that it had been firmly estab- 
lished by custom, and also due to the 
fact that the farmer’s income is seasonal. 
In the stress of recent months, how- 
ever, we have found that this old 
eustom can be overcome, and we believe 
we have had enough experience to be 
able to say that it is possible to make 
farm paper average ninety day maturity. 
We instituted our new plan during 
the time when farmers were requesting 
more renewals than usual. These re- 
newals were asked for on paper that had 
already run from six to twelve months. 
Some of this was represented by direct 
loans from the bank and other requests 
came through dealers who had discounted 
the farmers’ notes at our bank. Of 
course our effort was to get each farmer 
to pay something on the principal of his 
note at the time of renewal, but our 
greatest effort was placed on persuading 
the farmers to renew these notes for 
ninety days instead of for six months. 


Of course each farmer declared that 
it would be impossible for him to have 
money in ninety days, due to the fact 
that this would not be during the season 
of his usual income, but we told him that 
the times were such that the bank exam- 
iners demanded as short time paper as 
we could possibly get, and we had been 
ordered to make renewals for ninety 
days instead of six months. We also 
did our best to impress the farmer with 
the importance of having at least a part 
of the principal ready at the end of 
ninety days. 

There were some objections to this 
plan, of course, and some of our farmer 
friends argued rather strenuously, but 
we gradually accustomed our customers 
to the plan and now our farmers have 
learned that the rule is ninety days 
and instead of asking for a six months’ 
note they now ask for a ninety day 
note. : 

It is surprising how many of them 
were able to reduce the principal at the 
end of ninety days even though it did 
not happen to be the season of their 
principal income. They simply put off 
buying something that they could get 
along without and used their money to 
reduce their notes. 


By R. J. RANKIN 


Cashier, First National Bank, Hart, Mich. 


There are some farmers who can al- 
ways borrow on a ninety day basis. 
Among those are dairymen and pure- 
bred live stock breeders who have an 
income every month of the year. It is 
not so difficult to change the borrowing 
habit of these farmers. But those who 
raise fruit and grain are not so easy 
to handle. The man who specializes 
in grain usually sells the larger part of 
his crop all at one time and so his income 
is not spread out over a very long pe- 
riod. To a man of this sort, we talk 
about marketing a part of his crop at 
one time of the year and a part at 
another time of the year. We also talk 
with him about feeding a part of his 
crop to live stock and selling the stock. 
instead of the grain. 


T= article gives an interesting 
sidelight on a tendency that has 
grown rapidly among all enterpris- 
ing country bankers. The farmer 
perhaps more than any factor in 
the community needs to be educated 
to the importance ofa good banking 
cgnnection, and when the banker 
exhibits an interest in the farmer's 
problems and endeavors to show 
him how the banker is really a 
source of strength, the community 
derives a substantial benefit. As 
the accompanying article shows, a 
bank in Hart, Michigan, has done 
a great deal to aid the farmer and 
at the same time, to promote profit- 
able business for the bank. 





Really this latter argument is the 
most important, especially right now 
when most crops are selling for a very 
low price. The farmer can make more 
now feeding his crops to live stock than 
he ean by selling them on the market. 
In faet, there is almost no market for 
corn even at the quoted price and farm- 
ers are being forced to feed it or hold 
it longer than now looks wise. 

Some farmers are not good feeders of 
cattle, and those men-.of course cannot 
be expected to make a success of feeding 
their grain to eattle; they would be 
likely to lose if they attempted it. But 
almost any farmer can feed hogs, and 
so when a man is not naturally a good 
cattle feeder, we encourage him to feed 
hogs instead of cattle. 

We are also trying to encourage these 
men to raise hogs themselves so that 
they will have their own feeders when 
feeding time comes. In other words, we 


are trying to change the habits of the 


grain grower so that he will no longer 
be a strictly grain farmer, but will be 
a grain and live stock farmer. This 
combination usually proves to be much 
more profitable, both to the farmer and 
to the banker. - 

With the fruit grower we have a little 
different proposition. He has no crops 
to feed to live stock and so we cannot 
suggest this to him. Usually his farm 
is so small that he does not have any 
space to raise crops for feeding live 
stock. About the only thing that we. 
can suggest to him, which will result 
in his income being spread out over a 
longer period, is that he diversify on 
varieties and kinds of fruits. Accom- 
plishing this change, of course, is a mat- . 
ter of years rather than months. 

Our best suggestion to a fruit grower 
as a rule, is the establishment of a sav- 
ings account. By building up a savings 
account during the period of income, a 
fruit farmer usually has funds available 
during the period of no income for 
liquidating any debts that he might have 
at the bank. In the meantime, the de- 
posits have earned him some interest and 
he has not been tempted to use the 
money for something that he could get 
along without. 

With the experience that we bankers 
have in recent months, it looks to me 
like it is not at all impossible for it 
eventually to become the regular, es- 
tablished custom to make all farm paper 
ninety day maturity, and if that time 
comes, banking will be a great deal easier 
in farming communities. 

Farm machinery manufacturers per- 
haps had a gyeat deal to do with the 
establishing of this custom. In early 
days, they offered their high priced 
equipment on most any terms. Some- 
times these terms ran for two years 
instead of one. Farmers got into 
the habit of giving a part of the crop 
the machinery produced to pay for the 
implements, and they were not pressed 
for regular payments. But now they 
are being introduced to the monthly 
payment plan, and some farmers are es- 
tablishing the habit of paying a certain 
amount on what they buy each month. 
The notes on these monthly payment 
plan propositions are often carried by 
the dealers or the manufacturers. It is 
a help to the banker to have these plans 
in operation, because they are helping to 
form the habit among farmers of more 
frequent payment. 





14 


BANKERS MONTHLY for NOVEMBER, 192) 






REVIEWING THE DEVELOPMENT OF 


TRUST COMPANY SERVICE 


A quarter of a century ago the term “trust com- 
9 y 5 . . 
pany” was misunderstood yet today it is one 


N 1890 I tried to gather information 
explaining the work of a trust com- 
pany and was unable to find in print 
even fifty pages of such information. 
There were at that time 63 trust com- 
panies in the United States. Contrast 
this situation with that of today, with the 
great volume of information pertaining 
to trust companies that is available. 

At that time the term “Trust Com- 
pany,” while familiar to the American 
people, was widely misunderstood. Most 
people thought it meant something un- 
desirable, considering it synonymous 
with “pool” or some similar term car- 
rying the meaning of a combination in 
restraint of trade. This may seem an 
exaggeration, but its truth is borne out 
by the following excerpt from a paper 
presented at the first meeting of the 
trust company section by Ralph Stone, 
then trust officers of the Michigan Trust 
Company of Grand Rapids, Michigan, 
and now the guiding spirit of the De- 
troit Trust Company: 

“During the collection of the ma- 
terial for the paper, an incident oc- 
curred which may be worth relating. 
In response to a request addressed to 
the Secretary of State for each State, 
for a certified copy of the laws relat- 
ing to trust companies, about half a 
dozen - secretaries transmitted copies 
of the laws regulating, restricting, or 
prohibiting pools, trusts, unlawful 
combinations, and conspiracies in re- 
straint of trade. The copies of these 
laws were returned with an explana- 
tion that it was the statutes relating to 
trust companies which act as trustee, 
executor, etc., which we desired. In 
one case, the Attorney-General, to 


whom the letter was referred, replied - 


that he regretted misreading the first 
letter on the subject, but that after a 
thorough search, he was convinced that 
there were no statutes of his state re- 
lating to trust companies, and that as 
far as he could learn, there were no 
trust companies doing business in his 
state, except the Standard Oil Com- 
pany.” 

If the men who had risen to the posi- 
tions of Secretary of State and Attor- 
ney-General could be so misinformed, 
what could be expected from the general 
public? It was only through many years 
of effort that a better understanding of 
this matter was obtained by the public. 

As late as 1907 the trust company was 
still being explained. At the American 


Bankers Association convention in that 
year Hon. Charles Emory Smith, at 


of the popular forms of bank service 


By BRECKENRIDGE JONES 


President, Mississippi Valley Trust Co., St. Louis 


one time Postmaster General and at an- 
other Ambassador to Russia, spoke on 
the “Distinction between Trusts and 
Trust Companies.” 

Many—lI believe it might be said a 
majority—of the banks in the large 
cities where trust companies were gen- 
erally operating, did not fully under- 
stand the functions of a trust company 
and looked on such institutions with 
suspicions and as unworthy rivals. How 
could they do otherwise, when the name 
was constantly surrounded by the fog of 
ignorance? There were educated bank- 
ers, however, who realized that the trust 
company was not so much a rival of the 
banks as it was the bank’s outgrowth 
or corollary—a co-ordinate branch of 


7 accompanying article is an 
eloquent tribute to the great 
progress that has been made by 
trust companies during the past 
twenty-five years. This article was 
the message of Breckenridge Jones 
to the convention of the American 


Bankers Association at Los Angeles 
and was presented at the trust 


section. In conveying his greet- 
ings he commended “those men 
whose never-ceasing efforts and 
highly developed powers of co- 
operation made the trust section 
possible, and whose intelligence, 
keen wit and general good qualities 
made association with them an 
enjoyable and profitable privilege.” 





finance. They remembered that the rea- 
son the first trust company was formed 
in New York (and probably in the 
country) in 1822 was because banks 
could not attend to certain business 
outside of the City of New York; that 
if the banks could have done so, what is 
now the Farmers Loan & Trust Com- 
pany, of New York City, might never 
have been started. It was realized by 
the financial student that our develop- 
ment to a certain point could be easily 
handled by the bank, but that, with 
the marvelous development of our coun- 
try, the density of population, and the 
aggregations of wealth, came a demand 
for a more complex ‘community. The 
trust company, a conservator of wealth 
to work hand in hand with the bank, 
the creator of credit, was the inventicn 
of American genius. 


This spirit of antagonism to trust 
companies was reflected in the legisla- 










tures of several states, evidenced at every 
session by bills to restrict the powers of 
trust companies in states where those 
powers were broad and by factious op 
position to the bills giving ample powers 
in states where additional legislation was 
needed. The records of my own state 
show the case of the State of Misosv:i 
vs. Trust Companies in June, 1898, in 
which the Attorney-General tried to put 
them out of business, on the ground 
that they were exceeding their charter 
powers in receiving deposits subject to 
check. The Supreme Court, ruled other- 
wise, however, (144 Mo. 562). Many 
of these conflicts were bitter, all were 
serious. 


Yet they were not without amusing 
incidents. I remember at the time | 
was advocating legislation for trust com- 
panies a Senator said to me, “My young 
friend, if you pass this bill, is there any- 
thing on God’s earth that a trust com 
pany can not do?” 


In an effort to introduce a little levity 
into the situation, I said, “Yes, I do not 
think the trust company could have 
twins.” 

His reply was, “Well, they certainly 
do not need to have offspring, because 
under this bill they would have life 
everlasting.” 


In spite of what he said it has de- 
veloped chat while a trust company can- 
not have twins it has a grandchild. Jn 
our trust department hangs a picture 
of a baby. Below it is the legend, “The 
Mississippi Valley Trust Company’s first 
grandchild, born December 28, 1900. 
At the date of her birth her father was 
19 years old and the Mississippi Valley 
Trust Company was his guardian.” 

In the early nineties a bill was intro- 
duced to prohibit a trust company from 
acting as guardian of the person of a 
child. In defense of this bill, on the 
floor of the Senate, the Hon. Howard 
Gray, then Senator from a southwest 
Missouri district, now Judge of the Ap- 
pellate Court of Springfield, referring 
to Senator Major (afterwards Gover- 
nor), said he could see the distinguished 
Senator from Pike County alongside 
of that great apostle of democracy, 
champion of individual rights and op- 
ponent of corporations—William Jen- 
nings Bryan, on the rear end of a Pull- 
man coach passing through Pike 
County, and he could hear the Senator 
saying to that crowd of Pike County 
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people, “We were boys together, went to 
shool together, spun tops together, 
went Swimming in the same creek; we 
have been brethren in the church and 
brethren in the lodge; I have married 
into your family and you have married 
into mine, but when the time comes for 
me to pass into the Great Beyond, with 
one expiring glance I shall say, “‘Oh 
God! I cannot trust any of these fellows, 
give me a corporation to take care of 
my child.” 

Senator Gray continued, in abated 
breath, “Oh S-e-n-a-t-o-r-s! Just think 
of committing the immortal soul of a 
human being for its religious training— 
its moral education to a s-o-u-l-l-e-s-s 
corporation. Just picture the little 
child being sent to Sunday School. I 
do not know whether it is the president 
or the porter that takes it, but in my 
mind’s eye I can see that little child, 
on its knees, when it is to be put into 
its trundle bed at night, lift its little 
hands high above and say that prayer 
that it has been taught to say: “God 
bless the trust company; God damn 
everybody else. Amen!’ The bill was 
defeated. 


The record of trust companies proves 
the maxim about its not having a soul 
to be fiction. It can be truthfully said 
that a trust company has the composite 
soul of its trust estates committee, its 
executive committee, or its board of 
directors. Men directing a trust com- 
pany, if doing their duty, cannot act 
in any other way than conscientiously. 
As a corporation, the law says that the 
trust company is a person and its oper- 
ations have shown that it has a soul. 
A customer once said of the Mississippi 
Valley Trust Company that it was “Not 
only a financial institution, but a human 
being.” A trust company has restric- 
tions that do not apply to individuals. 
This corporation is subjected to an ex- 
amination and supervision that would be 
resented by an individual for do you 
know of any individual who would not 
indignantly refuse to allow an outsider 
to examine his personal and private 
books to see if he were engaged in 
speculation, or if in reality he had all 
the cash he said he had? He would 
be insulted if the privilege were de- 
manded of checking up all the securities 
in his possession to find out if there 
were any possibility of his trust funds 
being mingled with his personal fund. 
Such supervision he would consider an 
infringement of his personal liberty and 
4 violation of his constitutional rights. 
_ The trust company, however, is sub- 
jected to such an examination, but in- 
stead of resenting, it welcomes it, for 
it desires anything that will help in 
the least to safeguard the interest its 
holds in sacred trust as executor, trustee, 
guardian, or in any other fiduciary ca- 
pacity. In fact, the well-managed trust 
‘ompany not only has the conscience and 
responsibility of the individual, but it 
has its freedom so restricted as unques- 
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BRECKENRIDGE JONES 
President, Mississippi Valley Trust Co., St. Louis, Mo. 


tionably to protect its customers against 
possible dishonesty, error in judgment 
or carelessness in management. 


Intelligent men, both bankers and 
trust company officials, appreciated the 
situation and what might have grown 
into a wall of flame—a permanent an- 
tagonism between the banks and trust 
companies, was smothered out when it 
was a tiny blaze. It became apparent 
that, both for the purpose of protection 
and in order to educate the public, com- 
panies doing a legitimate trust company 
business should have a national organi- 
zation. Many advocated organizing an 
association composed exclusively of trust 
companies, but as there was already in 
existence the American Bankers Asso- 
ciation, of which a number of trust com- 
panies were already members, others 
thought it wise to clasp hands and work 
with it. One year before this section 
was formed an application was made 
to the executive council of the parent 
body to recommend changing the by- 
laws so as to provide for a trust com- 
pany section. The argument was made 
that there was no precedent in the asso- 
ciation for such action, and that if such 


action were taken it would result in 
unifying the strength of the trust com- 
panies and produce a factional strife. 
The application was not granted. 


Three years before this time I read 
a paper before the Missouri Bankers 
Association. It was entitled “The Trust 
Company Question.” That this matter 
should be referred to as a question. 
shows the trend of thought in those days. 
Now there is no question. It was through 
my preparation of this paper, and our 
membership in the American Bankers 
Association, that I gained the acquaint 
ance of so many bankers who had the 
interests of the trust companies at heart, 
and so in 1896 after some correspond 
ence with prominent trust company men, 
and without any commitment on the part 
of the parent body I took the privilege 
of sending out a call for the meeting of 
trust companies, to be held in St. Louis 
at the same time as the National Con- 
vention of the American Bankers Asso 
ciation. The purpose of this meeting was 
to discuss the organization of a trust 
company section of the American Bank- 
ers Association, and the call was signed 

(Continued on page 84) 


ee HE vault itself is its best adver- 

tisement to farmers,” says W. E. 
Rollins, cashier of the Oceana County 
Savings Bank, Hart, Michigan. “Be- 
fore we moved into our new bank build- 
ing, few farmers around here had a 
safety deposit box in any bank. In our 
old building we had a section of 24 boxes 
which were purchased many years ago. 
Only 16 of these were rented. 

“This section of course was kept in the 
bank vault and customers were often 
more or less embarrassed to go into the 
bank’s vault. We found it was difficult 
to interest farmers in a safety deposit 
box under such conditions. So when we 
built our new building we built a special 
vault for safety deposit boxes. But more 
than that, we decided to place the en- 
trance to this vault in a conspicuous 
position so that everyone who entered 
the bank would see it and would feel 
that there was the part of the bank 
that really belonged to customers. 

“From the photograph which is re- 
produced on this page, you will see that 
the entrance to the safety deposit vaulis 
can be seen by anyone who enters the 
bank, and that is why I say the vault 
itself is its own best advertisement. 


“We have advertised it in the news- 
papers, however, and occasionally have 
an opportunity to talk to customers, 
mentioning the advisability of having a 
safety deposit box. But a great many 
of our new customers come to us from 
seeing, every time they enter the bank, 
this attractive vault entrance. 


“We have been in our new bank build- 
ing two years now and besides renting 
the eight boxes that were not rented in 
our old section, we have rented 150 new 
boxes. Now, it is a common thing for 
farmers here to have a safety deposit 
box, and to make frequent use of it. 

“A doorway from the cage where we 
work, makes it an easy matter for any 
of the employes to open the safety de- 
posit vault door for any customer, and 
so our customers all get prompt and 
personal attention. This too, is quite 
an item in getting our customers to use 
their boxes more, and we have found 
that the more a box is used, the more 
likely the owner is to tell about his 
safety deposit box to his friends, and 
many new customers come to us because 
their friends have told them of the con- 
venience of a safety deposit box in our 
bank. 

“Another feature that we built into 


BANKERS MONTHLY for NOVEMBER, 199) 


ENCOURAGING FARMERS TO RENT 
SAFETY DEPOSIT BOXES 


When the entrance to the vaults is in a conspicuous 
position and prompt and courteous service is fur- 
nished to customers, increased business will follow 


By JOHN Y. BEATY 


this safety deposit vault has had quite 
an influence over our getting new ac- 
counts. The control for our burglar 
alarm is located in this vault, and our 
customers see it every time they enter 
the vault. This control is a large box 
with clocks and bells and switches in it. 
Practically every customer has asked us 
to explain the working of this system, 
and of course the explanation of the 
burglar alarm system makes each ecus- 
tomer feel that his valuables are thor- 
oughly protected.” 


* * * * 


NOTHER plan somewhat different 

is used by the Union Banking Com- 
pany of St. Joseph, Mich., and has re- 
sulted in greatly increasing vault busi- 
ness. The customers’ vault is located 
some little distance from the windows 
where the tellers wait on customers, so 
it was a bother for tellers to leave their 
cages and go to the safety deposit vault 
with their customers. The result was, 
the tellers formed a bad habit which 
grew. They would hand the master key 
through the window to the customer and 
let him go to the vault himself. No ef- 
fort was made to keep track of who 
entered the vault. 


Finally a new plan was adopted and 
it has resulted in building up the vault 
business, especially among farmers. One 
of the young women in the bank was 
placed in charge of the vault and given 
a desk in front of the vault entrance. 
She was chosen for her ability to wait 
on customers pleasantly and promptly. 


This photograph of a bankin 
how the entrance to the safety 
location. 


At the same time, a plan of registration 
was put into use which makes it pos- 
sible to know of the exact time and date 
of entrance of its customers into the 
vault. Instead of using slips, a book 
is used and each person who enters the 
vault is asked to register in this book 
before admittance. 

Soon after this young 
placed in charge of the 
came apparent that more boxes would 
be needed. The boxes were all filled 
and the farmers were coming in asking 
for space. Instead of explaining that 
the boxes were all taken, and that she 
did not know when new boxes would be 
installed, she placed these people’s names 
on the waiting list and treated them 
courteously and offered to store their 
valuable papers in the bank’s vault with- 
out any charge until new boxes could 
be installed. In this way, several cus- 
tomers were secured even when there 
were no boxes available. The farmers 
did leave their valuable papers to »e 
stored in the bank’s vault, and when 
more boxes were installed, these people 
were notified and boxes were assigned 
to them. Now something over 400 boxes 
are rented and in active service. 

While the young woman in charge has 
time to do a great deal of other bank 
work, she makes the vault business first, 
and in addition to waiting on customers 
and helping them in every way she ear, 
she sends out notices of rentals due and 
keeps the records of the vault much more 
thoroughly than they were ever kept 
before. 


woman was 
vault, it be- 


room ina country town illustrates 


eposit box vault is given a conspicuous 
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OVERCOMING THE BIG OBSTACLE IN 
GETTING NEW BUSINESS 
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Until people are educated to the common 
usages of banking, the benefit of a sound 


NDOUBTEDLY the 

stacle bankers have to overcome 
in building up new business is the lack 
of understanding of banks and banking 
on the part of the general public. The 
people generally fail to comprehend 
what banks are for and how they oper- 
ate. And, it is unfortunately true that 
in most communities a large percentage 
of the population has only a vague idea 
of how a bank functions and are ac- 
quainted only in a very limited way 
with the service it offers. 

Now it is pertinent to ask, Where can 
the people become acquainted with the 
principles of banking? The ordinary 
grade schools where a great many people 
finish their academic education hardly 
touch the subject save for a few pages 
of the arithmetic pertaining in an ele- 
mentary manner to “Stocks and Bonds,” 
“Loansand Discounts,’’and “Percentage.” 
Even parts of this seanty amount of in- 
formation is often “skipped” due to the 
anxiety of teachers in seeing that their 
pupils pass the examinations, and to the 
fact that the examination questions sel- 
dom include, questions relating even re- 
notely to banking. 

The high schools which consider the 
subject at all usually do so in a small 
section of a course called “Commercial 
Arithmetic” which course is usually an 
elective subject. The colleges and uni- 
versities are not concerned at all unless 
a student happens to be specializing in 
banking and finance. But even if the 
higher institutions of learning furnished 
the information relating to banking their 
aid would not be sound enough to be 
effective for only a small percentage of 
citizens or college graduates. 

Thus it is that the majority of people 
acquire what knowledge of banks and 
banking they may have by “picking it 
up” from various sources, many of 
which are unreliable and misleading. 
Indeed, many a man has learned all he 
knows about the common usages of 
banking from the bitter school of ex- 
perience. The venture of many a farmer 
who exchanged his Liberty and Victory 
bonds for worthléss stocks is not likely 
to be forgotten by the exchangers very 
soon. Neither is the man who buys stock 
in an apparently sound concern and 
later finds himself the victim of a com- 
bination of poor management and the 
wilimited co-partnership clause likely to 
preserve his faith in stocks intact. The 
Prejudice which thus arises against 


greatest ob- 


banking connection will not be understood 


By CHARLES H. SMITH 


stocks is, in a great many cases made to 
inelude bonds and also because the vic- 
tim fails to differentiate between the two. 
The publicity given the occasional em- 
bezzler or the occasional bank failure 
by the newspapers influences many un- 
thinking persons so strongly that they 
never venture inside of a bank unless 
compelled to do so in order to cash a 
check. Thus the ideas gained through 
the avenues of mis-information are a 
positive detriment to legitimate banking 
business. 


It is apparent of course that the oper- 
ations of swindlers manipulating worth- 
less stocks and defrauding the publie out 
of money and bonds, and the wide dis- 
semination of news harmful to legitimate 





A: the present time the Ameri- 


can Bankers’ Association is 
carrying on an extensive campaign 
to educate the public on the helpful 
functions provided by the bank. 
This subject is of growing import- 
ance. here was a time when the 
banker felt that the pursuit of new 
business was the only objective i in 
the program to develop new ac~- 
counts; yet the fact is that the old 
customers already on the ledgers 
represent great potential possi~ 
bilities for development. This arti- 
cle presents an impressive angle on 


the building of business along 


| prudent and profitable lines. 


banking cannot fail to influence the 
uninformed person in an unfavorable 
manner. Banks and investment bankers 
both suffer loss of business because of 
these things. The victim of the stock 
and bond swindler usually immediately 
and unreasoningly places all who handle 
stocks and bonds in the same category. 
And, the person who is unduly influenced 
by the newspaper accounts of embezzlers 
and bank failures is likely to distrust 
all banks. In both eases the unfair at- 
titude is due to ignorance of financial 
matters. 

Besides this many a man fails to 
patronize the bank in his home town 
simply because he does not understand 
banks well enough to have any confidence 
in them. An illustration of this fact 


is shown in the following incident which 
occurred recently: 

A certain farmer had travelled several 
miles in search of a thoroughbred cow. 
It happened that he was successful in 


his quest and purchased the animal. In 
paying for the cow he reached into his 
pocket and pulled forth a large roll of 
bills and handed the owner several hun- 
dred dollars. 

“You must have been pretty certain 
that you were going to buy a cow when 
you left home,’ remarked the owner 
when he had counted the bills. 

“Why, no,” replied the farmer, “I 
wasn’t sure at all.” 

“But you drew the money from the 
bank and brought it with you,” objected 
the owner. 

“No,” answered the farmer, “I didn’t 
draw it from the bank because I never 
put any money in the bank. Don’t be- 
lieve in banks and I always carry what 


‘money I have with me.” 


Another instance illustrating the need 
of information along financial lines is 
suggested by the remark of another 
farmer who was selling out and going 
to the Pacifie Coast. “I'll have a few 
thousand dolldrs after my sale,” he said, 
“and I don’t like to carry so much cash 
out there with me. I wonder if there 
isn’t a way I ean get it out there more 
safely than carrying it?” 

No one can condemn a man’s judg- 
ment in not risking the care of his money 
to an institution which he does not un- 
derstand—even if the institution hap- 
pens to be ealled the First National 
Bank. And while it is true that 
depositors will place their money when 
they have only a vague idea of how a 
bank operates and what security it offers 
yet it is obvious that these people 
patronize a bank only-in the most lim- 
ited way. They do not understand the 
different branches of service offered 
enough to make use of them. 


If bankers wish to make the most of 
their opportunities in the communities 
which their banks serve they must clear 
away some of the mystery surrounding 
banking. They must explain to people 
some elementary truths—what a bank 
is; how it operates; what service it 
offers; why money deposited is secure, 
ete. They must get down to bed rock 
in the matter and make the most ele- 
mentary principles of banking easily 
understandable. 

Some work along this line is being 
done. Large investment firms are send- 
ing out pamphlets which explain ad- 
mirably the fundamentals of stocks and 
bonds. This, of course, is primarily in 
(Continued on page 59) 
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SHOWING YOUR COMMUNITY HOW 
TO INVEST SAFELY 


Methods employed by a Chicago bank suggest 
an effective means of combating the increas- 
ing activity of “blue-sky” stock salesmen 


7 these days of agitation against 
“blue sky” stock salesmen, the bank- 
ers can perform a genuine service in 
protecting the community funds. 

Still, if the public is to be safeguarded 
properly it is essential that the bank's 
service should be of a direct and con- 
structive character. Bankers every- 
where realize the menace of the “blue 
sky” promoters and various measures 
have been undertaken to thwart them. 
Yet, it is a fact that in altogether too 
many cases money has been expended 
by banks in an aimless way for publicity 
that has often fallen short of the mark 
in educating the public. It usually. re- 
quires more than printer’s ink to check- 
mate the agile wits of the financial free- 
booters who fatten on the distribution 
of worthless securities. 


There is, of course, a great deal of 
wisdom in the exhortation “Consult Your 


Banker” that has become a by-word in 
the warfare against the unserupulous 
salesman and promoter. But the banker 
must be prepared when tlie people wish 











Kaestner & Hecht Co. Bldgs. 
First Mortgage 7% Gold Bonds 


By J. FRANKLIN LEWIS 


consultation to satisfy every inquiry 
promptly and satisfactorily. 

Within the last few years the Madison- 
Kedzie State Bank of Chicago has dem- 
onstrated the kind of service a bank 
can provide for the community when it 
enters the investment field in an intel- 
ligent way. Affiliated with the Madison- 
Kedzie is the Investors Company, an 
institution conducting a national invest- 
ment business. The stockholders of both 
the bank and the investment company 
are practically the same. 

Since the first of the year the bank 
itself has enjoyed an increase of deposits 
of approximately one and a half million 
dollars, all of which was marked by a 
steady upward climb from month to 
month rather than by any striking or 
sporadic advance. This _ substantial 
growth is due almost entirely to a busi- 
ness development plan that has brought 
many new customers to the bank and 
its affiliated institution—The Investors 
Company. The methods employed by 
the Madison-Kedzie suggest several 
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These are samples of the advertising Chet has been used aot by a bank in Chicago 


to gain the recognition of investors 


ese ads and others of a similar character have been 


instrumental in developing a lot of business for the Investors Company, which is affiliated 


with the bank. 


.worthwhile plans for any bank whieh 


aims to serve its community in all the 
branches of banking service as well as 
in the increasingly important investment 
field. 


When the bank moved into its new 
building the first of the year it reached 
out for neighborhood recognition through 
several striking window displays. In 
fact, the windows of the Madison-Kedzie 
bank typify a new and impressive de- 
parture in bank building as well as in 
bank business development. For ex- 
ample, the bank used a toy aeroplane 
display in one window and within five 
hours over one thousand toy aeroplanes 
were given away to people who came in 
to ask for them. 


In another window metal banks: were 
displayed and the bank made a charge 
of one dollar each which was credited to 
the account of the savings depositor. 
Within a month over one thousand of 
these banks were distributed. But, in 
addition to these actual returns from 
the windows, every department of the 
bank has felt the impetus of the favor- 
able publicity that has been obtained 
through the window displays. 

As powerful as the window displays 
have been as a means of getting new 
business, they are really supplemental 
to other features of the bank’s new busi- 
ness methods. Of the advertising ap- 
propriation approximately 50 per cent 
is spent in the newspapers and much 
of this expenditure has been devoted 
to the offerings of the investment com- 
pany. The Madison-Kedzie is not lo- 
cated in the “loop” of Chicago, although 
it is one of the big financial institutions 
of a thriving neighborhood in a great 
eity. Yet, the bank has used newspaper 
space freely in the big Chicago dailies 
and it has obtained gratifying returns 
from every display. 

On a Monday morning not long ago, 
for example, when the bank ran a big 
display ad on one of its investment of- 
ferings in the Chicago Sunday papers, 
it received inquiries and orders from all 
parts of the city, and when mortgage 
bonds were offered on a postoffice build- 
ing in an attractive newspaper advertise- 
ment the entire issue was grabbed up 
quickly and it was found that there were 
buyers in every ward in the City of 
Chicago. Even the president of a life 


insurance company, whose offices were 
in the heart of the busy “loop,” made 
an investment through the investmen! 


(Continued on page 132) 
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One of the most remarkable developments of new business 
practice in banks during the last few years is the tendency 
to use attractive window displays. Windows provide for 
many subtle and forceful appeals and gain public recog- 
nition more effectively perhaps than any other medium. 
The windows of the Madison-Kedzie State Bank have drawn 


many people into the building, many of them for the first 
time. 


S88 OSETIA ON ee ee 


The windows of the bank have been used frequently to 
present the investment offerings of the Investors Com- 
pany, affiliated with the bank. On the right we have an 
example of a window display that stimulated the distri- 
bution of bonds on a new building. 
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In order to sustain public interest in the windows, a force bebabend tanh 
of window decorators is engaged to change the fourteen MONEY 
windows at regular intervals in this bank. These changes 
cover a broad scope. There are appeals to savings depositors 
as well as commercial depositors; there are displays of indus- 
try in the neighborhood of the bank, and a recent exhibit 
illustrated a service which the bank is providing for cus- 
tomers in the way of insuring commercial checks. 
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OT long ago, the world’s champion 
editorial writer, speaking before 
a group of advertising men asked this 
expressive question: Which would be 
more effective advertising, to have some- 
one step to the entrance of this hall and 
whisper his story a dozen times or shout 
it onee through a megaphone? The 
comparison was regarding the value of 
a full page advertisement as against the 
small, “whispering” piece of copy. 

We may take issue with the point of 
view of this editor, and believe that the 
small advertisement has its uses or even 
advantages; but we must pay tribute 
to his striking style of expression. And, 
if we stop to consider the matter, we 
realize that in figures of speech lies the 
secret of his power—a secret that has 
made him one of the most widely read 
editors the world has ever known. 


Now the writer of bank advertising 


has the same problem as the editor. He 
must get his message across. Good ad- 


vertising like accurate shooting, is the 
kind that hits the target. 

A study of hundreds of advertise- 
ments, booklets, letters and other pieces 
of bank advertising, indicates that there 
are seven major points which contribute 
to the effectiveness of advertising copy, 
any one of which or all of which, may 
be used to drive your bank story home 
with telling effect. 

1. FIGURES OF SPEECH 

Who does not know of the insurance 
company with the “strength of Gib- 
raltar’? Or of “frenzied finance”? Or 
of “the cross of gold”? Such language, 
when not overdrawn or affected, is the 
strongest possible form of expression. 


In bank advertising there is a splendid 
field for figurative language. For ex- 
ample, savings may be likened to water 
piling up behind a dam. With every 
new level there is just that much greater 
reserve and potential power. So with 
other departments of banking. Figures 
of speech are the lightning flashes of 
language that burn your meaning in- 
delibly on the minds of men. And ad- 
vertising that makes proper use of fig- 








MAKING YOUR LETTERS AND BOOKLETS 
PRODUCE PROFITABLE RETURNS 


By J. HAMILTON PICKEN 


HOW TO GET THE MOST OUT OF 
YOUR ADVERTISING COPY 


ures of speech is like the steel-nose 
bullet that drives its way to the very 
heart of things. 


2. GETTING THE PROSPECT’S 
ANGLE 


Another way to increase the effective- 
ness of advertising is to be sure that it 
is written from the reader’s angle. You 
are, no doubt, familiar with the story 
of the soap vendor. 

“Madam” said the vendor, addressing 
a handsomely gowned woman, “I am in- 


SIX RULES 


That will help you to write 
more effective copy 


1—Do not assert in any way in 
your advertising copy that which is 
exaggerated or that which the 
reader will regard as debatable or 
untrue. 


2—Express or imply in the head- 
line of your advertisement the main 
idea which you wish to convey to 
the reader. 


3—See that your advertisement 
not only looks easy to read but 
also that it is actually easy to read. 

4—Make your advertisement tell 
your complete story, that is, give or 
imply as far as possible in each 
piece of copy all the service your 
bank is capable of rendering the 
prospect. 


5—Make your advertising copy 
portray advantages to be gained by 
acting as it suggests, rather than 
evils to be avoided. 


6—In closing your advertisement, 
leave only one course of action 
open to the reader. 





troducing a new brand of soap.” 

“Don’t want it,” she replied. 

“Tt costs only half as much as other 
soaps,” continued the peddler. 

“Don’t want any of it,’ was the sharp 
retort. 

“Tt will do twice the work of any 
other,”, was the next shot. 

“Don’t want it, I told you,” answered 
the woman. 
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“It softens the skin and makes the 
complexion clear and beautiful,” con- 
eluded the peddler. 

“How much is it,” the woman hastened 
to ask and the sale was made. 

So it is always. Advertising copy 
will be appreciated most when it deals 
with the experiences and problems that 
concern your prospects. Much, even 
success itself, depends on getting the 
right appeal, on tying up your copy 
with the hopes, ambitions and problems 
of your readers. 


3. FEATURING LOCAL NEWS 

There are scores of examples of “local 
news” advertising for banks, and reports 
are that it is invariably successful. 
Newspaper men will tell you that the 
public likes most to read about events 
or experiences in which they had a share. 
Here is an instance in point. The 
Wachovia Bank and Trust Company, 
Winston-Salem, N. C., recently, on the 
occasion of turning on the city’s new 
lighting system for the business district, 
ran an advertisement entitled, “Let Your 
Savings Account be Your ‘White Way’.” 
It is estimated that 30,000 people 
thronged the district for the event and 
the bank was well satisfied with the re- 
sults of the appeal. To buttress locel 
news, state and national news can be 
used with good effect. 


4. THE USE OF EFFECTIVE 
ILLUSTRATIONS 

One of the big poster advertising com- 
panies feature the phrase “A Good Pic- 
ture is Worth a Million Words.” Ob- 
viously for a good picture tells a million 
words. 

Illustrations have the double value of 
attracting attention and driving home 
your story. One can use pictures of 
the bank building, of interior views of 
the bank, of officers of the bank, or pic- 
tures that illustrate some point of the 
story. 

Pictures have a universal appeal. 
They speak every language and the use 
of pictures with bank advertising copy 
unquestionably lends it a quality that 
cannot be secured by type alone. 
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In addition to the illustrations of the 
type mentioned, the use of charts, dia- 
grams and tables also have the effect 
of illustrations and make appealing 
copy: 

5. BOOSTING THE COMMUNITY 

AND LOCAL INTERESTS 

Many banks have found it particu- 
larly valuable to use their advertising 
space to boost the community or certain 
local interests within the community. 
Banks that develop and feature farmers’ 
clubs,. boys’ clubs, that boost now one 
firm or industry within their territory 
and now another, that introduce blooded 
livestock into their communities, that 
advertise school savings systems and so 
on, of which there are many examples, 
all fall under this classification. 

The good sense back of this plan is 
evident from the fact that a bank ean 
grow only as its community grows. It 
is also obvious that the community will 
take a lively interest in such advertising 


6. USING REAL ARGUMENTS 

It takes gray matter to write good 
bank advertising. A phrase the writer 
has often heard among advertising men 
is that you have to “sweat blood” to 
write good advertising. This may be the 
reason for a good deal of the trite ad- 
vertising copy observed in the newspa- 
pers and indeed indirect advertising 
matter. Not enough red blood is put. 
into it. 

Before a bank is justified in claiming 
the attention of the public, it must have 
something worth while to say and if it 
is attempting to convince the public of 
the value of opening a savings account 
or dealing with other departments of 
the bank, then the arguments used must 
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The majority of the deposits of National 
are payable on demand and they can no’ 
take to pay their deposits on demand 
loan these deposits for indefinite periods 






For the banks to make loans to ru 
suited the convenience of borrowers to 
would put an end to the banking bi 
cause nobody would deposit any funds 
conditions. 








The funds of National Banks m 
for a specific length of time and und 
which insure liquidation at maturi 


affiliated with 
Citizens Bank for Savings. 


Combined resources over $1,000,000.00 





First National Bank of Corona 





* bank - 
re 2nd ¢ by ¢ - 
Of bis obliga ee™PCneae 
















This series of newspaper advertisements illustrates the method used by a California bank 
in educating its community to the importance of banking service. The advertisements are 
aimed to educate the people on the elemental function of banking and, as such, make for a 


greater degree of confidence. 


be real arguments that will carry convie- 
tion to every reader. 

If saving is worth while, there must 
be some reason why it is so. Let that 
rea$on find its way into your advertising 
copy. If a commercial account is of 
value to a business man or to a farmer, 
or if customers should patronize the trust 
or the bond departments, there are doubt- 
less many reasons why. These reasons 





If the farmer is to get the most productive results out of his labor, it is essential for him 
ow something about cardinal business principles. Here we have a few pages taken from 


an account book recently distributed by a bank for the purpose of enlightening the farmer 


on the source of distribution of his revenue. 


also should find their way into the ad- 
vertising. 
7. SERVICE COPY 

By “service copy” we intend here to 
convey the thought that advertising is 
more effective when it gives information 
or facts of real use to the public. Often 
this form of copy appears in booklets, 
folders or house organs rather than in 
newspaper display advertising. 

-When a bank publishes a farmer’s 
booklet that simplifies accounting or when 
a budget system is offered to house- 
holders or when the public is educated 
to the value of banking service, and 
the ways by which they can make greater 
use of their bank, we have examples of 
what is meant by “service copy.” 

Not all advertisements, perhaps, can 
utilize these seven different suggestions 
for making advertising copy more ef- 
fective: But by varying copy and by 
varying the mediums by which the ad- 
vertising story is carried to the reader, 
you will find abundant opportunity to 
feature now one point and now another 
and in so doing, you will increase the 
pulling power and the value of your 
advertising. 

DO YOUR BLOTTERS TALK 
BUSINESS? 

When you order blotters, do you tell 
the printer to “run off a thousand” or 
do you think of the blotter as a splendid 
opportunity for advertising? 

The writer knows of one specific in- 
stance where blotter advertising made 
(Continued on page 64) 
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HELPING THE EXAMINERS TO 









SAFEGUARD YOUR BANK 


Sometimes it is necessary for the authorities 
to rule with an iron hand, especially where 
a cashier is not disposed to follow instructions 





[ DESIRE to express to you my sincere 
thanks for the honor conferred in the 
invitation to speak to you as the rep- 
resentative of the National Association 
of Bank Supervisors of the United 
States.* It was my pleasure to address 
that association at Philadelphia in 
August last, somewhat upon a similar 
line as the present topic, and I shall in 
a great measure follow the points to 
which attention was directed in that ad- 
dress. I feel very thankful to Myr. 
Allen, the deputy manager, for’ his 
kindly warning conveyed in his com- 
plimentary references to myself iv his 
letter to Mr. Sims, the secretary of our 
association, in which he suggested that I 
would be very careful and not speak too 
long. I certainly appreciate his thoughit- 
fulness and kind consideration for you, 
ventlemen, because I am sure he did not 
want you to be in the same situation as 
the boy who attended the Hardshell 
meeting. It was held at a country church 
and the only seats to be occupied were 
those made of logs with holes bored in 
them for the legs and with no backs 
thereto. This boy sat on one of these 
puncheon Seats while the good old 
preacher discoursed for about an hour 
and thirty minutes upon the doctrines of 
predestination, foreordination, etc. At 
the close of his lengthy sermon this boy 
was pretty well worn out and still the 
meeting went on. A good old brother 
was called upon to exhort for a while 
and he occupied about thirty minutes 
with this part of the services. At the 
close of his address another good old 
brother was called upon to lead in prayer 
and he spent fifteen minutes beseeching 
the Lord for the congregation, while this 
boy was worn out beyond endurance. 
At the close of his prayer the old man 
exclaimed with an air of pious unction: 
“Oh, Lord, may we all soon go to the 
place where congregations ne’er break 
up and sermons never end.” This boy 
darted out the door and as he passed 
through he exclaimed, “To hell for me.” 
At the close of my address I sincerely 
hope that none of you bankers will give 
forth a similar exclamation. 


The importance of efficient supervision 
of a bank is almost a self-evident prop- 
osition, but you will note that I placed 
the emphasis on the word “efficient” be- 
eause supervision that is not efficient is 


*This interesting address on a_ subject of 
growing interest and importance was given be 
fore the State Bank Division at the recent Los 
Angeles meeting 





By L. E. THOMAS 


Examiner of Banks, State of Louisiana 


worse than none at all, for the reason 
that it leads the bank officials to neglect 
ot duty and causes the public to think 
they have full protection by reason of 


supervision when they have none. The 
main purpose of all supervision is to 
secure obedience to the laws enacted for 
the protection of the publie and to pre- 
vent bank failures or keep banks from 
closing up. 

We do not wish them to be in the 
situation of the Irishman who came to 
this country from old Erin and who had 
never had the privilege of seeing a per- 
simmon. On one oceasion he was out in 
a field with Mike and he came upon a 
persimmon tree—it was during the 
month of September when the fruit was 
ripening. Pat asked Mike what these 
were and he said they were beautiful red 
apples, so Pat suggested to Mike to 
climb the tree and shake some down, 
which he did. Pat picked up one that 
was a beautiful pink color but only 
about half ripe, and after biting into 
it he exclaimed: “Oh, Mike, come down 
quick if you ever want to hear me talk 
any more, because I am closing up.” 

We do not want to see any of our 
banks elose up and for that reason the 
various state governments, as well as 
the national government, undertake to 
supervise the business of our banking 
institutions to prevent just such catas- 
trophes. I do not wish to pose as an 
expert on bank supervision, but I assure 
you it affords me a great deal of pleasure 
to outline to you my views concerning 
this all-important work. 

Some people who are conducting banks 
do not want any supervision and con- 
sider themselves better bankers than the 
commissioner. Others do not want it 
because they prefer to make investments 
and loans of a speculative nature and 
do things that they know the commis- 
sioner would not approve because they 
violate the law and endanger the safety 
of the bank. Supervision is essentially 
necessary, because, if a bank was con- 
fined in its operations to its own capital, 
its earnings would be very small indeed. 
The fact that the public at large deposit 
their funds in our banks is the very rea- 
son why they are entitled to have a suit- 
able official supervise the bank and see 
that the laws which are enacted for their 
protection are duly observed. 


The position of supervisor is a very 
difficult one at best and he has many 
troubles confronting him at all times. 





Unless we can secure the active e@ 
operation of the officers and directors 
of a bank, supervision is especially dif- 
ficult. To secure good results it js 
essentially necessary that the supervisor 
should at all times take the officers and 
board of directors into his full conf- 
dence. He should get out a letter of 
encouragement to them occasionally and 
emphasize the responsibility of their 
position and the duty they owe to the 
public. Bringing this duty home to them 
cannot be emphasized too often. If we 
can secure their earnest co-operation the 
burden will be much lighter, so that I 
consider that to be one of the first es- 
sentials in efficient bank supervision. 


During the past two years I think 
there have been issued by my office at 
least five or six special letters addressed 
to the banks calling their attention to 
some of the dangers with which they 


_ were threatened during the process 0! 


reorganization covering that period of 
time. Under the laws of our state the 
directors are required to examine the 
bank’s affairs twice a year and make 
a full report thereon under oath. | 
have had provided special blanks for 
them to use covering this examination 
because too often the same is done only 
in a perfunctory manner, and at the 
close of the examination the directors 
know very little about the real econdi- 
tion of the institution itself. 


In the next place ‘I. consider it 
very important that the bank com- 
missioner should carefully review each 
examination made by his subordi- 
nates and address a letter to the presi 
dent of the bank examined, giving § 
careful review and impartial criticism 
of the condition of the bank. This 
should be done impartially and without 
any captiousness, but with a spirit of 
frankness and cordial good will that will 
show the officers that the official only de- 
sires to be of help to them and not 4 
hindrance. I have made it a rule that 
if I write a letter to the cashier a copy 
of the same is sent to the president of 
the bank, otherwise the cashier may 
place it in the letter files and the board 
of directors never know that such a com- 
munication has been received. All such 
letters, of course, should be written ip 
the most courteous manner, but a firm 
stand should be taken against any and 
all violations of the banking laws. 
Growling and snarling provokes ill feel- 
ing and gets the commissioner in bad 
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with the banks under his supervision. 
An effort at all times should be made 
to make the officials feel and realize 
that the commissioner has no other in- 
terest at stake except the general wel- 
fare of the bank and the protection of 
the public. 

It is expected, of course, that the com- 
missioner will call attention to all things 
that should be remedied, many of which 
may not entail an actual violation of 
the law, but at the same time will be 
helpful to the bank. For example, the 
supervisor might mention the fact that 
ponds of the officials and employes were 
not sufficient to protect the bank con- 
sidering its volume of business, He 
might direct attention to the large 
amount of the past due paper that is 
being carried and not properly renewed. 
He might direct the officers’ notice to 
the fact that collateral was not listed on 
the back of the note, and that many 
notes were being renewed by simply 
accepting a payment of interest and ex- 
tending the same, whereas a new note 
should be taken in every instance if 
possible. He might direct the attention 
of the officers to the heavy expense ac- 
count carried by the bank as well as the 
interest it is paying on deposits if ex- 
cessive, and likewise refer to the lack 
of cleanliness and neatness of the books 
of the bank, as well as the bank premises. 
All of these matters will show that the 
supervisor is vitally interested in the 
institution and knows its condition. 

In truth, the commissioner should 
have at his fingers’ ends the general con- 
dition of every bank in the state that is 
under his supervision, and be ready to 
counsel and advise with its officers just 
the same as if he were one of them. J] 
know from personal experience that 
when a banking institution is about to 
fail to sympathize with its officers and 
worry over its condition the same as 
though the bank was under my own 
direct control and management. 

Sometimes, of course, it is necessary to 
rule with an iron hand where you find 
a cashier not disposed to comply with 
the instructions given, but who recon- 
siders the bank as his own property and 
desires to run it as he pleases. Such 
cashiers have to be notified where to 
head in. There are a few instances of 
this kind which are generally caused by 
their inexperience or a swelled head. 
Of course it is necessary at all times to 
insist on a strict compliance with the 
laws made for the protection of the pub- 
lie. The public is represented through 
the banking department and the officers 
of the banks should co-operate with 
this department- and do everything pos- 
sible to assist them in establishing the 
true condition of their institutions. 
Hiding things from the supervisor or 
from the examiner completely destroys 
confidence when the same is discovered, 
and likewise causes the examiner to dis- 
believe any statement that might be 
made to him by the officers or employes. 





MRS. WILLIAM LAIMBEER 


One of the many women of New York society who have entered business, but one of the few 
who have taken up banking, sails for Europe on the “La 


ure and recreation. 
Nathalie Laimbeer. Mrs. Laimbee 


Mortgage and Trust Company. Followin: 


pland’’ to combine business with pleas- 


She will be accompanied by her two daughters, the Misses Josephine and 
r is connected with the main office of the United States 
her recovery from an automobile accident several 


ears ago, in which her husband lost his life and in which she received painful injuries, Mrs. 
imbeer started a fruit-canning and jam-making business which prospered; later going into 
the banking line, in which she has reached a prosperous position. 


The supervisor should insist on the 
reserve required by law being well main- 
tained and that the laws be not violated 
in regard to excessive loans, paying out 
dividends when there is much past due 
paper and other matters of a like char- 
acter that vitally affect the welfare of 
the bank. The superyisor must be in- 
sistent on his instructions being complied 
with, but at the same time he should 
be reasonabie in his requirements. 

I agree with the supervisor from 
Missouri that the “one man bank” sys- 
tem must go and that officers and di- 
rectors must direct. The very fact that 
this has not been done has led to most 
of the bank failures of which I have 
any knowledge because I believe that 


many of the shortages that have taken | 


place in banks under my supervision 


. 
have resulted on account of a lack of 
attention being given to the bank by 
the other officials and directors. A su- 
pervisor should insist that the directors 
meet regularly as provided in the by- 
laws, and that they pass upon and 
approve all loans of any importance, 
and that when they make their semi- 
annual examination themselves it should 
be done without previous notice to the 
officers or employes, at which time all 
the loans and collateral therefor, as well 
as all investments, should be carefully 
examined both as to correctness of 
amount as well as to value. The said 
directors should likewise have their in- 
dividual accounts of any size duly veri- 
fied, and especially is this applicable to 
the small country bank. 
(Continued on paye 116) 





Tk aT Te Saree 


<= 1600) =e? 


es 
e 
Ld 
e 
e 
e 
Vd 
A 


yy a YY a I ee rT ea) 


" ri 3 
esr Yr a I ee . 
BESASBASSS BESSESSSSOS BESSSSSASS S SB SB SE BESS 


SABABESAAASAL 


BLA 


RESEEEEEEEEEIES 


Ln Lk elk DO a A i Ok i sk Sk 


BANKERS MONTHLY for NOVEMBER, 192) 


By PHILIP J. LAWLER 
Manager, School Savings Dept., Bank of Italy 


Fear the proper training of a child is of im- 

measurable importance, is absolutely unques- 
tionable. It is also recognized as fundamental that 
the family is the chief agency for the maintenance, 
protection and education of the child and as such its 
work should be supplemented but never superseded. 
The school is essentially an institution for pro- 
viding necessary environment for the child, the re- 
action to which will give him experiences that will 
be serviceable in later life, for ‘‘experience is the 
best teacher’’. The application of this axiom under 
proper influence will surely help to equip a child for 
independence. 

The function of education is not only to train the 
mind, but also to desseminate amongst children the 
most important. knowledge that has been collected. 
If in the distribution of this, the child misses one 
important link, the effect’ may prejudice his sub- 
sequent career. Who will question the importance 
of thrift as a link in education, or the inculeation of 
the habit of saving under intelligent auspices? But 
the savings habit can be acquired only by actual 
practice rather than by theory. The school, therefore, 
should provide the means whereby this economic 
reform may be brought about by inviting a savings 
specialist, the banker to supervise this particular 
activity; for education, like industry, has reached 


a stage of very elaborate specialization. 
* * * * 


7 great majority of children know nothing about 

money except to spend it for the sake of satisfying 
a momentary caprice, which unless checked, fre- 
quently leads to improvidence, one of the greatest 
evils of the age. A logical method for imparting 
thrift in this country, must have its inception in the 
school room, just as it had in certain European 
countries, where the well-known thrifty habits of the 
people are thought by many to have been instilled by 
the school teacher. Verily, ‘‘the people perish for 
lack of vision’’. To help supply this deficiency in 
foresight, should be one of the objects of the school 
savings system, for in after years a fuller practical 
acquaintance with this subject may serve the man of 
tomorrow as a bridge between poverty and abun- 
dance, or between what are often the direct results 
of these: misery and happiness, thereby attesting to 
what Washington maintained that ‘‘Economy makes 
happy homes and sound nations.’’ 

In the propagation of practical thrift and savings 
habits, the banker’s continued assistance is indis- 
pensable and therefore the success of a savings 
system in any school depends on his active co-opera- 
tion, for no matter how deeply imbued a teacher 
may be with the importance of this work, unless the 
banker assists and calls at a school with unerring 
regularity, all attempts to keep alive interest will 
be of no avail. 

In the operation of the school savings system of the 
Bank of Italy throughout the State of California, 
its representatives travel 1250 miles every week, in 
the course of which over 300 schools are visited that 
have an enrollment of 80,000 children. Of this num- 
ber 27,500 boys and girls have on deposit at this 
time $850,000. This is the result of ten years of 
endeavor, for it was in 1911 that the first school 
savings account was opened in our bank, when A. P. 


Giannini, our president, said to us, ‘‘ Let the policy 
of the school savings department of the Bank of 
Italy be—Consider the child’s welfare first.’’ We 
have adhered unswervingly to that policy in the past 
decade, thereby inspiring the confidence of children 
and teachers. The result speaks for itself. 
* * * * 

big operation of our school savings system is 

extremely simple. Once a week, children are en- 
couraged to bring to school such amount as they de- 
sire to save from one penny upward; for every cent 
brought to school, they receive a little stamp, which 
is pasted on a card. When this card, or folder, as it 
is called, has been filled the child has saved 50c, 
which is then accepted as a deposit. A number of 
school savings plans, differing in detail, are in vogue 
throughout the United States, but we unhesitatingly 
recommend the stamp method for use in large com- 
munities as being the simplest to operate and the 
most efficacious. In smaller settlements, savings plans 
may be devised for meeting certain conditions, but 
in every place where a school and a bank flourish, a 
savings system is not only practicable, but an eco- 
nomic necessity. In this connection, we remember 
having once said before the Financial Advertisers’ 
Association that millions are being spent annually in 
research work to discover ways of alleviating physical 
suffering and that while school savings cannot be 
classed as a discovéry, as an idea, it has in it the 
means whereby it will, if carefully directed, be a boon 
to humanity, second in importance to no other move- 
ment for the amelioration of mental suffering, super- 
induced so often by poverty, or the fear of it. 

* * * * 


PROMINENT New York banker insists that the 

school savings system has more than justified 
its existence. He says, however, it is a system which 
for its success, demands especially at the outset 
sympathy, tact, patience and skillful handling. It 
is not as lucrative ag many other fields of banking 
activity, but the banks that engage in it are rendering 
services to the nation, the vs.lue of which can hardly 
be over-estimated. 

Nor are the services to be reckoned up wholly in 
terms of economics. The steadiness, the industry, the 
sobriety, the respect for property, which are fostered 
among thrifty and frugal people are political virtues 
that make for stability and permanence of government. 

To achieve these results, we cannot be indifferent 
to the rising generation. If we wait to deal only 
with the adult, we wait to deal with a man whose 
character and habits are formed. As a result, we 
find too late that we can deal only with a small 
fraction of those with whom we might have dealt. 

It is a cardinal principle of modern business to 
create a demand as well as to supply it. To create 
a demand for banks, we must begin with the children, 
and in creating this demand, we have created some- 
thing higher, a something of which the demand is 
only the outward manifestation. 

Who knows but the providential living and frugal 
habits that will be encouraged through the school 
savings system may yet play a most important part 
in combating our country’s insidious foes, more 
deadly by far than those who fight in the open. The 


banker, therefore, has a tremendous responsibility in- 


this matter that must not be ignored, for if you help 
to save the child, you assist in saving society. 
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This 
is your only visible and positive 


Proof 


of 


Protection 


Against Fraudulent 
_Alteration of Your Checks 
It costs you NOTHING to avoid all dan- 


ger of crooks changing your checks. It costs 
you NOTHING to avoid all risk. It costs 
you NOTHING to be positively protected 
against a very real danger that some of your 
depositors’ bank accounts may be wiped 


“a : re LOOK FOR THE EAGLE DESIGN 

out by a clever ‘‘check raiser. ON — ee 

° . Protect individua ie 

Why should you take ANY risk when such posi- American Guaranty Company. These 
tive protection is yours without added cost ? 


checks are the safest you can use. 
Why use uninsured checks and take chances when 
$1000 of free insurance is available for you and 
each of your depositors ? 
Why be uncertain ? 


Why not be positively safeguarded > 


Thousands of good bankers are now providing their cus- 
tomers with the visible proof of check safety—these indi- 
vidual $1000 bonds definitely protecting all Super-Safety 
INSURED Bank Checks. Order them at once and enjoy 
POSITIVE protection and your depositors’ greater confidence. 


$1,000.00 of check insurance 

against fraudulent alterations, 
issued without charge 

covers each user against loss. 


The Bankers Supply Company 


The Largest Manufacturers of Bank Checks in the World 
NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES SAN FRANCISCO 
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HOW ALAMEDA 





HAS 


EDUCATED CHILDREN 


Sixty-five per cent of the children ina Cal- 
ifornia city are regular depositors in a sim- 
ple savings system operated in the schools 


By C. J. DU FOUR 
Superintendent of Schools, Alameda, Cal. 


HE Alameda plan of school savings 
has been successful because in the 
first place it is simply operated, and in 
the second place because it is co-ordi- 
nated with other legitimate educational 
activities, in which the element of pride 
and loyalty play no inconsiderable part. 
Briefly described, the Alameda plan 
includes a headquarters bank which is 
in reality a collection department acting 
under the authority of two of the city 
savings banks. 

This headquarters bank is located in 
the high school. Its working force con- 
sists of a member of the faculty of the 
commercial department, a student cash- 
ier, two assistant cashiers, a force of 
student tellers drawn from the junior 
and senior classes, and a clerical force 
consisting of students registered in book- 
keeping and accounting, and who are re- 
quired to include the banking experience 
as a definite part of their training. 


On stated days the student tellers 
are required to report at the several 
elementary schools, where they receive 
the savings of the elementary school chil- 
dren, after counting and checking the 
money with the teachers’ summary sheets 
and the children’s deposit tags. Prior 
to leaving the elementary school build- 
ings, the individual deposits are relisted 
on the principals’ summarizing sheets, a 
carbon copy checked by the student 
tellers. being left with the principal of 
each school. 

The student tellers return to the high 
school, and their accounts are checked 
by the assistant cashiers, who then under 
the general direction of the faculty mem- 
ber, apportion the deposit tags among 
the student clerks, who enter deposits 
and extend balances on duplicate ledger 
cards, one complete set of which when 
checked is deposited, together with the 
aggregate amount, with the city savings 
bank selected by the parents of the de- 
positing children. So that at the close 
of the day if anything should happen to 
the high school building and its records 
should be destroyed, the city banks have 
a complete record of every individual 
account, together with the cash for the 
same in their possession. 

The Alameda plan was inaugurated in 
1914, and as each step was taken or 
improvement made, the office of the 
state superintendent of banks was con- 
sulted and its recommendations rigidly 
enforced. All matters of procedure, the 


assumption of liability by resolution of 
the boards of directors of the city banks, 
acknowledged by the board of education, 
and the daily filing of the individual ac- 
counts, are the direct results of personal 
confererfces with the representatives of 
the state superintendent of banks. 

Many devices are used to stimulate 
and maintain interest in thrift. In ad- 
dition, every Saturday night the local 
newspaper publishes a school bank state- 
ment for the week just passed, in which 
each school is credited with its aggre- 
gate savings, its number of depositors 
for the week, and the percentage of 
this number on the average attendance. 
The school heading the list is the school 
showing the highest percentage of sav- 
ers. This statement is prepared by the 
student cashier at the headquarters bank, 
with the assistance of the faculty mem- 
ber in charge. 

It will be readily seen that the Ala- 
meda plan differs essentially from bank 
plans where a single bank is granted the 
privilege of sending its solicitors and 
clerks to the school houses and there 
collecting the children’s money, giving 
them in exchange stamps or pass book 
acknowledgments. Both systems have 
their strong points and both are work- 
able. It is my belief, however, that 
where a school system is thoroughly 
organized, and where the high school is 
equipped to teach practical commercial 
work, a plan such as the Alameda plan 
may be found to have a greater number 
of educational units of value. 

The Alameda High School gives credit 
toward graduation to all students regis- 
tering for thrift, and who comply with 
the following conditions: (1) To keep 
an accurate and acceptable account of 
all receipts and disbursements during 
the term. (2) To deposit regularly in 
the savings system. (3) To have on de- 
posit at the end of the term at least ten 
per cent of the total receipts. (4) To 
prepare a satisfactory essay on some 
practical thrift subject. While the 
credit given is small, it is sufficient to 
keep a considerable percentage of the 
high school students in the ranks of 
the active savers. 

The test of any system is a statement 
of its results. At the present time sixty- 
five per cent of the total enrollment of 
the school children of Alameda are active 
depositors, and the weekly percentage 
of investors ranges from thirty-five to 
forty-five. 





THE HUMAN SIDE OF 
SCHOOL SAVINGS 


By META E. MOHR 


E sometimes think of school sav- 

ings in terms of dollars and cents, 
balances and expense accounts. Those 
things are essential and necessary and 
must receive first consideration; but 
they occupy only a corner in the large 
field which to a great extent is unex- 
plored. 

There are other sides much more ap- 
pealing. I refer here only to one, the 
human side, which brings us into contact 
with the life and interests of others, 
and which gives us broad opportunity 
for service. 

There is a constant effort on the part 
of many to dispel the old idea that the 
bank is a cold and heartless thing, the 
banker merely a custodian of gold. In 
this fight for better understanding, 
school savings holds a place in the first 
rank—for it is through the child that 
we enter the home and the community. 
With the friendship and confidence of 
the child gained, there is a foundation 
to build on, with the result of mutual 
benefit and service. 

Two instances will illustrate my point:- 
One day not long ago, a small boy, in 
ragged raiment, came to the bank after 
the closing hour and asked for the “Bank 
Lady.” He wished to withdraw fifty 
cents from his four dollar and a half 
bank account, in order to help pay for 
a pair of shoes. The shoes could be 
bought for four dollars if they were 
purchased that day. The father, out 
of work, had managed to save $3.20 and 
with Joe’s fifty cents and thirty cents 


to be brought home from newspaper .- 


sales, the shoes became a reality. Joe 
knew he had a friend in the bank to 
whom he could turn. ; 

- There is a larger service—a commn- 
nity service—which is worth thinking 
about. I once visited a school where the 
banking was excellent, although the 
children seemed poor and neglected. 
Many were objects of public charity— 
and when, at the suggestion of the nurse, 
a list of charity cases was examined, 
we found that many of them had grow- 
ing bank accounts and were hiding under 
the cloak of poverty. Right here was 
the time to start a campaign against the 
wrong and for the right kind of saving. 
We did that with great success and ever 
since we have received the loyal support 
of those who are working toward better 
citizenship and democracy in that com- 
munity. 

I firmly believe that school banking is 
but an entering wedge into a field of 
unlimited opportunity. 

The Farmers and Merchants Savings 
Bank established its school savings de- 
partment in 1909 at the request of the 
school board. It was a pioneering piece 
of work and few had faith in the un- 
dertaking. There have been many fol- 
(Continued on page 126) 
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MR. HUGHITT’S STRIKING LETTER 
ON THE RAILROAD SITUATION 


In a simple but powerful answer to a railroad 
conductor, the Chairman of the Board of the North 


Western 


HE following public letter from 

Marvin Hughitt, chairman of the 
board of the Northwestern Railway 
Company is the most cogent bit of com- 
mon sense yet uttered on the railroad sit- 
uation.* Mr. Hughitt’s letter was in 
response to a letter that appeared in a 
Chicago newspaper from a Northwestern 
conductor, hereto appended: 
To Conductor “R”: 

[ read with great interest your letter 
published October 18th in the “Post.” 
[ regret that you did not sign your name 
in full so that I might address you per- 
sonally. 

I notice you say that you are one of 
the old-timers; that you have worked 
for the railroad for over a quarter of a 
century. I, too, have spent almost my 
entire business career on the North 
Western. Next April I will have fin- 
ished a half century of uninterrupted 
service. During all this period of time 
I have felt that a spirit of comradeship 
existed between the North Western em- 
ployes and the executive officers and 
have exerted every effort, consistent with 
my duties to the property, in the interest 
of the employes and in an effort to 
properly discharge the transportation 
obligations te the shipping public. 

It is with a mingled feeling of re- 
gret and sadness that I now learn that 
the North Western Railway is to be in 
the first zone of attack in an effort to 
cripple and, if possible, break down and 
destroy the system. And may I ask 
what for? Why is this attack made 
against the North Western? Do the 
employes have some present dispute 
with the management? Have you been 
to the President, the Vice-President, and 
the General Manager in an effort to 
settle your grievances? What is the 
dispute? 

The leaders of your brotherhoods say 
you are striking against the wage award 
effective July 1, 1921. But your rep- 
resentatives participated in the hearing 
before the Labor Board, offered their 
evidence, submitted their arguments, 
and after full and complete hearing the 
Labor Board, an instrumentality of the 
Federal Government, in accordance with 
the law of Congress, made a decision 
regarding wages. And this railroad has 
complied with that decision. 


In your letter you say you are willing 
to take the cut of July lst, but that 
you cannot take another one until the 
eost of living has been reduced. Your 


*These letters were published in Chicago a 
few days after the railroad employes gave no- 
tice of a strike 


defends the 


position 
officers have not asked you to take an- 
other cut at this time. We have not 
yet started negotiations with you upon 
this subject, and you have not met with 
your executive officers for the purpose 
of discussing any such question, as the 





of the railroads 


States Labor Board. In his closing ar. 
gument at that time our Mr. Sargent 
stated that it was the purpose of this 
Company to obey the decisions of the 
Labor Board, and to strictly observe the 
law to the minutest detail at all times 


MARVIN HUGHITT, Sr. 
Chairman of the Board, Chicago & North Western Railway Co. 


law requires even before any applica- 
tion is made to the Labor Board, and 
yet you propose to strike in response to 
a call which bases the strike upon the 
wage cut with which you say you are 
satisfied. 

If you have fear of a further reduction 
in wages, then permit me to call your at- 
tention to the record which the North 
Western Company made at the last hear- 
ing on this subject before the United 


and under all circumstances. That 
statement had my full: approval and 
still stands as the policy of this Com- 
pany. 

There has been no intention of reduc: 
ing wages further without first confer- 
ring with you and our other employes 
in the manner as pointed out by the act 
of Congress. If in these negotiations 
we cannot reach an amicable and 

(Continued on page 128) 
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A. B. A. SHOWS A GRATIFYING 
GAIN IN MEMBERSHIP 


More than 1,300 new members enroll- 
ed during the year. New schedule of 
dues to meet increased cost of operation 


By G. E. BOWERMAN 


Executive Manager, American Bankers Association 


RESIDENT DRUM’S economic sur- 
vey, prepared in April, was an 
unusually interesting feature of the 
year’s work, and a valuable and timely 
contribution to current thought, as it 
presented to the public in a clear and 
understandable way the actual status 
of financial, commercial, industrial and 
agricultural conditions as they existed 
throughout the country. 

The general public interest taken in 
the survey was evidenced by the unusual 
amount of publicity given, and the large 
number of requests which came to the 
office for copies. 

The educational campaign, inaugu- 
rated by the committee on public educa- 
tion, of which Mr. John H. Puelicher is 
chairman, has attracted almost universal 
attention. 

The principal educational purpose of 
the campaign is to take the “mystery” 
out of banking, and to make clear the 
functions, necessities and usefulness of 
banks and banking, and to direct public 
thought into correct channels of think- 
ing, so far as the subject matter is 
concerned. 

It is, in fact, to be a plain tale of just 
what a bank is, what part it plays in the 
economic and community life of the 
country, the general plan of things com- 
mercial, and to show how necessary and 
useful it is to the individual. 

There is not only great need for edu- 
eational work of this character, but it 
is a duty that we owe the people in the 
interest of better citizenship. 


Edueators everywhere to whom the 
plan has been submitted, unanimously 
agree that there is a decided need for 
more comprehensive instruction of this 
character than has ever before been 
given. 

Divisions and Sections 

All divisions and sections of the asso- 
ciation have had an unusually busy year, 
and accomplished much for the different 
classes of banking which they represent. 

They are working together in a spirit 
of harmony and mutual helpfulness, 
which has contributed to the success of 
each. 

A detail of their work for the past 
twelve months will be found in their 
several annual reports, which are in 
printed form and ready for distribution. 


Financial 


The financial transactions for the asso- 
ciation year are given in detail in the 
report of the treasurer, and an itemized 


account of the expenditures against each 
appropriation appears in printed form, 
accompanying this report. 


New Schedule of Dues 

As in all other business organizations, 
whether public or private, the past few 
years have shown an increased cost of 
maintenance and operation, and _ this 
association is no exception to the rule. 
Rents, supplies, salaries, printing and 
all items of general expense have un- 
avoidably kept step with the trend of 
the times. As our activities multiplied 
and the field of our work broadened, in 
like proportion was the total amount of 


our annual cost increased. This is es- 
pecially true of our protective depart- 
ment, through which we spent this year 
over $110,000 in investigating crimes 
against banks. This has resulted in the 
arrest since September 1, 1920, of 607 
criminal operators against banks. 

The report at the present time stands 
as follows: 


Total cases not disposed of prior to Sept. 
1, 1920 


GUY E. BOWERMAN 
Executive manager of the Ame-ican Bankers’ Association 
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NEW OFFICERS OF THE A. 


THOMAS B. McADAMS 





J. H. PUELICHER 











W. W. HEAD 


Mr. McAdams, vice-president, Merchants’ National Bank, Richmond, Va., is the new president; Mr. Puelicher, president, Marshall and Ilsley 
Bank, Milwaukee, is the new first vice-president; Mr. Head, president, Omaha National Bank, is second vice-president. 


* * * 


The present wave of crime is some- 
thing unprecedented in the criminal his- 
tory of this country, and it seems as 
though the professionally criminal oper- 
ations against banks is also something 
without precedent in our past history. 

We were confronted with a situation, 
the necessity of which required adjust- 
ment in the direction of increasing our 
income, as our only alternative is to dis- 
continue some activity of the association 
which, in my opinion, should not be se- 
riously considered, as I believe quite to 
the contrary, we should intensify our 
efforts to give greater and better service 
to our members. 

For years the association has taken 
the high moral stand that criminal oper- 
ations of any character against banks 
should be investigated, and the perpe- 
trator punished wherever and whenever 
possible, without regard to the amount 
involved, or the cost to the association. 

To do less now would, in my opinion, 
be an acknowledgement of defeat, a 
lowering of our standard of service, offer 
encouragement to the criminal class and 
lessen, if not destroy, the confidence of 
the members in our ability to be useful 
to them. 

IT believe that in the stress of cir- 
cumstances, such as the increase in crime 
confronted us with, that we should re- 
double our efforts not only to reassure 
our members, but make the name of 
the American Bankers Association a 
terror to evil-doers. 


* * * 


In addition to our desire to intensify 
the work of our protective department, 
there were other reasons which justify 
the increase. For the past seventeen 
years the dues of members, having a 
capital and surplus of less than $100,000 
have not been increased, but our serv- 
ices to members have been materially 
improved by the addition of many valu- 
able features. In fact, some of those 
of greatest consequence or most bene- 
ficial to our members have been added 
since 1904, such as our Cipher Code, 
Legal Department, Journal of the Asso- 
ciation, American Institute of Banking, 
State Secretaries Section, National Bank 
Division, Agricultural Commission and 
State Bank Division. 

Additional funds are also needed to 
carry on the work of the différent divi- 
sions and sections, each one of which is 
specializing in some particular feature 
of banking for the benefit of the mem- 
bers of the association. 

At the meeting of the executive coun- 
cil, held in May this year, the new 
schedule of dues was adopted, and notice 
of the same published in the May issue 
of the Journal of the Association, and 
again published in the August number. 

Membership 

When the new executive council con- 
venes for organization after the ad- 
journment of this convention, it will 
comprise 38 members in the one-year 
class, 45 in the two-year class, 38 in the 
three-year class, 5 at large, and 24 ex. 


* * * 


officio members, making 150 members, 
or an increase of 1 over last year owing 
to the increased membership in Mis- 
souri, the goal of 1,100 having been 
reached in that state. 

Analyzing the increase in membership 


‘by states, Missouri is first with 132 new 


members, a total of 1,104; Pennsylva- 
nia is second with 68 new members, a 
total of 1,230; Texas is third with 63 
new members, a total of 1,048; New 
York is fourth with 51 new members, a 
total of 1,250; California is fifth with 
47 new members, a total of 802; Ohio 
is sixth with 41 new members, a total of 
864; Wisconsin is seventh with 34 new 
members, a total of 625; Kentucky is 
eighth with 33 new members, a total of 
333; Oklahoma is ninth with 33 new 
members, a total of 996; Colorado is 
tenth with 31 new members, a total of 
362; then comes Virginia with 30 new 
members, a total of 380; and Michigan 
with 29 new members, a total of 636. 

Illinois again stands first in the mem 
bership of the association with 1,325; 
New York second with 1,250; Penn- 
sylvania third with 1,230; Iowa fourth 
with 1,219; Missouri fifth with 1,104: 
Texas sixth with 1,048; Kansas seventh 
with 1,015; Oklahoma eighth with 996; 
Minnesota ninth with 933; Ohio tenth 
with 864; Nebraska eleventh with 823: 
California twelfth with 802. 

It is gratifying to report that in Ok 
lahoma there is a 100 per cent member 

(Continued on page 48) 
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“The Lock Behind | 
The Lock’ 


This modern barricade 
consists of a heavy bar of 
steel 114x!'4 inches, the 
full height of the door. It 
resists sledging and lock- 
punching by barricading 
the lock and reinforcing the 
door. Write us for details. 


a Security, 


= castles were not lock-proof— 
AN tes were ram-proof. The principle 
which protected them provides security here. 
The heavy steel “Lock Behind the Lock” is 
the 20th century barricade whith makes 
present-day lock-punching a useless effort. 


Invincible Safe Deposit Boxes 


are now serving banks everywhere as an exceptional 
inducement to box renters. The safe deposit box is the 
only item of a bank’s equipment that is a profit earner. 
But to earn, it must serve—and serve loyally. Security 
iS paramount—the little steel giant is the answer. 
Invincible Safe Deposit Boxes are designed in uniform 


sections. With a minimum investment you can meet your grow- 
ing needs as they develop. Write today for the Invincible Book. 


Invincible Metal Furniture Co. 


Manitowoc, Wisconsin 
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WHAT CLEARING HOUSE 
FIGURES INDICATE 


Federal Reserve system will not accept 
figures as showing the tendencies of 
business and use of debits is suggested 


By RAY F. MeNALLY 


Vice-President, National Bank of Commerce, St. Louis 


LEARING house figures as a means 

of indicating business volume are 
not a true barometer of conditions, ac- 
cording to Ray F. MeNally, vice-presi- 
dent of the National Bank of Commerce 
in St. Louis. 

Mr. MeNally spoke before the Clear- 
ing House Section in behalf of the use 
of debits to individual accounts rather 
than clearing house figures, supporting 
his position with considerable data. 

He declared that the St. Louis Clear- 
ing House are favorable to the change 
and had made a survey of thirty of .the 
larger American cities, finding only two 
that had. any real objection to the 
change. 

“Clearing house figures used to be 
more truly indicative than now,” said 
Mr. MeNally. “When each city had nu- 
merous banks of about equal size, the 


clearings did give some idea of the 


volume of business. With the develop- 
ment of larger banks in each city, the 
institution, through the command of 
larger facilities, performs the service 
that formerly showed in the clearing 
house totals. 

“The volume of clearing house figures 
depends largely on the number of banks 
in a city. If the bulk of business in a 
tewn is handled by three large banks, 
there will be very few checks, relatively, 
that go through the clearing house, be- 
cause, if the payee and the payor de- 
posit in the same bank, the clearing 
house never hears of that check. 

“Another town nearby, doing actually 
less financial transactions, may have 
twenty or thirty small banks and no 
very large bank, in which event 90 per 
cent of the checks might go through the 
clearing house and the total clearings 
would then look as if the town is doing 
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Member 
Federal Reserve 


WE HAVE NOTICED— 


That correspondent banks appreciate a con- 
nection where the officers take a personal 
interest in their affairs and are always on 
the lookout for opportunities to serve, assist 
and co-operate. 


At the Northern our officers make it a point 
to become personally acquainted with your 
officers and your problems, and then go ahead 


and 
to-man basis. 


serve you on a personal, friendly, man- 


The NORTHERN 
TRUST CO.-Bank 


CHICAGO - ILLINOIS 


an enormous business, while, as a matter 
of fact, it might be doing 50 per cent 
ess. 

“This condition has become such that 
the Federal Reserve system itself wil] 
not accept clearing house figures for 
the purpose of showing business trend. 
The Federal system takes the debits to 
individual aceounts, which is a 
item in bank transactions. 

“Tf a check is issued, it is charged 
once to somebody and the total of these 
charges is a pretty good index of finan- 
cial transactions. 

“With the Federal Reserve already 
demanding these figures, it would not 
entail any additional work to secure and 
quote these figures instead of daily clear- 
ings.” 

At the end of his talk, Mr. MeNally 
offered a resolution putting the clearing 
house section on record in favor of the 
change to debits to individual accounts. 
Action on the resolution was temporarily 
deferred. 


fixed 


Potter President of Guaranty Trust 

W. C. Potter has been chosen presi- 
dent of the Guaranty Trust Company 
to succeed Charles H. Sabin, and Mr. 
Sabin was unanimously elected chair- 
man of the board. Two new directors 
were elected—Edward R. Stettinius and 
George Whitney, both of J. P. Morgan 
and Company. 

Mr. Potter was actively associated with 
the management of the Guaranty Trust 
Company for many years. He is thor- 
oughly familiar with its affairs, and as 
president his recognized capacity as an 
executive will have a wider field of 
activity. As chairman of the board, 
Mr. Sabin shall continue to devote his 


entire time to the management of the 
company. 


Organization of an industrial bank 
to be known as the Galveston Industrial 
Loan and Investment Company, Gal- 
veston, Texas, was recently effected. 
Jess Fry will be president of the bank 
and Ed Russell, treasurer. 


R. L. Treeco has been elected assistant 
secretary and treasurer of the Phoenix, 
Arizona, Savings Bank. 

C. F. Brobeil and his son have bought 
the controlling interest in the Farmers 
Savings Bank, Lytton, Iowa, of Frank 
Corey, F. A. Ayres and S. H. Drum. 


Bruce Shaw was elected president ot 
the Kineaid Trust & Savings Bank, Kin- 
eaid, Illinois, several weeks ago. 

“How’s this?” asked the lawyer. 
“You’ve named six bankers in your will 
to be pallbearers. Of course, it’s all 
right, but wouldn’t you rather choose 


- some friends with whom you are om 


better terms?” 

“No, Judge, that’s all right. Those 
fellows have carried me for so long 
they might as well finish the job.”—The 
American Legion Weekly. 
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CUT GOVERNMENT COSTS AND 






REDUCE TAXATION 


On the solution of these questions depends the 
commercial life and health of the nation—Im- 


HERE is no more important sub- 
ject before the American people 
than the reduction of government ex- 
penditures and taxation. On its proper 
and prompt solution by Congress depend 
the commercial life and health of the 
nation.. Do not forget that of these 
two reductions the more important, and 
the one absolutely necessary, is reduc- 
tion of government expenditures. That 
accomplished, reduction of taxation fol- 
lows as a matter of course. 

Congress is ignorantly or wilfully 
blind. That more than a small minor- 
ity could be ignorant of what the nation 
knows and wants is inconceivable. That, 
for political or other reasons a majority 
of Congress wilfully might sacrifice the 
best interests of the nation, is unfor- 
tunately highly conceivable. 

The Republican party sacredly is 
pledged to real reduction of government 
expenditures and government taxation. 
No halfway measure will satisfy that 
pledge. Let no member of Congress 
think that the nation is not fully aware 
that many of* his colleagues are hoping 
by delay and camouflage to obscure the 
main issue, deliberately to evade ful- 
fillment. 

Last ‘spring, when Congress convened, 
its members surely knew that the nation 
expected immediate action towards 
prompt and real reduction of govern- 
ment expenditure and government taxa- 
tion. We have had neither. Action was 
not prompt. Reduction is not real. 
Both the Senate Bill and the House Bill 
contain camouflage. Both Senate and 
House know that neither bill fulfills the 
sacred pledge of the Republican plat- 
form. 

While Congress delays, business per- 
ishes. Unless Congress act at once many 
men who otherwise would work will he 
idle this winter. Women and children 
will be cold and hungry. Unemploy- 
ment conferences will be futile. Until 
taxation be fixed no good business man 
dare plan for the future. Even when 
fixed, no banker who is fit to be trusted 
with other people’s money dare risk 
that money by lending it to business men 
so heavily taxed that they cannot pros- 
per. If business men cannot borrow 
they cannot pay wages and must close 
their shops and warehouses, or, at the 
very best, do less business and employ 
fewer men, and pay them lower wages. 
One specious excuse for delay is that 








mediate action urged to eliminate present ills 


By ELLIOT C. McDOUGAL 
President, Marine Trust Co., Buffalo 


the tariff bill should have the right of 
way. As a matter of fact, intelligent 
leaders in Congress must know that so 
long as domestic trade and manufactures 
are in a state of flux, and until they be- 
come stabilized, to say nothing of for- 
eign trade, it will be practically im- 
possible for human wisdom to frame 
any tariff law that will not be out of 
date soon after it is printed. Under 
such conditions the only sane course is 
to do nothing. 

Even were that not so, we never can 
expect to build up a permanent foreign 
trade on the ‘principle that we will sell 
and not buy. We must exchange goods 
for goods, the balance only to be set- 
tled' in cash or securities. The less the 
balance of trade for or against either of 
two nations trading with each other, 
the more nearly the value of goods that 
they ship each other agrees, the better 
for both. 

Even were it possible to draft a pro- 
per tariff bill, even were it possible 
as a rule to build up a permanent for- 
eign trade on the basis that we will sell, 
but not buy, how ean that be done to- 
day? Europe owes us say $10,000,000,- 
000. It cannot pay the principal either 
in eash or in goods. For years it ecan- 
not hope to pay even the interest in 
eash, but might be able to pay in goods. 
If we shut out these goods by a high 
tariff we lose about 500,000,000 per 
annum in interest, and risk a loss of 
the entire $10,000,000,000 of principal. 
Nations must live on production and 
trade. If they do not produce and 
trade they will become bankrupt. If 
they become bankrupt they cannot pay 
us. 
The loss of all or part of $10,000,- 
000,000 principal and $500,000,000 of 
interest a year would not be the only 
loss. A high tariff now would shut out 
imports, and reduce government revenue, 
rather than increase it. That is so 
plainly the A B C of tariff principles, 
invariably confirmed by actual experi- 
ence, that it needs no argument. What 
the government would lose in this man- 
ner must be added to our domestic taxes. 
Cutting down imports from any country 
naturally also would cut down exports 
to that country. Our exporters would 
lose profits, their employes would lose 
wages, the government would lose rev- 
enue, and the consumer in this country 
would- pay not only the increased tariff 





on such imports, plus increased domestic 
taxes, but also the equivalent of the in- 
ereased tariff on all such goods so pro- 
tected made in this country. The only 
ones to profit would be the protected 
manufacturer and merchant. 

Granting for the sake of argument 
that in spite of all these facts we now 
could afford to ignore them and pass 
a tariff law, the subject is so compli- 
eated that months would be required to 
perfect one. A tax bill is comparatively 
simple. One could have been drawn and 
passed long before this had Con- 
gress really intended to reduce govern- 
ment expenditures. “Where there’s a 
will there’s a way.” 

It would appear to the nation that 
Congress is against our President in his 
sincere intention to cut expenses and 
taxes. Under our Constitution, in mat- 
ters of taxation, Congress has the ini- 
tiative. By deadly inertia alone, it can 
defeat him. The nation has complete 
confidence in him and his cabinet. 
Whatever they tell us we_ believe. 
Whatever taxes they say are absolutely 
necessary we cheerfully will pay, but 
not a dollar more. 

Now, when we are least able to bear 
it, when business cannot revive under 
it, is the time to reduce taxation. Every 
month’s delay means more, perhaps 
much more, than a month’s prolonga- 
tion of business depression, and many 
additional and entirely unnecessary 
business failures. Every dollar of un- 
necessary taxation will cost the nation 
several dollars in loss of business to 
merchants and manufacturers, and in 
loss of wages to employes. 

The theory of our present excess 
profits taxes is that in war times some 
merchants and manufacturers make 
enormous profits, to the greater part ot 
which they are not entitled. That greater 
part the government takes. In Novem- 
ber, next, the war will have been ended 
three full years. As a matter of strict 
justice excess profits taxes should long 
ago have been abolished. They now 
should be abolished at once, without re- 
gard to any other question. As a matter 
of fact few businesses are having, or 
will have, any excess profits to tax. Not- 
withstanding that, Congress says to cor- 
porations, “we will abolish the excess 
profits tax and in lieu thereof increase 
the percentage of straight tax on net in- 
come.””. In other. words, “we will deduet 










ne 


BANKERS MONTHLY for NOVEMBER, 1921 


- 





nothing, and in lieu thereof will add 
something.” This is pure camouflage, 
and of the most shameless kind. This 
js not merely refusing to reduce taxa- 
tion, it is actually increasing it. Judged 
by its own acts Congress little cares what 
happens to business, or to the nation, 
so long as it can avoid any real reduc- 
tion of government expenses, so long as 
its members can keep all their friends 
on the government pay-roll, whether 
needed or not. 

We are the richest nation. A mini- 
mum of government interference during 
fifty years of peace hardly broken by 
the Spanish-American War, individual 
initiative, enterprise, and courage, have 
enabled us to outsrip the government- 
ridden nations of Europe. We have all 
our old initiative, enterprise and cour- 
age, with more good and better trained 
men. What we have done we ean do, 
and better. With our chief competitors 
crippled, or terribly handicapped, we 
stand on the threshold of a prosperity, 
the sober realities of which, after being 
subjected to the most conservative 
scrutiny, are beyond the wildest dreams 
of our past. 

With all these advantages, when we 
ask Congress to remove our handicaps 
of war time taxes, war time bureau- 
cratic interference with the natural 
course of business, and to restore to us 
our peace time freedom and initiative, 
and say to us “Go!”, we are told that 
we must wait and lose our opportunity. 
To see Congress playing the game of 
Great Britain and Germany, our chief 
competitors, by holding us_ shackled 
while they recover their strength, is| 4 o-——--—-—-----;-;rC3TrCO3Tr3TC;C 
heartbreaking. RETURN THIS COUPON TODAY 

Fervently hoping that still it is not Wm. Elliott Graves 221 Ellsworth Ave. Grand Rapids, Mich. 
too late to put new life into business en- 
terprise, to furnish employment to hun- 
dreds of thousands whose families other- 
wise will suffer hardship this winter, COC eer ecereercceeseeceeesece 3 CCRT CDSCC ORO CS PHC SHO CWS 
we most respectfully but earnestly sug- 
gest to Congress that it co-operate with 
the President and his cabinet in a sin- 
cere and adequate effort to give us real 
and immediate relief from taxation. 



















































. It Increases Deposits 









Our client banks are analyzing 
each step of our deposit building 
program and tabulating the re- 
sults. A client in a city of forty 
thousand answering an inquiry 
from a bank in another city 
says:— 















‘The service of Wm. Elliott Graves 
has been very satisfactory to us. 
We are frank to say that our 
savings deposits have increased 
during the use of it, also that 
during this time of depression in 
business generally our deposits 
are holding up better than those 
of the other banks in this city.” 


Wm. Elliott Graves 


Financial Publicity 
Grand Rapids Michigan 


























































_ Without obligation to ourselves we shall be pleased to have you 
outline for us the advertising service used by your clients. 































Through our unsurpassed facilities abroad we are able to 
handle foreign exchange remittances for banks and 


bankers in the Middle West 
EFFICIENTLY, QUICKLY, and at LOWEST RATES 


We solicit your inquiries 


LIBERTY TRUST & SAVINGS BANK 
AN AUTHORIZED TRUST COMPANY 


ROOSEVELT ROAD & KEDZIE AVE. 
CHICAGO 


Meus” FOREIGN SERVICE 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


By JOHN G. 
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GIVE THE RAILROADS 
ADDITIONAL CREDIT 


When transportation lines receive the govern- 
ment assistance that should be forthcoming, 
the restoration of prosperity will be hastened 


LONSDALE 


President, National Bank of Commerce, St. Louis, and 
Vice-President, National Bank Section, A. B. A. 


CONOMISTS are talking in deduc- 

tions, theories and charts of what 
caused the business hesitancy, or what 
will revive the already improving busi- 
ness conditions. 

To me, the necessary remedial meas- 
_ ures are more nearly typified by my 
remembrance of “down on the farm” 
days. I recall that on excessively hot 
days when fagged human energy neces- 
sary to the harvest of a bountiful crop 
was revived by the cooling drafts of 
good old well water; and when the se- 
curing of that trickling coolness depended 
ofttimes on the half dipperful of water 
necessary to prime the old pump. Some- 
times, through oversight, no water was 
saved at the pump and I’ve walked a 
mile or so for enough water to prime the 
old pump. Once started, the refreshing 
water flowed freely, but the half dipper 
of priming water was the important 
factor of obtaining it. 

Certain conditions have used up all 
the “priming water” around the “pump” 
of American ,business, and while the 
same attributes of prosperity are just 
below the surface, it is the duty of 
American business men, and especially 
bankers, to use the tremendous power 
of their collective efforts toward the 
supplying of “priming water,” that the 
golden stream of prosperity may again 
flow through America. There exists 
every incentive for the “priming” of 
business; first of all, we are the richest, 
strongest nation on earth, and it is not 
becoming to our war valor to allow 
nations far more affected by the conflict 
to “beat it back” to normal ahead of us.” 

The growing army of unemployed, 
now officially estimated at five million, 
should of itself spur the desire to speed 
up before winter is too far advanced. 

Bankers of the United States should, 
with proper caution, further extend, in 
the intelligent use of our growing re- 
serve, for the irrigation, the “priming” 
—the rejuvenation of legitimate business 
enterprise. 


The financier worthy of the best tra- 
ditions of American financing is, and 
has been extending efforts along these 
lines, and it. remains for the public to 
engender stability through a similar 
courageous attitude. These two elements, 
backed by a more solid and sympathetic 
disposition of the Government toward a 
general resuscitation will “round the 
corner” in trade. 


The Government’s further assistance 
could in no wise be as effectively and 
substantially expressed as in “priming” 
the railroads back to normal through the 
passage of legislative measures, making 
available for the transportation system 
of the country a half billion dollars in 
credits. Such action seems especially 
feasible, as it involves merely the trans- 
fer of financial holdings from one gov- 
ernment agency to another, and does 
not necessitate raising additional funds. 


While every industry is entitled to, 
and should get its share of assistance, 
the most effective stride toward more 
healthful conditions lies with the rail- 
roads. Transportation forms the artery 
feeders and the basis for our commercial 
life. America’s commercial life ean 
never far exceed its railroad facilities. 

The mileage, motive power and rolling 


stock of the railroads are on a pre-war 
basis, there has been no railroad de- 
velopment in more than five years. 

The normal growth of traffic in the 
country has during that period been 
very rapid. It can be fairly demon- 
strated by figures on tonnage at the St. 
Louis gateway. For the period of five 
years, ending with 1920, tonnage in and 
out of St. Louis by rail and water in- 
creased substantially 40 per cent; that 
is to say, in 1915 the tonnage was sub- 
stantially 52,000,000 tons and in 1920 
substantially 72,000,000. Obviously, to 
keep pace with this growth of traffie, 
carriers should of course increase their 
facilities to the same extent. 

With the helpfulness of the so-called 
transportation act, the railroads are in 
much better shape now than a year ago, 
and with the kindly interest of the 
public until the full effect of the trans- 
portation act can be brought to bear, 
plus governmental extension of further 
credits, this keystone of American 
progress, the great continental carriers 
are on a fair return to recovery. 

It is estimated that in 1921 railroad 
earnings will amount to $500,000,000 or 
about 3 per cent on the investment. It 
is fully apparent from this that the 
railroads are in need of governmental 
“priming.” Few investors can be ex- 
pected to hurry their funds into the 
development of the transportation sys- 

(Continued on page 78) 


JOHN G. LONSDALE 
President of the National Bank of Commerce of St. Louis, elected president of the national 


k section of the American 


Bankers Association at the Los 


les convention. 
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RUBBER BANDS—SPECIAL 














A fine assortment of Eberhard Faber gray 
bands at a very special price; 19 sizes, suitable 
for every purpose. Guaranteed to be live, 


healthy rubber. This is the eco- s 112 10 






nomical way to buy rubber bands. 
Price, 1 lb. box 






A PENCIL BARGAIN 











Mongol Eberhard Faber pencils are of rare 
quality and recognized as leaders for com- 
mercial use. Distinguished by fine lead, care- 


ful finish and workmanship. ese $6: 25 








gon, yellow, polished metal tip anc 
red rubber. Price, per gross 


STRONG INEXPEN- 
SIVE FILING CABINET 


of good appearance which 
at this exceptional price 
houses your correspondence 
for only $1.25 per thousand. 
(Capacity, 20,000 papers.) 
Front and top are 5-ply 
quartered oak veneer, sides 
and back handsomely pan- 
eled plain oak. Standard 
sized drawers move on roller 
bearing supports; dust- 
proof; fitted with brass pulls 
and holders. $ .00 
sod bolder: $) ES 00 


Speci al price 






















venient. 








236 W. Lake 
108 N. La Salle 
10 N. Franklin 


A strong, durable cabinet* 


Open a charge account with Horder 
and make your office supply buying con- - ers, 
If you are in Chicago use our 
Telephone Order Department—Franklin 
3204. Prompt delivery by special mes- 


















YOU NEED THIS STA- 
PLER ON YOUR DESK 


It is the quick, easy, sat- 
isfactory way of stapling pa- 
pers together—as fast as you 
can press 
the plung- 
er. Feeds 
staples 
automat- 
ically. A 
compact, 


little ma- 
chine only 


$20 


HANDY LEATHER ‘“‘KEY KASE”’ 


wew NO. 1 
4% inches high by 4 inches — 
Special price, with 500 staples... 


No. 5631 


Every man who carries a bunch of keys, 
large or small, needs this practical leather case. 
Saves clothing from wear, and enables the 
owner to locate instantly any key wanted, 
even in the dark. Genuine pig-skin, 6 hooks 
(2 keys on a hook). Keys easily $ 
detached. Flat and smooth, fits 
vest or hip pocket. Price only.. 7 


TWO YEAR CAL- 
ENDAR and STAND 


Anticipate your calen- 
dar requirements 
while this remarkable 
offer is open. With 

each stand we give 

you two 
calendars 
and me- 
mo pads, 
one for 

1921 and 

one for 1922. Current, preceding and suc- 

ceeding monthly calendar always in view 

Black enameled iron base with The $ $] 00 

. 








ber feet. Size of leaf 34x44. The 
most popular of all desk calendars. 
Perfection No. 50, special price. . . 






freight. 


HORDER’S, 


CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


fon Horde, 


CURRENT SPECIALS 


eee as a result of unusually large or favorable purchases, 
we are enabled to list for the benefit of our patrons a selection of 
every-day office needs at very favorable prices. 
of the current special bargains in 


OFFICE EQUIPMENT na SUPPLIES 


The following are a few 


powerful ° 


senger or auto truck. Out-of-town buy- 
ordering by letter, 
telephone can depend upon immediate 
shipments by parcel post, 


INC, 2:2 





QUICKER, EASIER FILING 





This convenient device gives the file clerk 
a comfortable work shelf, right where the 
work is being done. Speeds up the work of 
filing or examining papers from the files. 
Can be carried from cabinet to cabinet. 
Made of quartered oak, size $ 25 
11x13, rubber bumpers on file |: 
end. No.6, price, only. .......... 








SPECIAL 
DICTIONARY 
OFFER 


This popular edition 
of Webster's New Ideal 
Dictionary, in thin,” 
strong bible paper, 
bound in flexible Fab- 
rikoid, gold stamped, 
is now offered at an 
exceptionally attract- 
ive price. Size, 734x5%4x1% —— $ 15 
thick. One thousand pages. Large, 
clear, readable type. Special price. . 












TELL IT TO 

““‘BUDDY”’ 
“Tell it to ‘Buddy’ - 
—heq never for- 
gets," is the new 
slogan for forget- 
ters. Brand new 
and different from 
other memorandum 
books. ~ It has en- 
joyed a phenomenal 
sale. Bound in 
strong, flexible imi- 
tation black Russia 





No. 151 
cover with neat nickel band by which memo pad 


is held in place. Pages of pad are perforated, 


fee removable. Fits vest pocket or $09:25 


adies’ purse. Price, cover and pad, 









telegraph or 


express or 


124 W. Adams 
324 S. Dearborn 
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CLEARING HOUSE EXAMINATIONS 






A BENEFIT TO ALL TOWNS 


During the past year the Clearing House sec- 
tion has grown from membership of 255 to 
274 representing 3,800 banks of all classes 





HE Clearing House Section has just 
completed its fifteenth year of serv- 


ice to its members.* This organization 
since its inception contemplated active 
and progressive growth and develop- 
ment, and the service which it has 
rendered to its members since that time 
has been exceptional. The first clearing 
house in America was organized in New 
York in 1853. Others followed in rapid 
succession. The date of organization in 
each case merely marks the time when 
the banks began to meet at a common 
place and exchange checks: That is the 
fundamental purpose for which clearing 
houses are organized, and if that were 
the only function exercised by these 
associations, there would be no occasion 
for such an organization as the Clearing 
House Section, but such is not the case. 

In a country such as this—with a 
great banking system composed of inde- 
pendent units—there must be some co- 
hesive power that unites them into 
groups, capable of performing proper 
public service, and strong enough to 
withstand shocks that would seriously 
threaten the existence of the individual 
banks if the} did not make common 
eause with one another. This has been 
brought about through the clearing 
house association. 

For fifty years or more, the clearing 
houses of this country have been the 
leaders of banking thought. With lead- 
ership has come responsibility. It has 
been the aim of this section during the 
fifteen years of its existence to keep be- 
fore the clearing houses which comprise 
its membership high standards of de- 
velopment and a realization of the im- 


portance that the policies which we have” 


been advocating have been conservative, 
sound and constructive, based upon 
actual knowledge and experience, and 
not upon untried theories or doubtful 
expediency. We have striven at all 
times for the betterment of all banking 
practice and for the conservation of our 
banking resources. A great many bank- 
ers were under the impression that when 
the Federal Reserve system became oper- 
ative the clearing house would either be 
done away with or be absorbed by the 
Federal Reserve banks. Such was not 
the case, for the clearing house associa- 
tion is based upon the proposition that 
the combined judgment of several bank- 


*This is another of the interesting features 
of the Los Angeles Convention of the A. - 
simce it deals with the matter of the develop- 
ment of the clearing house. 


By A. A. CRANE 


Vice-President, First National Bank, Minneapolis 


ers is much less liable to error than the 
independent judgment of one individual. 

As most of you know, the Clearing 
House section had its origin in a reso- 
lution adopted by the Michigan Bankers 
Association convention at Port Huron, 
July 14, 1899. Since its inception sev- 
eral years later, the membership of this 
section has grown consistently with the 
trend of the times. At the Washington 
convention last year we reported a mem- 
bership of 255 clearing houses. Today 
we are pleased to report that we have 
increased the membership to 274, a gain 
of 19. This membership represents ap- 
proximately 3,800 banks of all classes, 
and includes practically 75 per cent of 
the banking capital of the country. 
While much has been accomplished by 
this section during the past fifteen years, 
much still remains to be done, and 
especially along those lines which any 
strong organization should encourage 
and develop. 

It is our purpose at this time to bring 
to your attention some of the needs and 
possibilities of our organization: 

We have felt for some time that there 
should be more uniform methods and 
policies adopted by the associations in- 
dividually. We have endeavored to carry 
out this idea. During the past few 
months the secretary sent a request in 
the form of a questionnaire to the man- 
ager of every clearing house in the 
country, asking for information which, 
when compiled, will be at the service 
of each association. We believe this 
will help to bring about more uniform- 
ity in the rules and regulations of each 
clearing house association. 


There is no line of work to which our 
section is more definitely committed than 
that which pertains to the clearing house 
bank examiner system. 

A discussion of this subject is pro- 
vided for in our program for Thursday 
afternoon, and we hope that all of you 
will be present at this meeting. Your 
executive committee has been keenly alert 
to the fact that the clearing house sys- 
tem of examination and supervision is 
one that provides the greatest safecuard 
possible for conservative and legitimate 
banking operations. 

At the beginning of the fiscal year 
nineteen clearing house associations had 
this system of examination. During the 
past vear four cities have been added to 
this list: Hutchinson, Kansas; Indian- 
apolis, Ind.; Montgomery, Ala., and 





Ogden, Utah. We have definite promises 
from the associations of two other cities 
that an examiner will be installed before 
the first of the year. There is absolutely 
no question but that this system of ex- 
amination is in a measure indispensable. 
Letters which the secretary has received 
from the leading bankers in every city 
having such a system bear out the fact 
that under no consideration would they 
ever think of giving it up. 

We all appreciate the immense benefits 
that are realized from the supervision 
and examination by the Federal exam- 
iners. We know that the state examina- 
tion departments have been improving 
continually and each one now is on a 
high plane. The real service of any sys- 
tem of bank examination can never be 
fully appreciated or understood by the 
general public, whether it be Federal, 
state or clearing house. The clearing 
house examination system is not only 
applicable to the larger cities, but the 
smaller as well, for in a number of in- 
stances it has proved successful in the 
smaller cities. For instance, if I may 
be permitted to mention Hutchinson, 
Kansas, again, from the reports we 
have received from the bankers of that 
city, they are more than pleased with 
the results so far obtained. The officers 
of this section recommend that you 
bankers who are here today from the 
smaller cities as well as the larger cities, 
look into the methods of operation of 
this system of examination, and read the 
letters of commendation and endorse- 
ment that have been received from the 
bankers in the cities where it is being 
successfully operated. We ask you not 
to close your eyes on something that 
would not only be of benefit to your 
banks, but to your community at large. 


For a great many years the need of a 
standardized form of draft and check 
has been discussed. During the past 
year the secretary of this section has 
been working in conjunction with the 
committee on forms of the state secre- 
taries section in an endeavor to bring 
about a uniform draft and check. After 
several meetings which were attended 
by our secretary and the members of 
our executive committee a standardized 
form of check and draft was finally 
adopted. These sizes have been rec- 
ommended to the banks by the clearing 
house associations and the state secre- 
taries section. Both sections hope to 
receive the co-operation of every banker 
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Banco Nacional 
Ultramarino 


State Bank of the Portuguese Colonies 


ESTABLISHED 1864 


New York Agency, 93 Liberty Street 


Capital’ ; 


Paid-Up Capital 


Esc. 24,000,000 LISBON 


STATEMENT 
For the yegr ended 3lst December, 1920 


Assets 


Cash in hand 
Cash With Other DARKE... <..o.6: 60-6060 cesws sn 


Investments— 
Stocks (at actual value)—quoted in Escudos,Esc. 3,243,489$25,5 
quoted in Foreign currencies— 

Frs. 2,684,752 
: me ° 
Pts. 400,000" axchange* 


I I ica 55 ve te: ith cs ster ks whe es ot aed tora hah eae whe 

Inland bills discounted 

Ea els. Sis ia So ccrata thei NG \< seldom vba & Wiens ls ainneiaae ated wid eit 
Current accounts 

Current accounts—agents “and correspondents 
Advances against bills, ete 

Mortgage and municipal loans 

Predial mortgage loans (Law 27th April, 1901) 

Sundry impersonal accounts (as per contra) 
Government treasury account (as per contra) 
Securities (as per contra) 

Bank premises 

Furniture and fittings 

Payments made on account of interim dividends for 1920 


2,691,492$66 


Liabilities 
CAPITAL PAID UP— 
For general operations— 
Portugal and colonies 
Abroad—£750,000 
Guarantee fund for predial operations 


Esc. 18,625,000$00 
3,375,000$00 
2,000,000$00 


Esc. 20,800,000$00 
4,100,000$00 


Permanent reserve fund 
Extra reserve fund 


Cash deposits 

Fixed deposits 

Current accounts 

Current accounts—agents and correspondents 

Current accounts—credit balances of loan accounts 

Cheques and bills payable 

Head office and branches—amounts in transit 

Sundry impersonal accounts (as per contra) 

Government treasury account (as per contra) 

Securities deposited in guarantee of advances and-or for safe 
custody (as per contra) 

Obligations four and one-half per cent., 

Predial colonial obligations six per cent. (Law 27 April, 1901) ete. 

Unclaimed dividends 

Pension fund 

Vales for customs duties 

Notes in circulation 

eT Teer Ee Creer rt er. re ere 


*Par of Exchange Esc. 1.00 =$1.08 
Rate on 31st Dec., 1920, Esc. 1.00 =$0. 955 


Esc. 48,000,000 


HEAD OFFICE shite Funds 
Esc. 26,000,000 


Esc. 28,624,174$17,7 


5,934,981$91,5 


108,976,455$83 
14,087,820$31,1 
182,652,494$13,4 

2,821,258$07 
77,992$01,4 

981,860$40 


Esc. 879,134,611$98,2 


Esc. 24,000,000$00 
. 


24,900,000$00 


92,573,228$47,9 

52,417,392$99,3 
294,081,219$18,7 
14,742,629$93,1 
2,554,514$55,8 
15,860,139$88,1 
724,843$05,4 

108,976,455$83 
14,087,820$31,1 


182,652,494$13,4 
980" 863350 
917,307$45 
311,122$65 

233,091$06,9 
7,409$67 
42,773,370$25 

6,370,706 $03,5 


Esc. 879,134,611$98,2 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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in this country in this movement of 
standardization. We have been aided 
in our efforts by practically all the large 
bank note companies, as well as the East- 
ern and Western Association of Manu- 
facturing Bank and Commercial Sta- 
tioners, which represent the majority of 
bank note and lithographing companies 
in the country. With the co-operation 
they are giving us we believe that with- 
in the next two or three years the stan- 
dardized check and draft form as rec- 
ommended will be in universal use. 

The question of a satisfactory uni- 
form financial statement form has occu- 
pied the attention of bankers through- 
out the country for many years. Vari- 
ous forms, several of which are excellent 
in detail construction, have been evolved 
and adopted for use, but no particular 
form appears to have met with the 
universal approval and adoption of the 
banking community until a committee 
was appointed by the Clearing House 
Section in 1918 to bring about such a 
uniform statement. 

This committee recommended a state- 
ment form which met with the approval 
of a great many bankers. This year it 
was slightly revised to meet changed 
conditions. After its revision it was not 
only approved by the American Insti- 
tute of Accountants, but by the National 
Association of Credit Men. Copies of 
this form were forwarded to the banks 
in every clearing house city and the 
secretary has received requests for these 
forms from banks in every section of 
the country. The interest shown has 
been beyond the expectation of the com- 
mittee. 


In accordance with the plan made 
effective at the last convention of the 
American Bankers Association, the Ac- 
ceptance Committee of the American 
Bankers Association now functions 
through the Clearing House Section, and 
your secretary was appointed secretary 
of the acceptance committee. Whenever 
possible, as a section, we have been giv- 
ing the matter of acceptances our closest 
attention and at every opportunity are 
spreading the propaganda through the 
various channels that are open to us, 
making every effort to help develop thé 
acceptance idea in this country. 

In keeping with the service that we 
as a section are giving, a bulletin is sent 
out monthly from the secretary’s office, 
giving information which is of use to 
the managers and secretaries of the 
Clearing House Associations, bringing 
to their attention anything that might be 
of interest in helping to further develop 
the clearing house idea in this country 
and bring about a uniformity in -the 
methods and operations of all associa- 
tions. 


A number of years ago the officers of 
this section became thoroughly con- 
vineed that the weekly “Clearing Fig- 
ures” did not and could not be made to 
accurately disclose the volume of busi- 
ness transactions, for the reason, as it 


can be readily understood, that fre- 


quently included items that did not 
represent actual business transactions, 
and that never included the vast amount 
represented by checks and drafts that 
do not pass through the clearing houses. 
At that time we conceived a plan of 
having the clearing houses report so- 
ealled “Total Bank Transactions,” and 
after much effort we are able to report 
that many of our clearing houses are 
now reporting to us weekly total of 
“Debits against Individual, Savings and 
all other Accounts.” As 95 per cent or 
more of the business of the country is 
transacted and settled through the use 
of checks and drafts, it will be agreed I 


_am sure that when this plan becomes 


nation-wide, as we plan it will, it will 
prove to be a barometer of business that 
cannot possibly be improved. We are 
compiling the “Total Transactions” that 
are reported by our members and pub- 
lishing them quarterly in the Journal, 
together with total “Clearings.” These 
figures will prove to be of very great 
value to the clearing house associations 
and their members, and the business in- 
terests of the communities they serve. 


It was through the efforts of the 
Clearing House Section that the uni- 
versal numerical system, which has un- 
questionably saved hundreds of thou- 
sands of dollars in expense of operation 
to the banks of America, was evolved and 
developed. This is adaptable to banks of 
every size. Its use facilitates the handling 
of checks, drafts and other items in the 
various departments of a bank. It has 
proved its worth for it is certainly a 
great labor and time saver, and prac- 
tically every bank in the United States 
is now using it. As new institutions 
are organized, they are immediately 
notified of this plan and it is being 
readily adopted by all. 


Since the inauguration of the “No 
protest” symbol plan several years ago, 
we as a section have been advocating its 
use. We find that it is becoming al- 
most as popular as the universal numer- 
ical system and we hope that every bank 
may eventually become interested in its 
use. 


I might go on and elaborate upon the 
many constructive ideas which the Clear- 
ing House Section has developed and 
evolved, since its inception, but will only 
mention a few. As most of you know, 
it was largely through the influence and 
the efforts of this section that the “Gold 
Settlement Fund” of the Federal Re- 
serve system was established. This is 
one of the functions of the Federal Re- 
serve system that has been operating 
since its beginning to the entire satis- 
faction of every interest in the United 
States. You are all familiar with what 
took place in the times of stress such as 
the panic of 1907, and the stressful 
months following the outbreak of the 
recent war in 1914, when by the well di- 
rected use of the equipment and machin- 
ery of the clearing houses of the country 
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untold financial losses were averted. Jt 
is a well-known fact that the experiences 
gained through Clearing House Associa- 
tion activities during the panies and 
other trying periods of the past proved 
very helpful when the bill authorizing 
the present Federal Reserve system was 
pending in Congress. ; 

I have endeavored to outline to you 
some of the accomplishments of this 
section since its organization. For a 
full detailed report of the year’s work 
I would ask that you read the secretary’s 
report which will appear in the annual 
proceedings of this section. 

At the annual meeting of the section 
last year, A. T. Matthew, who was then 
secretary of the section, tendered his 
resignation which was accepted, with 
regret, to accept a position with the 
Mercantile Trust Company of San Fran- 
cisco. In looking over the field of ap- 
plicants for a successor to Mr. Matthew 
your committee selected D. A. Mullen, 
formerly of the Colonial Trust Company 
of Pittsburgh, Pa., who has ben acting 
in that capacity since January of this 
vear. 

Mr. Mullen is a live wire as the activ- 
ities of the section give proof and the 
committee made no mistake in their 
selection. 

At this time I wish to take the op- 
portunity of expressing my appreciation 
for the hearty co-operation given me by 
the officers and members of the executive 
committee of this section, the state rep- 
resentatives, and the members of the 
official staff. 


Preliminary plans have been drawn 
for a $150,000 new building for the 
Continental Bond Company, Conners- 
ville, Indiana. Actual work will not 
start until 1922. 


Revised plans are being drawn for 
the erection of Michigan Avenue and 
Schaeffer Road branch of the Wayne 
County & Home Savings Bank, Detroit, 
Michigan. 


The Citizens State Bank, Milwaukee, 
has awarded contracts for its new bank 
and office building. It will be two stories 
high and oceupy ground 50 x 75 feet. 


Bids have been rejected on the build- 
ing to house the Lake Park State Bank, 
Lake Park, Iowa. New bids will be 
taken in 1922. 


Plans have been drawn for additional 
quarters to be erected for the First 
National Bank, Sterling, Illinois. It 
will be two stories high and of brick, 
steel and reinforced concrete construc- 
tion. 


Store space will be remodeled into 
new banking quarters for the Logan 
Square Trust & Savings Bank, Chicago. 
The building will be two stories high 
and of brick and stone construction. 
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The Daily Dime Saver has 
proven and re-proven itself 
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Advertising Company, 
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in the Thrift movement 
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distributing Daily Dime 
Savers broadly. 


The growth of your bank 
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WHY ACCOUNTANTS, ABOVE ALL, NEED 
TO USE PRINTERS’ INK 


Modern business methods have changed the men- 
tal attitude of those accountants who felt that 
it was undignified to educate the business man 


MERICAN business, during the past 
half century, has emerged from the 
cramped quarters of almost local trade 
into state, interstate, national, and inter- 
national commerce. Much of this mighty 
evolution has been accomplished by the 
improvement in transportation facil- 
ities and by advertising. The latter has 
been a great and constructive educational 
force. The result has been greater com- 
fort and an improvement in living and 
business conditions surpassed by no other 
nation on earth. 

The professions have endeavored to 
keep pace with industrial progress. 
Yet they have been hampered at times 
by “ethics” that have hedged in and 
prevented substantial development. Par- 
ticularly is this true of the accounting 
profession. Nevertheless, during the 
past few years, great forward strides 
have been made by accountants and 
their co-related lines. Still this prog- 
ress is threatened at the present time 
by the circulation of a plea that adver- 
tising, circularizing and general pub- 
icity methods are “unethical” and “un- 
dignified.” , 

Consider the objections, “unethical” 
and “undignified.” 


Ethies are defined in the latest Stand- 
ard Dictionary as “the science of human 


duty; moral science. The basic prin- 
ciples of right action.” 


Ethics emanate from _ conscience. 
What is the conscience? How far can 
we obey its guidance? As I understand 
it, conscience is a matter of education, 
environment, ancestry and a few other 
similar conditions. 





By ARCHIBALD HARRIS 


President, Archibald Harris & Company, Certified Public Accountants 


The conscience of a savage head- 
hunter does not stab him when he tor- 
tures his captive enemy—not even whea 
he hacks off his head. The conscience 
of an educated thief tells him civiliza- 
tion owes him a living. The conscience 
of the business man not many years 
ago was adverse to advertising. Today 
he is strongly in favor of advertising. 
The elements of conscience, education, 
environment and progress, have changed 
him. 

A few years ago the accountant held 
advertising in contempt. But modern 
business practices have changed his 
mental attitude. And, properly, ac- 
counting has begun to pick up present 
methods. 


In the finer sense of the word there 
are two types of ethics—absolute and 
relative. Absolute ethics are somewhat 
out of date. The Salem ceremonies in 
which certain women— supposedly 
witches—were “purified by flame” are 
of the absolute type. Like the con- 
science, proper ethics change with prog- 
ress, education and different environ- 
ment. 


Relative ethies, “varying with human 
development” are the ethics of today. 
Even the accounting profession has, in 
many cases, followed this type. An 
antiquated standard is the one proposed 
by the advocates of the absolute type 
of ethics and dignity; a standard out 
of touch with the development of the 
greatest business nation in the world. 


Accounting is considered as one of 
the highest of all professions. The at- 
torney may represent a guilty client. 
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He does not necessarily plead for the 
right. His endeavor is to secure the 
greatest relief whether the client be 
guilty of right or wrong. 

The accountant endeavors to set up 
the correct status of conditions without 
regard to who he is serving. He rep- 
resents the middle course. He is the 
referee. The accountant, therefore, is in 
a peculiar position which demands the 
highest course of ethics. He must be 
honest, straightforward and _ unassail- 
able in character and action. 

Particularly because of this important 
position and the attached dignity, there 
has been a temptation on the part of 
some accountants to condemn advertis- 
ing. 

Rut, does advertising automatically 
deprive one of the integrity necessary 
to handle commissions of trust? Why 
not let our neighbors know what we 
are doing? Our fellows think no more 
of us than we think of ourselves. Even 
the scriptures emphasized the waste of 
hiding your “light under a bushel.” And 
should you eare to interpret this in any 
other light, there is another which can 
hardly be understood, except as an urge 
to let your abilities be known. It is 
somewhat as follows: “He who tooteth 
not his own horn, the same shall not be 
tooted.” 

How can we, as a profession, expect 
to bring before the modern business 
man, the idea that our services are in- 
dispensable when we literally sit in the 
corner and twiddle our thumbs. 

Accounting is a necessary adjunct to 
business, but unless the business man 
(Continued on page 44) 
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Which Banker Has the 


Advantage? 


It has always been a debatable point whether 
the Banker who recommends appraisals of the 
slow assets in connection with quick asset 
loans has any advantage over the Banker who 
loans without this information. 


Naturally, the first Banker has the use of data 
which shows at a glance the probable liquida- 
tion value of the fixed assets. This is valuable 
at the present time. Should it not be part of 
the Bank’s records at all times? 


The appraisals of THE LLOYD-THOMAS 
COMPANY are compiled in such a way that 
the actual plant itself, put up in convenient book 
form is laid on the Banker’s desk. Frequently 
upon seeing an appraisal many of his ideas con- 
cerning the borrower’s property are reversed. 


This is often the case where the insurance 
policies are turned in as collateral security. Often 
they show that the loan is not properly pro- 
tected because of the co-insurance clause and 
the small amount of insurance carried in com- 
parison with the total required. 


The |loyd-Ihomas Co. 
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O. N. Hoel, president of the First 
National Bank of Alden, Minnesota, 
has disposed of his interest to R. 'T. 
Amel of Hunter, North Dakota. 


South Akron, Ohio, Savings Associa- 
tion, incorporated for $2,000,000, was 
recently organized. Officers were named 
as follows: William Kroeger, presi- 
dent; Dr. L. E. Sissler, first vice-presi- 
dent; P. T. McGaukian, second vice- 
president and G. Lloyd Weil, secretary 
and treasurer. 


Remodeling and erection of additional 
quarters to the banking rooms of the 
State Bank of Italy, Philadelphia, will 
start at an early date. Plans have been 
drawn and bids will be taken soon. 


Carl Ruby has accepted the cashier- 
ship of the Laredo, Montana, State 
Bank, succeeding John A. Sanderson. 


Stockholders ‘of .the Union Trust 
Company, Greensburg, Pennsylvania, 
have elected the following officers: 
Charles McKenna Lynch, president; 
Joseph D. Wentling and Charles B. 
Hollingsworth, vice-presidents; David 
P. Hudson, treasurer. 


Roy E. Pope, cashier of the Wabasha 
National Bank of St. Paul, has resigned. 
Paul D. Regan, assistant cashier was 
elected to succeed him. E. E. Conner, 
president of the Great Northen State 
Bank, St. Paul, was naméd active vice- 
president. 
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WHY ACCOUNTANTS, 
ABOVE ALL, NEED TO 
USE PRINTERS’ INK 


(Continued from page 42) 


realize this, business, itself, will be the 
greatest sufferer. Is it the highest de 
velopment in ethics to let business which 
needs good accounting worse than ae. 
countants need the work of business, 
(which is saying a lot), go struggling 
on without systematic methods and com. 
plete, concise facts on which to work? 
I believe that a high profession ai- 
vances humanity, relieves its distress, 
helps it to work intelligently. That js 
ethical endeavor. 


Could a manufacturer market his 
products by ethics? How far would his 
operations extend? How many nation- 
ally known products would be local 
failures if narrow ethics hedged them 
in. 


There is an old example that a man 
who can make a better mouse trap than 
his neighbor will never want for orders, 
that the world will beat a path to his 
door. But, that was meant to encourage 
ability—not to disparage letting the 
world know of his invention, instead of 
starving to death waiting for them to 
find it out. 


The packers have spent millions to 
place the meat industry before the pub- 
lie in its true light. Is this undignified 
self praise, or is it a necessary tonic to 
the industry in general? Are the re 
sults obtained negligible? If so, why 
should our foremost industries expend 
millions yearly in such a direction, all 
of it advertising. 

A few years ago, a farmer smiled at 
the college youth who told him how to 
plant his corn or feed his hogs. Today 
the farmer acknowledges that the agri- 
cultural colleges are the greatest bene- 
fits to him and he eagerly seeks their 
knowledge. His standards have changed. 

The banks, a few years back, did all 
their business over the counter. Now, 
the progressive bankers have depart 
ments which educate the American citi- 
zen along the lines touched by the 
banker. Some banks condemned the 
innovation but were eventually forced 
into it. Organizations developed. The 
bankers’ associations today make ex- 
tended trips throughout their states to 
educate their members. It is an honor 
to be selected as a member of such party. 
The result—saving is now universal. 
The institutions have benefited by in- 
creased deposits. Humanity has been 
relieved of the pauper’s curse through 
the encouragement such well-organized 
policies have advanced. This, in itself, 
has done much to stabilize our nation 
and make it the greatest financial center 
of the world. 


Banks were formerly averse to ad- 
vertising. And, banks are institutions 
of great dignity. But nowadays, they 
do not for a moment think they are un- 
dignified when they tell depositors and 
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A PLAIN, READABLE 
BALANCE SHEET 


HE Robert Morris Associates, a national or- 
ganization of bank credit men, realizing the 
importance of the complete audit of the com-~ 
mercial borrower's records by a certified public 
accountant, has gone squarely on record in 

supporting the work of accountants with their clients, the 
bank's depositors. 
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Quoting from a recent address by Freas Snyder, dis- 
tinguished Philadelphia banker and president of the 
Hamilton Paper Company: 
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“The bankers’ reasonable need is met by a plain, readable balance 
sheet and operating account which he can analyze in the usual way to 
determine the conservatism of the financial policy, the quality as well 
as relative quantity of current assets, the ability of the management 
as collectors and merchandisers, the proportion of capital invested in 
fixed assets and its sales productivity, the ratio between the invest- 
ments of creditors and owners, the capital turn-over, the percentage of 
profit on sales, and investment and the distribution and application 
of earnings. * * * * * . 
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It seems to the bank officer that the accountant’s certificate should 
be his most jealously guarded possession. What the banker most de- 
sires is the plain statement that ‘this exhibits the true financial condition 
of the A. B. C. Company’ without evasion, mental reservations, fine 
distinctions or words of uncertain meaning. It is recognized that such 
a certificate can only be prepared when relations between the auditor 
and his client is similar to io of the consulting engineer so that the 
auditor can spend all of the time necessary during the year in his client's 
plant to enable him to certify unequivocally as to the truth of the figures. 
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There are evidences of a growing understanding between the banker 
and the auditor. The opportunity to promote this understanding by a 
frank discussion of the bank officer's attitude supported by actual in- 
cidents which he considers subject to criticism has tas eagerly availed 
of by me.” 
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Wolf & Company is serving the needs of many com- 
mercial borrowers and at the same time simplifying the 
credit problems of the banker. May we assist you? 
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WOLF AND COMPANY 


Accountants 
(FORMERLY BAKER, VAWTER & WOLF) 
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Modern Financiers 


demand a Balance Sheet displaying a true finan- 
cial position. 


Can a certificate be issued until the Fixed Assets 
are properly valued, the Depreciation Reserve 
consistently established and the Federal Tax 
Liability adequately determined? The import- 
ance of these factors is being more generally 
recognized. 


The Harris Multi-Chronometrical Valuation made 
by nationally recognized appraisal companies 
under our supervision * * enables us to reset 
the fixed asset values and establish a consistent 
depreciation reserve. This with a careful review 
of the tax returns for all high tax years allows 
these items * * * to be properly set forth, and 
assists in determining an adequate tax liability, 
thus producing a most desirable Balance Sheet. 


Our Accounting Staff consists of picked seniors, 
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thoroughly trained and carefully supervised. 


The Tax Department is the largest and most 
complete organization of its kind in the United 


States. 


The Advisory Service Department co-operates 
with over 250 Chambers of Commerce and issues 
a semi-monthly Congressional Review. 
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Certified Public Accountants 
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Joseph Funk, cashier of the Mer- 
chants and Savings Bank at Kenosha, 
Wisconsin, was elected president of the 
Racine and Kenosha County Bankers 
Association at the annual meeting held 
at Brown’s Lake some time ago. 


First Savings & Loan and Dollar Loan 
& Savings Companies plan to erect a 
five-story bank and office building on 
Court and Tuscarawas streets, W., Can- 
ton, Ohio. The structure will cost 
$300,000. 


The cornerstone of the new $80,000 
bank building for the East End Trust 
Company, at Westfield Avenue and 
Federal Street, Camden, New Jersey, 
was laid several weeks ago. 
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Frank Skriven has been elected cashier 
of the Venango State Bank, Venango, 
Nebraska, succeeding D. O. Stockton, 
who resigned. 


George K. Hughey, assistant cashier 
of the Bradford, Illinois, National Bank, 
has resigned to become an assistant 
national bank examiner of the Eighth 
Federal Reserve district out of St. Louis, 
Missouri. 


The First National Bank of Wells- 
boro, Pennsylvania, opened its new 
banking house several weeks ago. 


W. W. Berry has become associated 
with the National City Bank, Rome, 
Georgia. - 


prospective depositors of their ability 
to serve, and the kind of service rep. 
dered. Witness the following newspa- 
per headline of October 5, “Bankers See 
In Advertising Cure for Evils. Report 
to Convention Says Publicity Would 
Offset Radical Teachings of Ignorant,” 


The argument against advertising jg 
not so much that it is unfair or hurtful 
to the professions. At least the attacks 
against it would not lead you to so be. 
lieve. Apparently, the objection is that 
advertising will be injurious to the pub- 
lie. Of course, the “injured” public will 
consequently fail to use the accountant’s 
service on as large a scale, but the effect 
on the accountant is made a side issue, 
The main point is that advertising will 
“hurt” the public—the great public 
which, itself, lives and thrives upon ad- 
vertising. 

Questionable means are sometimes em- 
ployed to produce business but they are 
fast being combatted. Companies failing 
to live up to their printed statements 
are soon trapped. Reputable publi- 
cations will not accept their copy. Or- 
ganizations, like the Associated Adver- 
tising Clubs of the World, with “Truth” 
as their slogan, are fighting strenuously 
for strictest integrity in advertising, 
“Crawfishing” or sidling out on your 
promises not only puts you in an w- 
popular class but actually endangers 
your business. 


Honest advertisers form by far a 
more powerful group than those who 
let knowledge of their product dribble 
through by word of mouth to the pros- 
pective purchaser. This great and pov- 
erful majority most assuredly will not 
permit a few to smirch the entire pro- 
fession. 


There can be no doubt in anyone's 
mind that with almost every industry 
and profession organized, and with the 
Post Office Department fighting it, bad 
faith in advertising will form a terrible 
boomerang to backsliding advertisers. 
But, assume that there are abusers of 
the great medium of advertising. In 
fact, assume even that there will be a 
small amount of this done which cannot 
be restrained for the next few years. 
Is this any reason why those members 
of the accounting and related profes 
sions should not advertise? Millions of 
advertisers in industrial and commercial 
as well as what is now quite a re 
spectable sprinkling in the professional 
world, do not seem to think so. They 
prefer to induce their erring brothers 
to employ in advertising, the truth, the 
whole truth and nothing but the truth. 


This is the best attitude for those in 
the professional world who have some 
thing the public needs and would want 
badly if it understood its value. The 
Federal Trade Commission, the tax laws 
and other forces have shown the need 
of proper records and proper account 
ing. Why let the good work go ur 

(Continued on page 110) 


Readers will confer a favor by mentioning THE-BANKERS MONTHLY when writing to our advertisers. 









m- 
are 
ing 
nts 
bli- 
Or- 
"er- 
th” 
isly 
ng. 
our 
un- 
ers 


BANKERS MONTHLY for NOVEMBER, 1921 


CERTIFIED STATEMENTS 


ATTESTING OUR 


SATISFY. Al 


REQUIREMENTS OF BANKERS 


PERSONALLY-CONDUCTED 
{ND 


ere a 
INVESTORS 


Va ra ROE OTT EAU 


PUBLIC ACCOUNTANTS 


one m a) 
>REDIT INVESTIGATIONS 
TAX SERVICE 


THE TYPE OF BANKER 


910 HARRIS TRUST BUILDING 


SIO NETS 


NEEDED TODAY 


Not the man who tries to maintain preposterous 


reserves or fat dividends 


but the man who 


thinks of community service is the real bulwark 


By D. R. CRISSINGER 


Comptroller of Currency 


COME to you with a message of 
assurance regarding the tried and 
seasoned instrument of banking finance.* 
They have not only weathered the storm, 


but they have come forth stronger, 
sounder, more firmly held in wise 
bounds, than ever before. You gen- 


tlemen may have been too busy to stop 
and realize it, so I am going to tell 
you that American banking and finance 
have made progress in the last decade— 
and less—that nobody would have dared 
believe possible. I do not mean merely 
progress toward larger totals of assets 
and responsibility, but progress to the 
wider, bigger, more social appreciation 
of and relation to their place in the com- 
munity. We have passed beyond the 
time of provincialism. You have bent 
your backs to the burdens that an 
anguished world cast upon them; you 
have carried the accumulated liabilities 
of a disjointed social system; you have 
risen almost overnight from the pa- 
rochial to the cosmopolitan attitude to- 
ward these questions. I tell you these 
things, not to tickle your vanity, but be- 
cause I know. It is my business to 
know, and I sit up nights in order to 
know. You have done so huge a work 
that I am able only to marvel at it, and 
in this presence to express my acknowl- 
edgment and appreciation. 


We have at times been painfully 
aware of cases of bank profiteering; of 
unjustified hoarding, of over-fed re- 
serves, of dangerous corpulence on the 
asset side of the.sheet. There are bank- 


_—_—__ 


*This was Mr. Crissinger’s greetings to the 
delegates who ont the Los Angeles Con- 
Vention of the A. A. 


ers who have played more than safe and 
thus forced others to bear more than 
their fair share of the loads. Their 
number, I am glad to say, is not very 
great; but it will do no harm for me to 
say that we have our eye on these over- 
cautidus ones, and that we are not much 
disposed in their favor. The banker 
who conceives that his sole responsibility 
is to maintain a preposterous reserve 
or earn an unbroken succession of fat 
dividends, is not, in our view, the best 
banker. Rather, we want bankers who 
think equally of their community, of 
industry needing the life-blood of credit, 
of labor requiring employment, of busi- 
ness erying out for encouragement. 
There is a gratifying preponderance of 
such bankers, and they have brought us 
sound, safe, confident thus far on the 
road, to restored business and normal 
conditions. 

At Washington we have been seeking 
to make credit more available, interest 
rates a less tax on business, money sup- 
plies easier. There has been general 
but not universal, support in this effort. 
The bank that gets advances at a low 
rate from the Federal Reserve system, 
and only seeks to increase its profit by 
reason of that privilege is not doing 
its part. The Federal Reserve system 
was not intended for such purposes. Its 
advantages in easier, more liquid money 
supplies, were intended to be passed on 
to the business community. Just in the 
measure that we are able to make credits 
easier and rediscounts cheaper, we shall 
expect bankers to transfer those benefits 
to the business of the land. You are 
expected to understand that banks are 
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a convenience and a facility to business 
—not that business is the ever-ready 
support of high and yet higher banking 
profits. 

It is my pleasure to bring you word 
of a vast improvement in the general 
business and financial situation. The 
last half year has been marked by a 
steady liquidation of credits too long 
standing, and a persistent increase in 
the volume of cash available for ac- 
commodation of current business. The * 
outlook, by whatever standard judged, is 
better now than: in many months. 

Our banks, of all classes, possess. re- 
sources and responsibilities aggregating 
more than all the rest of the banking 
resources of the world. We have.in the 
last few years—the years of the supreme 
trial for our whole social scheme—seen 
this financial structure of ours grow, 
expand, strengthen in a measure far 
beyond anything we would have believed 
possible. We have seen the justification 
of our economic theories, through the 
very tests that we had most feared. 
World-wide conflagration, universal war, 
have swept continents and seas! yet at 
the end, despite some scars and discom- 
forts, the financial and industrial strue- 
ture comes forth greater and stronger 
than ever. 

One thing to be avoided,-in this era 
following the tenseness of war, is a too 
great reaction toward fixed and immov- 
able institutions. We have found that 
in the experiment of making our insti- 
tutions more plastic, more elastic, more 
adaptable, we have not necessarily 
weakened them. We have learned that 
in order to bear the extreme strains they 
required some remodeling and adapta- 
tion. We know that if the war had 
gone on for another year there would 
have been much further progress in 
this reorganization and readaptation. 
We saw the methods of rigorous autoc- 
racy applied to great democratic com- 
munities, in order to enforce economies 
and efficiencies that were borrowed from 
the programs of socialism and com- 
munism. We know that our own coun- 
try, in another year of war, would have 
put into effect an industrial and eco- 


(Continued on page 80) 
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The Riches of the Ground 


One hundred years ago nearly $75,000 of goods 
were brought into Wisconsin every year for the Indian 
trade. Green Bay and Milwaukee on the lake, Prairie 
du Chien on the Mississippi, and a number of interior 
points were among the distributing centers. 

Fur-trading was Wisconsin’s most important in- 
dustry until about 1830, when agriculture and lead- 


mining superseded it. 


Many Wisconsin cities had their origin as trading- 
’ posts, becoming seats of other industries in the later 
decades. Flour, pork and lead were among the early 
exports, and there were launched projects to construct 
canals and railroads to carry them. 
Banker replaced trader in fostering business and 
Milwaukee early made its influence felt for the im- 
provement of banking methods throughout the 


Middle West. 


FIRST WISCONSIN 
NATIONAL BANK 


Milwaukee 
Incorporated 
in 1846 


New Bank Elects. 


American Bank of the River Plate, 
recently organized by New York and 
Buenos Aires banking interests has 
elected the following management and 
board of directors : Dr. Manuel M. de 
Yriondo former Minister of Finance of 
the Argentine, and for ten years presi- 
dent of the Bank of the Nation, chair- 
man of the board; Noel Tribe, until 
recently manager of the Buenos Aires 
branch of the First National Bank of 
Boston, managing director; Dr. Horacio 
Beccar Verela, director and legal ad- 
visor. 


Directors are Fred A. Heath, manager 


of the West India Oil Company (Stan- 
dard Oil Company of New Jersey); 
Frank Lyman, general South American 
manager of Armour & Company; George 
Cobean, National Paper & Type Com- 
pany of New York and president of 
the American Chamber of Commerce 
in Argentine; Arthur H. Titus, presi- 
dent of the First Federal Foreign Bank- 
ing Association of New York; Victoriano 
Villamil, of Villamil & Company, Buenos 
Aires hide and wool exporters; Dr. Julio 
Pena, formerly Minister of Finance, 
Argentina and Joseph R. Davis, of Davis 
& Company, Limited, foreign exchange 
brokers of Buenos Aires, Montevideo 
and Rio de Janeiro. 


A. B. A. SHOWS FINE GAIN 
IN MEMBERSHIP 


(Continued from page 30) 


ship. In the District of Columbia ang 
Nevada there is only one non-member 
each and in Arizona and Delaware two 
non-members each. 

The increase in the membership of 
the association through the efforts of 
various officials mentioned below, known 
to have been received through their 
efforts, for the fiscal year ending August 
31, 1921 (10 and over) is as follows: 


Mr. H. Y. Lemon, Vice-President for Mis- 
souri, with the assistance of the officials 
of the Association in Missouri 


. T. J. Hartman, member 
Council from Oklahoma 20 
Mr. H. J. Haas, member Executive Council 
from Pennsylvania 20 
Mr. W. B. Drake, Jr. Vice-President for 
North Carolina 14 
Mr. G. A. Kennedy, Chairman Committee 
on Membership, National Bank Division, 
California ll 
Mr. C. S. Orthman, Vice-President for Wis- 
consin 


Executive 


The greatest individual achievement 
among the officials assisting in the mem- 
bership campaign for the year belongs 
to Mr. H. Y. Lemon, vice-president for 
Missouri. Mr. Lemon manifested a real 
interest in the up-building of the men- 
bership in Missouri, spending much time 
in reaching the desired goal of 1,100 
members by August 31, thereby entitling 
his state to an additional representa- 
tion on the executive council. 

Following is a summary of the men- 
bership gains for the year: 

August 31, 1920 


*Erased from the roll through failure, liq- 


uidation, consolidation and withdrawal. 1,436 


IIR: . &. canreeaimew Giarceeraen 409% 21,236 
August 31, 1921, new members 

joined during year 
*Regained members (secured from 

the above) 


August 31, 1921, membership... 


A net increase for the fiscal year. 

A net loss for the year in failures, 
consolidations. 

A net ‘oss for the year in delin- 
quents 233 402 


Making the actual gain in new 


members 1,362 


URGES CLEARING HOUSE 
EXAMINER 


OLLOWING the annual meeting of 

our section in Washington last year, 
your executive committee met and pro- 
ceeded to organize by the election of & 
chairman. Since that meeting, two 
meetings of the executive committee were 
held, one in Washington and one at 
Pinehurst. At the Washington meeting, 
the resignation of A. T. Matthew, sec- 
retary of the section, was tendered and 
accepted with much regret. In looking 
about for a secretary, the name of 
Donald A. Mullen, of the Colonial Trust 
Company of Pittsburgh, Pa., was pro- 
posed with several others. Mr. Mullen 
was finally appointed secretary of the 
section and assumed his duties the middle 
of January of this year. Since Mr. 
Mullen assumed his duties he has been 
devoting his energies to the tentative 
program which was outlined by Presi- 
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dent Crane and the officers of the sec- 
tion at the first meeting of the executive 
committee. 

The members of your executive com- 
mittee have given careful attention to 
the various phases of clearing house 
methods during the past year. Your 
committee feels that it is desirable that 
the clearing houses throughout the coun- 
try should be brought in closer touch 
with the section and that new phases 
of clearing house activities, which are 
found to work successfully in the various 
sections of the country, should, through 
the section, be brought to the attention 
of the other clearing houses at regular 
intervals so that they may have an op- 
portunity to take advantage of such of 
these ideas as may be of value to them. 

With this thought in mind the secre- 
tary has been issuing a monthly bulletin 
which has done much to cement and 
bring about a close uniformity in the 
rules and regulations of the clearing 
houses. Much thought was given as to 
just what line of activities would be of 
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. the greatest benefit to the section as well 
as its members. 

: The following suggestions were re- 

nal garded as being the most important: 

a (a) Extension of the Clearing House 

i Examination system. 

00 (b) New Clearing Houses. 

tet (ec) Country clearing houses and 

‘i. county clearing houses. 

(d) Endeavor to bring the inactive 

ms clearing houses into the section. 

i (e) Total Bank Transactions. 

- (f) Monthly Bulletin. 

i (g) Condensed Financial Statement 

ae Form. 

236 (h) The widest possible use of the 
proper application of the Universal Nu- 

- merical System. 

ibd (i) The use and standardization of 

688 the No-Protest Symbol Plan. 

960 (j) Uniform Charges for Collecting 
Acceptances. 

“ (k) Developing a plan for the anal- 

a ysis of accounts of individuals, firms and 

362 corporations. 

(1) Aiding in standardizing sizes of 
E cheeks and draft forms. 

Much work has been done this year 
al rp most of these scheduled activities. 
g special effort has been made to in- 
year; terest the bankers in the condensed fi- 
pro- nancial statement form which has the 
a . endorsement of the American Institute 
ee of Accountants and the National Asso- 
— elation of Credit Men. This statement 
i a form has been accepted by hundreds of 
ting, banks throughout the country as the last 
> word in a financial statement form. 
ing A special effort has been made to in- 

terest the clearing h that are with- 

» of ring houses that are wi 
rast out the examinef system in such a sys- 
a tem of examination, which has proved 
oes to be a great safeguard. Through this 
the se the composite judgment of the 
+ adle ng fraternity can be obtained and 
Mr. more careful scrutiny can be kept on 
ak all lines of business seeking credit and 
aiieh pi tendencies not only on the part 
om of the patrons of the bank but upon the 
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By this unique name the Chemical Na- 
tional Bank has been known since the 
period in 1857, when it was the only 
bank that continued specie payments — 
and this name epitomizes the entire his- 
tory of the Chemical. 


A Commercial Bank — perform- 
ing every function of a bank 
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banks themselves can be checked. To 
my mind there is not any subject of 
greater importance to the clearing houses 
of this country than that of placing a 
clearing house examiner in every city 
or community wherein is located a suffi- 
cient number of banks, the supervision 
and examination of which would require 
the time of one or more men. At the 
annual meeting of this section several 
years ago J. W. Wilson, the efficient 
examiner of the Los <Angeles Clearing 
House Association, made a statement to 
the effect that up until that time no de- 
positor had lost a single dollar because 
of the failure of any bank under clearing 
house examiner supervision. 


The secretary has just issued a book- 


let on this system of examination out- 
lining it purpose, plan and possibilities, 
together with letters of commendation 
from the leading bankers in the cities 
where this system of examination is in 
force. After you read this booklet, I 
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believe you will agree with the officers 
of this section that there could not be a 
greater commendation or a stronger ar- 
gument than this for the adoption of the 
clearing house examiner plan. 

Your secretary has: been concentrating 
on two or three states at a time in an 
endeavor to interest the smaller cities 
and towns that are without a clearing 
house association, to form such an or- 
ganization. He has been very successful 
so far this year. A special effort has 
also been made to organize county 
clearing houses in those counties where 
such an association would work to the 
benefit of not only the banks but the 
communities as well. 

Your secretary has been working in 
conjunction with the committe on forms 
of the state secretaries section in an 
endeavor to bring about a standardized 
form of check and draft. 

Another feature of importance that I 
would like to mention is the monthly 
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bulletin which the secretary issues and 
sends to the managers of every clearing 
house association in the country. I be 
lieve that this’ bulletin should prove to 
be an indispensable letter of useful jn. 
formation to the manager of every asso. 
ciation. 




















What we need most to advance the 
usefulness of the Clearing House See. 
tion is closer co-operation with the 
section by the clearing house members, 
To bring this about your secretary a 
short time ago sent a questionnaire to 
the manager of every clearing house in 
the United States asking for informa. 
tion which, when compiled, will be of 
very great value to clearing house men- 
bers. Your committee feels that this 
section is a place in which the activities 
of all clearing houses should be recorded 
and from it information relative 
to new ideas and methods should be dis- 
seminated. If every clearing house offi- 
cial will send to the secretary of the 
section a report of all changes in various 
systems and methods in their respective 
organizations when they are brought 
about, the information acquired can be 
made of much value. 

We want you as members of this 
section to feel perfectly free to com- 
municate with the secretary at any time 
regarding any information you are in 
need of. If it is in his office, he will 
furnish it. If not, we will be very glad 
to procure it for you. Through the 
hearty co-operation of the clearing 
houses with the secretary a great deal 
of good can be accomplished and a fur- 
ther development of the clearing house 
idea can be brought about. 


ARE TODAY’S CUSTOMERS 
GOING TO STAY PUT? 


66" DHE Slogan of Today” was made the 
subject of an address to the Clear- 
ing House Section of the bankers’ con- 
vention by Alex Dunbar, vice-president 
and cashier of the Bank of Pittsburg 
National Association and president of 
the Pennsylvania Bankers Association, 
in which he said, among other things: 
“In all activities of the American 
Bankers Association, I know of 10 
greater constructive force than the 
Clearing House Section. Being orgat- 
ized with its local units in all sections 
of every state in the Union and having 
all community questions of a financial 
character submitted to it, one could 
hardly imagine a more potential power 
for public community advancement. 
Clearing House organizations enjoy the 
absolute confidence of the public in all 
matters discussed and decisions rendered. 
“T think sometimes that the clearing 
house activities are too much regarded 
in the same light as a fine watch. The 
absolute dependence which we put 
it, our utter lack of worry about its 
proper and _ continued _ functioning, 
makes us too often indifferent to a sult: 
able appreciation of the nice mechanism 
| which makes such smoothness and at 







































































Where commerce is opening 
new pathways 


N Eldorado reached only by traveling a 

rugged road; vast wealth in latent 

resources; immense agriculture production; 
amazingly prosperous cities rewarding breath- 
less climbs to mountain heights; that is South 
America. Though the people welcome our 
commercial advances, North American firms 
have met with varying degrees of success in 

; courting these markets. 





















Experience indicates that the manner of 
approach strongly influences the result. 
European firms have won favor by keen 
missionary work supported by merchandising 
methods adapted to local customs. American 
firms strongly established there also testify 
to the advantages of transacting business 
according to the preferences of the various 
countries. 



















From Caracas to Cape Horn, The National 
Shawmut Bank is represented by affiliated 
strong local banks—practically branch banks 
—which are energetic in welding the tie 
between the two Americas. ‘These affiliates 
are directed by able officers who interpret 

the customs and markets for the benefit of 
copies or our €Xporters and importers. They constitute a 
Pasian Puhage strong link in the service Shawmut renders 


Te haee 2” ~to clients who invite us to assist them in 


Acceptances 


Scandinana Cultivating South American friendships. 
































It would give us pleasure to serve you 


THE NATIONAL SHAWMUT BANK of BOSTON 
Capital, surplus and undivided profits, $22,000,000 
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euracy possible, and to the brains which 
conceived and co-ordinated the mecha- 
nism. Let us examine the principles 
which underly the activities of a clear- 
ing house and see if we cannot find 
therein some cardinal principles which 
can be applied to other phases of our 
business. What is the magie of its suc- 
cess. In the first place, its very exist- 
ence is the conceded necessity of co-oper- 
ation. Wherever we find a clearing 
house, we find all of its many contribut- 
ing units helping each other, in a broad 
community sense. This is the secret 
of its success: Co-operation and co- 
ordination. Cannot this lesson be also 
applied to the entire banking structure 
in a larger sense? I think so. The 
war has guided the footsteps of millions 
of people through the front doors of 
American banks who otherwise never 
would have thought of a bank. The 
majority—I venture a great majority— 
of these people, think of the bank in 
terms of the cold marble of its architec- 
ture. They have discovered by the ac- 
cident of a great catastrophe, the need 
and protection of a banking institution 
in their daily activities. The question 
which now faces us bankers is ‘Are these 
embryonic customers going to stay put?’ 
Are they going to be written into the 
permanent records of American business 
as assets or liabilities? The answer is 
in the hands of the bankers themselves. 
These people have made the initial ges- 
ture. They have, by their act of coming 
to the banker, labeled themselves as 
potentially desirable. No shortsighted 
policy should guide the banker in the 
handling of this important situation. In 
my judgment, upon how this new crop 
of bank depositors is handled will deter- 
mine, in no small measure, the future 
status of America’s economic structure. 

“America, broadly speaking, is a 
spendthrift nation. Here we have mil- 
lions of people literally pushed into our 
American banks for the first time. The 
present industrial conditions are teach- 
ing millions more a stern but much needed 
lesson in thrift. Now, that we are 
‘rounding the corner’ it is clearly the 
problem of the American banker to 
determine the best method to pursue to 
hold these hosts on the right road of 
systematic saving. We might submit 
several constructive suggestions such as 
advertising, service, ete., but to probe 
more deeply and get down to the first 
essential and the keynote of the situa- 
tion, we are confident that bankers must 
establish ‘more friendship in business.’ 

“I maintain, with all the earnestness 
of a profound conviction, that there is 
not enough of the ‘human touch’ in our 
every-day contact with patrons. We 
bankers are on a pedestal to the average 
man and woman of the community. In- 
correctly, these people assume that our 
intellect and judgment are superior to 
theirs. This mental attitude creates a 
false and frosty atmosphere which will 
destroy the growth of confidence. It is 
our immediate duty, therefore, to have 
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YOUR PROBLEMS 
OUR BUSINESS 


@* organization of over a 


hundred men has for more fhan 
ten years devoted its energies ex- 
clusively to deposit building jorBanks. 


By applying good business sense to 
our clients’problems,we have had the. 
pleasure Picts 5 some & them mul 
tiply their deposits more t antenfold. 


We do not experiment with untried. 
schemes, but ifvou are open to apply 
practical measures to increasing 
your deposits, thenwe are seeking 
to prove our efficiency toyou by 
GUARANTEEING. RESULTS 


CORRESPONDENCE INVITED WITHOUT OBLIGATION 


THE BANKERS SERVICE 
CORPORATION @ NEW YORK 


19°21 WARREN STREET NEW YORK CITY 
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the American people think of our banks, 
not as cold, impersonal corporations, 
but in terms of friendly individuals, de- 
siring to serve their best interests. 
That’s what we need, less of the frosty 
icing on our cake. 

“But how are we going to ‘sell’ our- 
selves to the American people? How 
are we going to demonstrate to them 
that their ‘good will’ is what we want? 
What must we do to convince the great 
masses that banks are created for the 
purpose of being used by them freely in 
everyday affairs (in the same manner 
and with as little ceremony as a depart- 
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“BANK MESSENGER” 


This method of personal advertising produces a 
sense of fre-dliness between your bank and ite 
patrons that cannot be achieved 
in any other way. 
Only one bank in a community 
can have the ‘‘Bank Messen- 
ger’’—make it your bank. 
Write us on your letterhead 
and receive more detailed 
information as to cost, ete. 
A The Christmas issue print- 
ed in 2 colors without 
extra charge will soon 
be ready for press—beat your competitor to it. 


Ne 
Filline-Jacobson Advertising Service 


2530 N. HAMLIN AVE. CHICAGO 
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MERCHANT 
BANKERS 


A ready comprehension of 
the essential facts of its cus- 
tomers’ commercial needs 
has always characterized the 
service of this bank for the 
reason that 65 years ago it 
was established by a group 
of prominent merchants, 
and has been manned and 
directed ever since by mer- 
chant bankers—men with 
a practical appreciation of 
the merchant’s and bank- 





er’s point of view. Established 1856 


THE 
NATIONAL PARK BANK 


OF NEW YORK 
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A World Wide Exchange Service 


Through the actual operations of the Union Bank of Canada’s 


own Foreign exchange 


departments 


in London, New York, 


Montreal, Toronto and Vancouver, the officers of the New York 
Agency of the bank are closely in touch with the financial 


markets of the world. 


The bank is therefore in a position to transact Canadian business, 


not only as a thoroughly equipped Canadian bank, 


with international connections. 


but as one 


A CANADIAN BANK FOR CANADIAN BUSINESS 


Union Bank of Canada 


49 Wall Street, New York, N. Y. 
Resources $169,000,000 





Trade in the Philippines 

Increased shipping activity to Atlantic 
and European ports noted in recent days 
in the Philippines is taken in commer- 
cial circles there as indicative of a re- 
vival of the export trade to Europe and 
the United States Atlantic seaboard. 

Lack of a strong demand for Manila 
hemp in the United States has curtailed 
Philippine trade to Pacific ports. 

The bulk of the cargo for Europe and 
Atlantic ports is hemp, copra, copra 
eake, and sugar, the latter commodity 
going mostly on consignment. 





W. B. Hunter is the new cashier of 
the Peoples State Bank, Augusta, Wis- 
consin. 





J. E. Carson has been elected presi- 
dent of the Peoples State Bank of Col- 
chester, Illinois. He succeeds E. J. 
Woolever, who resigned. 


E. D. Warren & Company, investment 
dealers, have removed their New York 
offices to larger space in the City Invest- 
ing Building, 165 Broadway. 
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ment store)? In short, what must we 
do to popularize banking—because that 
is what banking needs today more than 
any other thing? 

“The answer is simple. It is simply 
the affable SMILE, the exchange of con- 
fidences, the assumption of equality, the 
cordial handshakes and the outward ex- 
pression of warm hearts—that is the sort 
of atmosphere which breeds confidence, 
and the only kind which does. Do not 
make the fatal mistake of thinking that 
you ean ‘sell’ your institution strictly on 
‘knowledge’ or strictly on ‘ability.’ The 
American masses are moved by impres- 
sions and the pleasant smile of the most 
humble employe will develop more 
friends for the bank than a masterly 
mind but cold heart of the highest officer. 


“The rehabilitation of world business 
and world affairs rests four-square upon 
the practice of the old-fashioned but 
ever-beautiful doctrine ‘Do unto others 
as you would have others do unto you’. 
That, in my humble judgment, is the 
‘Slogan of Today’.” 


W. M. Hetherington was recently 
elected president of the First National 
Bank, Dubuque, Iowa, to fill the vacancy 
caused by the death of S. H. Eighmey. 











Alfred A. Wells has been elected 
president of the First National Bank 
of Marathon, Iowa. 

The Security Savings Bank, Ninth 
and Pike streets, Cincinnati, held its an- 
nual election a short time ago and 
re-elected the following officers: Ed- 
ward Zeisz, president; Louis Fritz, vice- 
president; George J. Wieschorster, sec- 
retary and treasurer. 


“The American 
has increased its capital from $150,000 
to $225,000. 


Bank of Greenville, 


T. N. Halvorsen, cashier of Bank of 
Ettrick, Wisconsin, has resigned. 


J. A. Hatch, cashier of the First Na- 
tional Bank, Harlem, Montana, has re- 
signed. He purchased an interest in a 
bank at Kennewick, Washington. 


home of the State Bank 
Wisconsin, is nearing con- 


The new 
of Phelps, 
pletion. 








J. Cleveland Wands, assistant cashier 
of the Merchants’ National Bank, Bal- 
timore, has been elected vice-president 
of that institution. 


P. Frank Barr and Michael Yoncovig 
have been elected to the board of the 
Market Street National Bank, Phila- 
delphia. 


Benjamin E. Bristol has been ap- 
pointed assistant treasurer of the Bur- 
lington Savings Bank, Burlington, Ver- 
mont, succeeding Charles E. Beach. 
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“The Government is the people’s business— 


The concern of every man, woman and child.” 
. 3 President Harding. 


OF of the biggest, most profitable projects in the history of advertis- 


ing is represented in the distribution of twenty million pieces of 
literature, on the subject of Our Government, by bankers through- 
out the United States. 


This educational material—available through 
The Collins Service—has proved of such 
universal appeal, and been productive of such 
profit to the bankers distributing it, that we 
are issuing a human interest history of its 


Write for this publication; it will be sent 
gratis. It includes the written approval and~ 
informal photographs of bankers and govern- 
ment officials. Youll be interested in what the 
officials say about the character of our ser- 


success. vice—and what the bankers say about results. 


The Collins Service 


The Recognized Standard of Financial Advertising 
PHILADELPHI 


cA ; 
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He Knows Every Mail 
Route Out of Cleveland 


ND he’sin our Transit Department. Speed! That’s his 
first consideration. He can tell in a second the best 
route and best train to hurry your out-of-town items. 


‘‘Save a day”’ is his slogan —and sometimes he saves two 
or three. 


As high as one hundred thousand checks a day have gone 
through our Transit Department and every single check 
catches the first train out of Cleveland bound for destination. 
Wouldn’t it be a satisfaction to you to know that your out-of-town items were 
actually being collected post-haste and not lingering along the road? 
Then there’s the interest to consider—for because of our prompt presentation 


of checks we are able to handle them for correspondents upon very attractive 
terms which will appeal strongly to you. 


Let us write you about this. 


Capital and Surplus $33,000,000 


The Union Trust Company 
Cleveland 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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INCREASING ATTACKS YIELD RICH 
HAUL FOR BURGLARS 


Loot obtained from member and non-member banks 
approach the million dollar mark during the past year 


"RING the twelve months (Sept. 1, 
D 1920, to August 31, 1921) which is 
covered by this report,* your committee 
and department have been very active 
owing to the increase in crime and from 
all indications we look for a continuance 
of this crime wave this coming winter. 
Your committee feels that they have been 
able to cope with the situation so far 
and will continue their vigorous policy 
and eventually this epidemic will be 
overcome, 

Arrests 
For the ‘period from September 1, 
1920, up to and including August 31, 
1921, we beg to report as to the opera- 
tions against criminals, as follows: 


Total cases not disposed of, arrested 
prior to September 1, 1920 
Total arrests since September 1, 


Convicted 


Released, escuped, died and insane. .169 


Awaiting 

Burglaries and Attempted Burglaries 

Since September 1, 1920, up to and 
meluding August 31, 1921, there have 
beeu burglaries and attempted burglar- 
ies on members, and similar crimes on 
non-members, as follows: 

*This is the report of protective committee 


of the A. B. A., submitted at the Los Angeles 
Cenvention. 


The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 
banks and giving genuine 
satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 
16 Fulton St., W. GRAND RAPIDS, MICH. 


M. R. LOMBARD 
Great Northern Hotel, Chicago 
Western Representative 


Non- 
Members 


Members 


Arkansas 
California 
Colorado . 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
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Kansas 
Kentucky 
Louisiana 
Maryland 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
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New Mexico ... 
New York 
North Carolina .. 
North Dakota .. 
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Oregon ? 
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South Carolina 
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Texas 
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Washington 
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Wisconsin 
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In the following states no burglaries 
or attempted burglaries have been com- 
mitted: Alabama, Arizona, Connecticut, 
Delaware, District of Columbia, Maine, 
Massachusetts, Nevada, New Hampshire, 
Rhode Island, South Dakota, Vermont, 
Wyoming. 

Of the attacks on members, 166 were 
suceessful burglaries and 74 unsuecess- 
ful burglaries. 


Of the attacks on non-members, 54 
were successful burglaries and 25 unsue- 
cessful burglaries. 


The loss sustainéd by members in con- 
nection with burglaries was $239,087.95, 
while the loss sustained by non-members 
amounted to $48,658.60 


The following figures are given for 
your information of reported burglaries 
and attempted burglaries, on banks, 
since the inauguration of the protective 
features, such as are known. 

Non-members 
Members 
Difference 


Loss (Non-Members) 


$3,811,312.88 
Loss -(Members) 


736,846.77 


Difference $3,073,466.11 


Hold-ups 


Members Non- 


Members 
Alabama 


Arizona 
Arkansas 
California 
Colorado 
District of Columbia 
Florida 
Georgia 

Tdaho 

Tllinois 
Indiana 

Iowa 

Kansas 
Louisiana 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 


Oh ee 


North Dakota 
Ohio 
Oklahoma 
Pennsylvania 
South Daketa 
Tennessee 
Texas 

Utah 
Washington 
Wisconsin 
Wyoming 
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In the following states no hold-ups 
have been committed: Connecticut, Del- 
aware, Kentucky, Maine, Nebraska, 
Nevada, New Hampshire, New Jersey, 
New Mexico, North Carolina, Oregon, 
Rhode Island, South Carolina, Vermont, 
Virginia, West Virginia. 

There have been 97 hold-ups on mem- 
bers with a loss of $656,290.21. 

During the same period there have 
been 39 hold-ups on non-members with 
a loss of $280,462.62. 

Our members, as a rule, report all 
attacks on them, also the exact loss sus- 
tained; while, on the other hand, non- 
members rarely report attacks on them, 
or the loss, with the result that we do 
not obtain a record of some of these 
attacks or losses. 

It will be noted that there have been 
more attaeks by burglary, attempted bur- 
glary and hold-ups on members than 
on non-members during the past year, 
but it must be taken into consideration 
that the association has 23,632 members 
and there are only 9,611 non-members. 

During the twelve months covered by 
this report, September 1, 1920, to 
August 31, 1921, we have referred to our 
detective agents, the Wm. J. Burns In- 
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BULLET 
PROOF 
GLASS 





Trade Mark Protected by U. S. Patents 


The Bullet Simply Couldn't Go Through 





HIS remarkable 

photograph — was 
taken in the early 
spring of this year 
=| outside our factory 
|}: at Wissinoming, 
s} §~§$Penna. - The bullet 
was fired at a dis-. 
tance of 3 feet from 
the glass, froma 
heavy-calibered re- 
volver. The bullet 
cracked the glass— 
but it didn’t go 
through simply be- 
cause it couldn’t get 
through! 










Equip your Bank with Safetee Bullet Proof Glass. It is hold up 
insurance, for it stops the bullet of the hold-up man, the while his 
revolver shot is acting as a burglar alarm for you! 


No wire mesh in Safetee Bullet Proof Glass—just transparent plate 


glass. But it’s bullet proof—and we guarantee it. 











Write us today 


SAFETEE GLASS COMPANY, Sole Manufacturers 


Broad and Wood Streets, Philadelphia, Pa. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





PROOF VAULT 


Hall Safe & Lock Co. Manufaciurer 


OUTSIDE DOOR (Solid) —314’ thick, 
of which 144” is non-drillable chrome 
steel, bolt work operated by Yale & 
Towne Automatic and 3-movement 
timer. Glass frame over bolt work. 
16-134” locking bolts. Heavy bolt 
frames. 

INSIDE DOORS—1’ thick, flat bolts, 
key lock. Vestibule 24” deep, 244" 
thick with 1” chrome steel. 

DAY GATE—Heavy construction. 

LINING—\’ thick, angle corners, size, 
8’x8’x10’ long. : 

FINISH—Entire plating and painting 
refinished, all bolt work rebuilt as 
goodasnew. Total weight 15,000 lbs. 
Ready to Ship Price Attractive 
Year Guarantee Write Today 


The Bank Vault Inspection Co. 
Bank Vault Engineers 
1609 Ranstead St. Philadelphia 
Bank Lock Inspection 
Safe Deposit Box Equipment 








Re a 

. — od 

| UR staff of engineers—with 
the accumulated experience 

of solving protection problems 

since 1883—will submit special 

plans on request, for masonry | 

vaults,to suit your requirements. 

No charge or obligation. Write today. 
38 years of knowing how 

THE NATIONAL SAFE COMPANY 

FOUNDED AS THE NATIONAL SAFE 

AND LOCK COMPANY IN 1883 

Cleveland, U. S. A. 


Makers of High Grade Bank Equipment, 
Safes, Vaults, Seal-joint Safes 














The 


Continental and Commercial 
Banks, Chicago, through their publicity 
department, has issued a handsome 24 
page book, 9 x 12 inches, containing 
reproductions of 32 recent advertise- 
ments. This book was produced in re- 
sponse to a general request for copies 
of the individual advertisements and 
will be mailed to any bank or banker on 
application to the publicity manager. 


Sketches have been drawn for the 
erection of a bank and office building 
for the Cataract National Bank, Niagara 
Falls, New York. It will be two stories 
high. 


Architect has been selected to draw 
plans for enlarging the quarters occu- 
pied by the State Bank, West Union, 
- Iowa. 


ternational Detective Agency, Ine., for 
investigation, 1,650 cases of burglary, 
attempted burglaries, hold-ups, forger- 
ies, ete., with the following results: 
Cases closed through arrest by Burns or on 


information furnished by them........ 405 
Cases closed through arrest by local and 
through other sources ........-.+e++% 241 
Cases closed through Burns by restitution 
having been Made ......scscccessces 53 
Operator located by Burns or no criminal 
action having been taken ........... 81 
Cases still pending .........e-seeccees 132 
Cases held up awaiting further development 
Gio Gra: orarereipes aera eeU ers 738 
GE cbicsmsaccetaemeees teiceness 1650 


Correspondence 


During the past year from September 
1, 1920, to August 31, 1921, the protec- 
tive department has received 34,546 re- 
ports and other communications from 
our detective agents. The department 
has also received 1,757 letters ‘and tele- 
grams, written 2,749 letters and tele- 
grams. These figures do not include 
circular letters and similar communica- 
tions. 

Offices of Our Detective Agents 

The William J. Burns International 
Detective Agency, ine., now has 30 offices 
and special representatives in this 
country, three in Canada and one in 
England. 

William J. Burns, who has recently 
taken office as head of the Bureau of 
Investigation of the Department of 
Justice at Washington, has for twelve 
years performed, through the William J. 
Burns International Detective Agency, 
Ine., the protective work of the Ameri- 
ean Bankers Association. Though his 
appointment as head of the Investigation 
Bureau necessitated severing his con- 
nection with the Burns Agency, the pro- 
tective work of this association will not 
be decreased in efficiency,. but will be 
continued as established by the agency 
now conducted by Mr. Burns’s two sons, 
Raymond J. Burns, president, and W. 
Sherman Burns, secretary and treasurer. 
The appointment of Mr. Burns, Sr., has 
a special significance to the banking 
world because he will organize immedi- 
ately a central bureau of investigation 
where the records of all dangerous crim- 
inals will be assembled for the informa- 
tion of the police forces of the country, 
as well as for the use of government 
operators. The co-ordination of gov- 
ernment efforts and the making available 
information for all engaged in the pre- 
vention and detection of crime should 
add to the protection of the banking 
class. The prevention and the suppres- 
sion of crime rather than merely deten- 
tion of offenders after the commission 
of crimes is the principal factor in Mr. 
Burns’s plans for the reorganization of 
the office to which he has been called 
by the Administration. 

Financial 

The protective committe have made a 
detailed statement to the finance com- 
mittee covering the disbursements during 
the period covered by this report and 
a general statement will be found in the 


pamphlet containing financial state- 
ments. 
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WHY TRUST DEPARTMENT 
SHOWS BIG PROFIT 


(Continued from page 12) 


provided against it. Such a series 
should close with an appeal against pro- 
crastination, the vice that has done more 
than all else to wreck estates; for men 
and women are strangely negligent about 
their wills. They put them off from 
day to day, and from year to year, fully 
persuaded that there is plenty of time, 
and nothing is more vital to the success 
of an educational campaign, than to re- 
move this false impression. 


Experience confirms my own impres- 
sion that such a campaign should be 
mailed to residences. Only a few of a 
business man’s letters go to his home. 
He has more time to read correspondence 
there. What he opens at his fireside wiil 
not be thrown into the waste basket 
unread. 


I would open such a campaign with a 
letter to the lawyers of the community. 
Attorneys and trust departments need 
each other. Their relations should he 
cordial and co-operative. Wills should 
be drawn by lawyers; court matters 
should be handled by lawyers; lawyers 
should advise in all legal matters; and 
trust companies are glad to suggest io 
their clients that they employ lawyers 
for these purposes. But. estates can be 
managed and settled with great efli- 
ciency by companies organized for that 
express purpose; by organizations em- 
bracing men specially skilled in invest- 
ment, specially acquainted with values; 
specially trained in accounting; specially 
experienced in managing eapital for 
others. Lawyers need the trust com- 
pany that the detail work of their cli- 
ents’ estates may have the attention it 
deserves. The trust company that is 
about to begin a campaign for fiduciary 
business should tell the lawyers of its 
community what it hopes to accomplish 
not only for itself, but for them; and 
it should tell them too that its rule is 
to employ a deceased clients’ attorney 
for every legal service which his estate 
may: require. 


I have outlined briefly my idea of 
what the trust department should do to 
get new business. Perhaps it might 
be well, before I close, to remind you of 
the many ways in which that business 
will show its value; once it is procured. 
The trust department feeds every 
other department of a trust company or 
a bank. It furnishes deposits; it fur- 
nishes a market for the securities sold 
by a bond department, or the mortgages 
handled by a mortgage department. it 
furnishes clients for a rental depart- 
ment; it furnishes patrons for a safe 
deposit vault. It brings every one who 
is interested in an estate into touch with 
the other departments of the institution 
which maintains it, thus furnishing new 
patrons to the varied services: of a trust 
company or a bank. It ties clients to 
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Complete Bank | 
Protection— 


- 


N° system which does not render a 

bank immune to every form of bur- 
glary, night and day, is adequate to the 
needs of present-day banking. 


There has never been a time when the 
need for complete protection of the 
funds and securities in the custody of 
American Banks was more vital than 
now. 


The growing prevalence of vault-cracking 
and day-light hold-ups is a serious men- 
ace to the thousands of unprotected or 
inadequately protected banks throughout 
the country. 


The Simplex System presents to the 
banker the most complete and most 


practical protection that has yet been 
conceived. 


To the banker who recognizes his need for 
infallible protection we have some facts 
that are vitally interesting. Write for them. 


SIMPLEX ALARM CO. 


Milwaukee Wisconsin 
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They have 


traveled far— 


TRAVELERS’ 


—- Ch 
abankers Cheques 


SSG 


Ameriran iran Gaukers Assuriation it 


OU can recommend these universally 
used travelers’ cheques to your custom- 
ers with the knowledge that for many years 
and in many lands they have been used and 
found unfailingly satisfactory. Today they 
enjoy the confidence of travelers the world 


over. 


For full particulars and literature write to 


BANKERS TRUST COMPANY 


NEW YORK CITY 





Security Bank of Chicago celebrated 
its fifteenth birthday several weeks ago 
-with a reception and housewarming. 
The bank’s deposits have grown from 
$1,200,000 at the end of the first year 
to $6,500,000. a 


The capital stock of the Chicago 
Trust Company has been increased from 
$1,000,000 to $1,500,000. The new stock 
is offered to the present stockholders 
at par, $100, and will be ready for de- 
livery April 1, 1922. 


John H. Streicher was recently ap- 
pointed to take charge of the east side 
office of the Commercial Savings Bank 
& Trust Company, Toledo, Ohio. 








B. Docken has purchased the interest 
of A. L. Halnorson in the Holt State 
Bank, Holt, Minnesota. 


The Security State Bank of Wichita, 
Kansas, has increased its capital from 
$50,000 to $100,000. 





At a recent meeting of the Warwick 
Savings bank, Wilbur C. Lazear was 
elected president to fill the vacancy 
eaused by the death of John Sayer. 
Frank F. Holmes was elected first vice- 
president; Henry Pelton, second vice- 
president; and Charles Feagles, a 
trustee, to fill vacancy. 


Arthur Cook, cashier of the Union 
State Savings Bank and Trust Company, 
Kewanee, Illinois, has resigned to be- 
come assistant treasurer of the Kewanee 
Boiler Company. 


Whitfield W. Smith, cashier of the 
First National Bank, Paterson, New 
Jersey, was elected president to fill the 
vacaney caused by the death of Presi- 
dent Edward T. Bell. 





Plans have been drawn for remodeling 
store space into banking quarters for the 
First National Bank, Berlin, Wiscon- 
sin. It will be of brick construction. 
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you as nothing else can tie them. Its 
relations are naturally more cordial and 
more lasting than those created in the 
other departments. It furnishes the 
most valuable business that a trust com- 
pany or a bank can have. 


A trust company or a bank owes du- 
ties to a valued client which should ex- 
tend beyond his life. If it gives its 
counsel to him, as a capable business 
man, it certainly should give its counsel 
to the members of his family, inexperi- 
enced in business matters, after he is 
gone. If it shields and aids the strong, 
resoureeful man of business, how much 
more should it shield and aid the helpless 
family he leaves behind him? It very 
properly finds profit in meeting these 
obligations and in rendering through its 
other departments the many services 
which the estates in its trust department 
require. 

Trust departments of our state should 
also urge the making of wills by wives. 
No man can be sure that he will escape 
embarrassment under our community 
property law unless his wife has made a 
will. Without that protecting instru- 
ment, he may be compelled to divide his 
property and take resources out of his 
business which it greatly needs in order 
to settle his wife’s estate. The trust 
department, in its advertising campaign, 
may render a public service by urging 
that the wives of business men go to 
their lawyers and have them prepare 
their wills. 


Fiduciary business may be had, I may 
say in closing as I said when I began. 
through education. If you let your 
light shine, the public will find eyes to 
use it; but without the information 
which should properly come from you, 
the windows of their understanding will 
remain closed. 


Every trust officer owes a duty to his 
community. Each should show his 
neighbors, his patrons, and his friends 
how much he ean do for them in pre- 
serving their estates, and in rendering 
their capital fruitful. We shall be 
ashamed of ourselves if we neglect that 
duty, and we shall reap a rich reward 
if we discharge it. 


Joseph W. Conway, deputy commi- 
sioner of banking for Michigan, has been 
named vice-president of the Citizens 
National Bank, Green Bay, Wisconsin. 


John G. Nagel, for thirty years con- 
nected with the Meriden Savings Bank, 
Meriden, Connecticut, has been ap- 
pointed secretary and treasurer. 


Contracts have been awarded for en- 
larging the building oceupied by the 
Easton, Pennsylvania, Trust Company. 
The new quarters will be five stories 
high and occupy ground 40 x 70 feet. 
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OVERCOMING THE BIG OBSTA- 
CLE IN GETTING 
NEW BUSINESS 

(Continued from page 17) 
the interest of the investment banker. 
Another hopeful sign is the recent in- 
auguration of plans for popular edu- 
eation in banking to be given in the 
local schools by bankers. This plan of 
giving a series of lectures in the schools 
explaining what banks are and how they 
operate is sure to be effective if bankers 
—especially bankers in the smaller towns 
—will co-operate in delivering the lec- 
tures in the schools when the children are 
gathered in general assembly. Teachers 
will undoubtedly be glad to arrange a 
period each week for ten or twelve weeks 
during which the local banker can give 
an exposition of banking in an elemen- 
tary manner. Not only will the school 
children learn the fundamentals of bank- 
ing but they will likely be able to go 
home and tell Dad and Mother some 
facts about banking which will be news 
to the parents. 

Of course such work that is under- 
taken in educating school children in 
banking is necessarily directed towards 
the future and if the parents are reached 
through the lectures it will be only in- 
cidentally. To educate the parents the 
only practical way seems to be by means 
of short pithy advertisements each of 
which explains briefly some particular 
function of the bank. A series of well- 
written advertisements clearly explain- 
ing the operation of banks and the 
services which they offer will do much 
towards clearing up local understanding 
of banking and instill people with new 
confidence in the institution which serves 
them in matters pertaining to finance. 

It is true, of course, that the banker 
who undertakes the work of educating 
the publie will not reap his reward im- 
mediately. In the matter of teaching 
the children he must perforce wait a 
number of years before he will see the 
results of his labors. Nor need he 
expect a spontaneous response to his 
efforts to enlighten the older generation. 
But ultimately he is certain to be re- 
paid for his efforts. As time goes by 
new business will increase more rapidly 
from year to year—the result of edu- 
cation. 

But no substantial progress can be 
made on a foundation of ignorance. It 
Is up to the progressive banker to do 
his share in dispelling the lack of ur.- 
derstanding of banks and banking. And 
enlightened advertising, written by 
skillful hands, is the surest and quickest 


solution of taking the mystery out of 
banking. 


Plans are being drawn for a new 
$2,000,000 Federal Reserve Bank in St. 
Louis. Bids will be taken shortly. 


Work has started on the Bank of 
Berea, Ohio, new building. It will be 
one story high. 
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Where Are New Depositors 
Coming From? 


Right this minute there are sitting at desks and 
working at benches thousands of men and women 
to whom a safe deposit box can be rented. Then 
the next step is to make them a depositor. 

Barshal Safe Deposit Boxes make the kind of an impression 
that pays profits. Built in units they build up horizontally 


and vertically in perfect alignment. You can start with a few 
units and add others as you need them. 


The Barshal Line 
Includes 
Metal Furniture 
Steel Filing Equipment 


Ornamental Bronze and 
Iron Work 


Banking Room Fixtures 


Ask us for full details of how we help you rent boxes. The 
Barshal representative in your terricory gladly explains this 
successful plan. 


STEEL EQUIPMENT 
CLEVELAND O 


— FARSHAL— 


People are forming the safe deposit box habit | 


fem depositors will expect this 
service from you. 


Now is the most advantageous 
time to buy equipment. 


SARGENT & GREENLEAF, INC 





O. W. Gardner has been elected vice- 
president of the newly organized 
Gering, Nebraska, State Bank. Lloyd 
Denslow remains president and Carl 
Henatch, cashier. 


The Farmers and Merchants Bank, 
Thief River Falls, Minnesota, recently 
announced the election of Albert Lon- 
son, North Dakota bank examiner, cash- 
ier, succeeding L. A. Lampert. 
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When placing your order, specify | ; 
the locks which set the standard of 

quality. 

Specify S. &. G. Security. 


ROCHESTER 
® NewYork,U.S.A. 










A. A. Wells has assumed active man- 
agement of the First National Bank of 
Marathon, Iowa. 








Reorganization of the State Bank 
of Nelsonville, Wisconsin, took place 
a short time ago, and the following offi- 
cers and directors were elected: Presi- 
dent, Theo. H. Johnson; vice-president, 
Martin E. Moe; eashier, T. N. Hal- 
verson. 















In THE MIDST or THINGS 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 


Complete Banking Service 
More than $55,000,000 Invested Capital 


The Farmers National Bank has had 
plans drawn for a bank edifice. It will 
be of brick and stone construction. 


J. B. John and W. A. Ansorge, vice- 
president and secretary respectively of 
the Newaygo, Michigan, Portland Ce- 
ment Company have acquired a sub- 
stantial interest in the First State bank 
in that city. 


The Federal Reserve branch bank 
in Jacksonville, Florida, is planning the 
erection of a banking house. 


C. O. White was elected president of 
the Farmers’ National Bank of Stafford, 
Kansas, at a meeting of the board of 
directors recently. 





The Fidelity National Bank and 
Trust Company of Kansas- City has 
established a bond sales branch in 
Wichita. R. E. Booth has been ap- 
pointed manager. 





Adolph L. Rosenberg has been elected 
a director of the People’s Banking and 
Savings Company, Cincinnati, Ohio, to 
fill the vacancy caused by the recent 
death of his late father. 


R. H. Kagy was recently elected cash- 
ier of the Citizens National Bank, Fort 
Smith, Arkansas, succeeding Wood 
Netherland, resigned. 


The Orange National Bank, Orange, 
Texas, has awarded contract on the 
erection of its new banking home. 
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HOW REVENUE ACT WOULD 
HIT TRUST COMPANIES 


N recent years the field occupied by 
trust companies has been constantly 
expanding, until, in a broad sense, they 
and their clients are interested in almost 
every law and regulation affecting the 
general welfare. I do not intend, how- 
ever, in the few words I have to say to 
go outside of those matters which di- 
rectly and immediately affect trust 
properties and their administration. 

It has been the aim and intention of 
the legislative committee of the trust 
division, in co-operation with and sup- 
plementing the able work of the general 
counsel of the association in looking 
after legislative matters, to give special 
attention to such legislation as may 
affect trust business, and we have from 
time to time, made reports of our actiy- 
ities to the various meetings of the trust 
division. 

During the past year several bills have 
been introduced in Congress, but owing 
to the unprecedented congestion in both 
houses little progress has been made, 
and, except as questions may arise under 
the provisions of the Revenue Act, it is 
extremely improbable any particular 
measure will receive attention. The 
revenue act touches almost every phase 
of business and domestic life, and in- 
evitably must affect trust properties in 
common with other properties of the 
community. The banking interests. 
through committees and individual ef- 
fort, have given much attention to the 
various provisions affecting them, all of 
which cannot be reviewed here. There 
are, however, two proposed amendments 
which the legislative committee believe 
should receive special attention. We 
have endeavord to secure a hearing upon 
these amendments, but have not been 
successful. We have, however, sug- 
gested certain changes hereafter re 
ferred to, and have submitted our views 
in briefs, which we trust may have some 
effect. This inability to secure a hearing 
is perhaps unavoidable. The multitude 
of conflicting political and business in- 
terests, many of them of unparalleled 
importance, make it impossible for all 
to be heard. 

The two provisions of the revenue act 
above referred to, which particularly af- 
fect trust companies, are proposed 
amendments to sections 202 and 407 of 
the Revenue Act of 1918. Seetion 203 
of the new act amends Section 202 of 
the act of 1918, so as to provide that in 
the case of gifts made after December 
31, 1920, the value, as a basis for taxa- 
tion in ease of sale, shall be the cost to 
the donor or the last preceding owner 
by whom it was not acquired by gift, 
while in the ease of bequests, devises and 
inheritances, the basis is the value at 
the time the bequests take effect. This 
distinction is illogical and unfair. There 
is no substantial reason for placing gifts 
inter vivos upon a different basis than 
gifts by will or in contemplation of 
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death; to say nothing of the embarrass- 
ment and practical difficulties of deter- 
mining the cost of a gift to the donor or 
the last preceding owner by whom it was 
not acquired by gift. Some academic 
theorist must have devised this scheme. 

There are several objections to the 
proposed rules : 


Sentimental reasons alone are suffi- 
cient to justify fixing the value of the 
property at the time the gift is received 
as the basis for ascertaining the gain or 
loss, in case of sale. The significance 
of the gift is lost if it must be accepted 
subject to the requirement that the donee 
must ascertain the cost and in ease of 
sale must pay a tax upon the basis of 
what the gift cost the donor or the last 
preceding owner by whom it was not 
acquired by gift. If a father, because 
of love and affection, gives his daughter 
property worth $10,000, which cost the 
father $1,000 twenty-five years before, 
the daughter does not get $10,000, but 
after a sale only so much as remains 
after paving a tax upon the value of 
the property above what it cost or what 
it may be estimated to have been March, 
1913. The spirit of the gift is destroyed. 
The generosity of the donor is converted 
into a quasi commercial transaction, 1n 
order that the Government may get a 
little more money. The operation of 
the revenue act is sufficiently drastic, 
without discouraging the natural in- 
stincts for generosity. The injection into 
the law of a little human sympathy will 
do no harm. 

Again the difficulty of determining 
the cost of the gift to the donor or the 
last preceding owner by whom it was 
not acquired by gift is also likely in 
many eases to be insurmountable. In- 
eluded in the gifts subject to the act are 
heirlooms, books and manuscripts, works 
of art, cherished household belongings, 
Christmas gifts, wedding presents and 
many other things whose value lies 
chiefly in the sentiment attached to 
them. Imagine the recipients of a wed- 
ding present replying to the donor: 
“We gratefully acknowledge acceptance 
of your gift provided you furnish us 
with a certified statement of its cost.” 

Another interesting illustration of how 
the law might operate—A sword once 
owned by Lafayette was given by him to 
a distinguished member of a prominent 
Virginian family. The sword has been 
handed down from father to son for 
more than one hundred ‘years. The 
present owner has been offered a fabu- 
lous price for it, but he has refused to 
part with it. But suppose that poverty 
or misfortune compelled the owner to 
sell the sword, what value would be taken 
as the basis for the tax? Would it be 
the cost to Lafayette, provided that it 
could be shown what he paid for it? 

There is also grave doubt as to the 
validity of the provision authorizing the 
commissioner to fix the value, in the ab- 
Sence of all information available for 
that purpose. In a case where the cost 
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PON the foundation of more 
than half a century’s experience 
and growth is based the present organi- 


zation of the 


FIRST NATIONAL 


BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 


a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are . 
invited relative to the facilities afforded 


for the transaction of domestic and in- 
ternational financial business of every. 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


FRANK O. WETMORE, President 
First National Bank of Chicago 


MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 











to the donor is unknown, as well as the 
tinie when the property was acquired, and 
it is also unknown whether the donor 
acquired the property by gift or pur- 
chase, the action of the commissioner in 
fixing a value would be a mere guess 
and purely arbitrary, The Government 
cannot exact a tax fixed with no knowl- 
edge of the facts and without a hearing. 
Such action is not due process. 

There has been some apprehension on 
the part of the trust companies—and 
there is ground for the apprehension— 
that the word “gift” as used in the rev- 
enue act might be construed to include 
what are generally known as voluntary 
or living trusts, so-called, has, in recent 
years, proved to be one of the most 
valuable and satisfactory methods yet 
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devised for the care and protection of 
the interests of persons who, for any 
reason, cannot or do not desire to ad- 
minister their own property. Fre- 
quently the trust is primarily for the 
benefit of the donor. The voluntary 
trust is not a gift, but is more of the 
nature of a transfer under a general ap- 
pointment, or in contemplation of death, 
such as is specified in (ce) and (e), See. 
402, Revenue Act of 1918. In these 
cases, as well as in the case of transfer 
by bequest, ete., the basis for the tax is 
the value at the time of acquisition of 
the property. The reason for this pro- 
vision applies with equal force in the 
case of property acquired under a vol- 
untary trust. If the provisions of the 
proposed amendment respecting gifts 
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[*s successful policy of establish- 


ing branches throughout Buffalo 


is typical of the progressive spirit 
which has made The Marine. 


Che 
Marine Crust Company 
of Buffalo 


Capital and Surplus Seventeen Millions 


include voluntary trusts, the inevitable 
result must be to discourage, -if 
not to prohibit, the acceptance of such 
trusts by trust companies. The prac- 
tical difficulties in complying with the 
requirements of the act are too serious 
and the penalties for failure to live up 
to the act are too drastic to justify a 
trust company representing many in- 
terests in a fiduciary capacity, incurring 
the risk. Congress probably did not 
intend to include voluntary trusts in 
the category of gifts, but as doubt has 
arisen the amendment should be modified 
so as to remove all ambiguity. 

The- other point to which special at- 
tention should be called is the proposed 
amendment of section 407. This amend- 
ment relates to the determination of the 
value of the estate of a deceased person 
as a basis for assessing the inheritance 


tax. As the law now stands, after a 
valuation has been reached, the tax 
fixed and paid and the estate distributed, 
an additional return may be ealled for, 
a new appraisement made and an addi- 
tionl tax assessed, for the payment of 
which the executor and the distributees 
are all liable. Much hardship and in- 
justice have resulted from enforcing this 
law,. and the proposed amendment is 
offered as a remedy. It provides that 
upon the executor filing a proper report 
and paying the tax, he is relieved from 
further personal liability. This is good 
as far as it goes, but there are others 
interested in the prompt and final closing 
of the estate. The heirs and distributees 
are entitled to know, without unneces- 
sary delay what taxes they are called 
upon to pay before they enter upon the 
enjoyment of their inheritance. In the 
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absence of fraud or concealment, the 
first valuation is quite as likely to be 
fair and reasonable as a later one. This 
is particularly true in communities 
where property values are rapidly in. 
creasing. A subsequent valuation—up- 
consciously perhaps and in good faith 
on the part of the appraiser—is quite 
likely to be affected by the increased 
value resulting in an inerease over what 
it really was at the time of death. 

There is no reason why a valuation 
cannot be arrived at by agreement with 
the commissioner and in case of disagree- 
ment, by the United States Court; such 
determination to be final and conclusive 
on all parties. 

I have no doubt that Congress wishes 
to be fair, but the difficulty lies in seeur- 
ing the necessary attention to matters 
which, while important in themselves, do 
not stand out as conspicuously as the 
major questions which are likely to oe- 
cupy the attention of Congress, to the 
exclusion of everything else. 

Whatever can be done by any of the 
members of the Association to assist in 
bringing about the changes suggested 
will confer a benefit upon all. 

HENRY M. CAMPBELL, 
Chairman, Legislative Committee 
Trust Division, American 
Bankers Association. 


W. R. Green, vice-president of the 
Guardian Savings and Trust Company 
of Cleveland, was elected to a three- 
year term as chairman of Group Nine 
of the Ohio Bankers Association, the 
largest group in the state. He has been 
on the Guardian staff for twenty years, 
and he is a leader in developing better 
banking forms and accounting. 


Charles H. Strawhecker, was elected 
president of the Farmers and Merchants 
Bank, Grand Rapids, Michigan, to sue- 
ceed William McCrodan, deceased. 

John F. Aven, president of the Ameri- 
ean Savings Bank, Springfield, Missouri, 
has been appointed a member of a com- 
mission of the War Finance Corpora- 
tion which is conducting an agency in 
St. Louis to recommend action on ap- 
plications for advances to bankers. 


The Farmers State Bank of Branson, 
Missouri, has moved into its new build- 
ing. It is of rubble stone construction 
and is fireproof throughout. 


The Garner, Iowa, Trust and Savings 
Bank was recently opened for busi- 
ness. A. R. Butler is president, C. 
C. Palmeter is vice-president, G. R. 
Lockwood is cashier, and Wesley Zea- 
man is bookkeeper. 


Ira E. Wagner and associates opened 
the Lima, Ohio, Dime Savings Bank 
some time ago, with an authorized 
eapital of $50,000 and $5,000 surplus. 
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Every Department 


in this bank is organized and 
maintained to give our cus- 
tomers that help and con- 
structive advice which is nat- 
ural to expect from a solid 
banking connection. 


We invite you to call and 
become acquainted. : 


Capital and Surplus, $7,000,000 


CENTRAL TRUST COMPANY: > 


“When all is done, the help of 
gocd counsel is that which 
setteth business straight.’,-—BACON 


Mississippi Valley Trust Company 


ASSIE Bankers are constantly meetin 
Service includes: y ing 


problems new to them—prob- 
lems about which they desire 
intelligent advice. 


Banking for Banks 
Commercial Banking 
Foreign Banking 
Savings Banking 


Executorship 

Trusteeship 

General Fiduciary Service 
Investment Purchases 
Investment Distribution 
Real Estate Agency 


Through our long experiences in 
banking we have dealt with 
practically every form of bank- 
ing problem and have helped 
our banker customers in their 
solution. 


Real Estate Finance 


Safe Deposit Protection We invite conference and correspondence 


METROPOLITAN 
TRUST COMPANY 


Mississippi Valley Trust Company can rien Oxe'e Ge sane Geic 
ST. LOUIS 60 WALL STREET 716 FIFTH AVENUE 


Inquiries trom Trust Companies, Banks and 
Bankers solicited. 
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The Art of Selling 

The banker, business man and student 
interested in salesmanship as a science 
will find the volume entitled “The Sci- 
ence and Art of Selling,” just off the 
press, a work of practical value. It is 
the work of James Samuel Knox, A. M., 
L. L. D., author of many book on 
salesmanship and himself a salesman 
of many years’ experience. It is replete 
with valuable and concrete suggestions 
on developing earning power and con- 
tains strong and convincing selling ar- 
guments based on first-hand information. 
The first part of the volume deals with 
the economic factors in business and a 
large part is devoted to an analysis of 
the human mind, a fundamental asset 
to successful salemanship. Numerous 
plates and graphic charts help to illus- 





its twenty-six 
neighborhood branches, enable 
it to give an unusually 
dependable service to 
correspondents. 


DETROIT : MICHIGAN 


$14,000,000.00 


e THE dominant position of this 
institution in Detroit's industrial 
and commercial affairs and its 
familiarity with conditions, made | 








trate various points referred to in the 
book more clearly to the reader. 


State Secretaries Elected 

The following officers were elected 
by the Secretaries, Section of the A. B. 
A.: President, Andrew Smith, Indiana; 
first vice-president, W. B. Hughes, 
Nebraska; second vice-president, J. L. 
Hartman, Oregon; secretary-treasurer, 
M. A. Graettinger, Illinois; board of 
control, Andrew Smith; W. B. Hughes; 
Mrs. H. M. Brown, Michigan; W. Ff. 
Augustine, Virginia;' H. G. Huddelston, 
Tennessee. 


The formal opening of the Home 
State Bank’s Hobart, Oklahoma, new 
banking rooms, took place some time 
ago. ° 
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GETTING THE MOST OUT OF 
YOUR ADVERTISING COPY 


(Continued from page 21) 


a ten strike. Just off the LaSalle Street 
financial district of Chicago, there is a 
restaurant that recently took some 
blotters, printed on them a little map 
showing the location of the restaurant 
and a suggestion that it would be a good 
place for the noon-day lunch. 

Following the distribution of these 
blotters in the nearby buildings, the aver- 
age daily sales of the restaurant made 
a jump of 17 per cent and this increase 
has been held definitely to this day. 

Here is proof of the value of blotter 
advertising and a suggestion that blot- 
ters might be made a much more effee- 
tive advertising medium for banks than 
is now the case. 


Some banks have already realized this 
possibility and have made remarkable 
use of blotters. Here, for example, are 
several series used by The Royal Bank 
of Canada. 

1. A Boy Scout Series—giving the 
list of ten Boy Scout Laws. Each blot- 
ter carries one Boy Scout law, the trade 
marks of the bank and of the Boy 
Scouts, and there is a wig-wag signal 
on each blotter. The ten signals on the 
ten blotters spell “Be Prepared.” Sueh 
advertising is bound to interest the class 
for which it is prepared. 

2. A Learn to Swim Series—giving 
a list of Don’ts for swimmers and non- 
swimmers. : 

3. A Fire Prevention Series—giving 
advice on fire prevention in the home, in 
the factory, store, warehouse, ete. There 
are allied blotters on preventing forest 
fires. 

4. A First Aid Series—giving first 
aid instructions in ease of drowning, 
broken bones, dislocations, burns, electric 
shocks, cainting, frostbite, gas poisoning, 
bleeding, poisoning, shock or collapse, 
sprains, stings, sunstroke, unconscious- 
ness and wounds. ; 

5. A -Farm Series—a series of ten 
blotters with illustrations of prize win- 
ning blooded stock and suggestions on 
how farmers will profit from close co- 
operation with the banks. The list of 
headlines on the blotters are as follows: 

“Be Prepared for the Bad Season by 
Saving Now.” 

“Cultivate Your Credit at This Bank.” 

“After the Live Stock Sale.” 

“European Markets Need Your Prod- 
ucts.” 

“A Bank Account for the Farmer’s 
Wife.” 

“Make Good Your Credit at the Bank 
When Your Crops are Harvested.” 

“Breed Pure Cattle.” 

“Teach Your Children the Value of 
Money.” 

“The Farmer’s Opportunity.” 

“Safeguard Your Valuables Before It 
Is Too Late.” 
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Other banks are using blotters in 
other ways. The Union Trust Company, 
Cleveland, Ohio, uses blotters as the 
medium for a little magazine named 
“After 3 oclock.” 

The American National Bank, Rich- 
mond, Va., appeals to little girls with 
this copy: 

“Do you know there is a little fairy 
in this bank? Her name is “In-ter-est.” 
When you save a dollar and put it in 
this bank, she waves her wand over it 
and three pennies hop up and stand be- 
side it. Every dollar you put into this 
bank the good fairy “In-ter-est” turns 
into a dollar and three pennies. So you 
see the more dollars you save, the more 
pennies the good fairy “In-ter-est” will 
give you to go with them.” 


































The Security Bank and Trust Com- 
pany, San Francisco, uses this copy: 

“Weave your dreams of gold with sober 
thoughts of saving. From an acorn, an 
oak; from a dollar, success. Think success 
and build silver pillars upon the solid 
rock of reason. Saved dollars are added 
resources; saved dollars point the way 
to opportunity. Make tomorrow’s op- 
portunity with today’s WILL to save. 
Your will to save gains our good will 
to help.” 

Blotters thus furnish another avenue 
to good will and banks need the atmos- 
phere of good will before they can grow. 

In designing a blotter advertising 
managers should remember that a blot- 
ter is a bit of specialty advertising and 
that the specialty that is attractive and 
useful lasts longest and is most effec- 
tive. 

Here is an unusually interesting little 
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An attractive booklet that wins the attention 
of women customers. 





booklet of twelve pages, put out by the 
American National Bank, Richmond, 
Va. It is copyrighted by Cally Ryland 
m charge of the bank’s advertising. The 
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TWO MONTHS 


Under Sunny Skies— 

Along Romantic Shores 
Away from winter, across the seas to 
the Pillars of Hercules and beyond. 


LUXURIOUS 


MEDITERRANEAN CRUISE 


Sails Feb. 11, 1922, on Cunard Liner, “Carmania”— 
under the exclusive management of the American . 
Express Company, visiting Madeira,Cadiz,Gibraltar 
Algiers, the Riviera, Naples, Pompeii, Rome, Fiume, 
Venice,Athens, Constantinople, Palestine and Egypt. 
Each land, each shrine has its fascination and 
wonder story, for the Mediterranean means world 
history, romance and love, fable and myth. 

Cruise membership limited to 450 en a giant liner 
carrying,normally nearly 800 passengers. - 
The relaxation of travel under ideal conditions — 
an inspiration for a, life-time. 


Additional 


American Express Winter 


Tours andCruises includeEurope, Around 
the World, China, Japan, West Indies, 
Florida, Bermuda, California, Honolulu. 


Third Cruise-Tour via S.S. EBRO to South America, 
sails February 11, 1922. 7 


Write Now for Full Information 
AMERICAN EXPRESS CO. 


novelty of the booklet lies in the fact 
that much of the copy is in verse. The 
purpose of the booklet is to stim- 
ulate savings and on each page a way 
to save is shown. Here is the copy on 
page 6 below a pen and ink drawing of 
Mrs. Savabit at the grocery. 
“What! Telephone to market !— 
That is a costly skit. 
I go and choose the food I buy,” 
Says Mrs. Savabit.” 

“From a dime to a dollar a day may 
be saved by doing your own marketing. 
Put the difference into a Savings Ac- 
count with this bank and watch the dimes 
and dollars multiply.” 
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PERSONALIZED COPY 


The strongest sales appeal is undoubt- 
edly the personal interview. Next in 
point of strength is the personal letter. 
Last is the general advertisement or form 
letter. The more personalized copy can 
be made, accordingly, the more effective 
it will be. Not long ago a folder en- 
titled “A Few Things Every R. N. 
(registered nurse) Should Know About 
T. N. T. (The Northern Trust),” is an 
instance of personalized copy, not to 
an individual but to a group. Often 
advertising can be and is increased in 
value by directing it, not to the public as 
a whole, but to some special part of it. 
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HOW TO INTEREST FARMERS IN 
A TRUST DEPARTMENT 


Experience of Michigan bank shows that when the 
significance and value of trust service is clearly pre- 
sented to the community it brings profitable returns 


By O. B. HIPP 


President, Farmers & Merchants National Bank, Benton Harbor, Mich. 


UR trust department was _ estab- 

lished a little over a year ago and 
since then has become a paying depart- 
ment of the bank. 

Realizing that many banks have under 
consideration the establishment of a 
trust department, I am willing to share 
our experiences, feeling that it may be 
of some assistance. I know that we 
would have been glad to secure the ex- 
periences of other banks at the time 
we established our department. 

There was no trust department in 
any of the banks in this immediate vic- 
inity, and there were frequent occasions 
when we felt the need of such service. 

It happened that there was a man in 
our town who frequently served in the 
capacity ef trustee or administrator or 
receiver, and it seemed wise to emplor 
this man as the head of our new trust 
department, not only because he had the 
benefit of some experience along this 
line, but also because it was quite gen- 
erally known that he did such work. 

We made an extensive announcement 
in the newspapers of the establishment 
of our new department, and directed our 
appeal especially to the farmers. We 
also sent out special letters, prepared a 
booklet describing the services that we 
offered in our new department. This 
booklet had a great deal to do, I am 
sure, with bringing us our first custom- 
ers. It is entitled, “Why You Should 
Make a Will.” 

We have based practically all of our 
development work for this department 
on this proposition described in the 
booklet. In other words, we felt that 
about the only source of our future busi- 
ness would be through wills naming our 
bank as trustee. 

This booklet is very thorough in its 
explanation of the necessity of making 
a will, and of the advisability of select- 
ing a strong bank as trustee. 

In the booklet is outlined all of the 
services that this bank can render as 
executor under a will, trustee under 
trust created by wills, administrator of 
estates by will, administrator by court 
appointment, guardian of the property 
of incompetent persons, guardian of the 
property of infants, and trustee under 
deeds of trust. 

We realized in the beginning that it 
would be desirable, if possible, to get 
some accounts that would maintain the 
department while it was being developed. 


So we kept in touch with certain busi- 
ness situations which resulted in our get- 
ting two or three fairly good sized 
propositions to handle which has made it 
possible to turn this department into a 
money maker in so short a time. 


Of course the older farmers are better 
prospects for us than the younger ones. 
In fact, we concentrate our attention on 
the older farmers. 


We have found farmers fully as re- 
ceptive to services of this sort as towns- 
people. In fact, farmers as a class 
usually have more property to be looked 
after than townspeople as a class, so we 
have kept our eyes on the county from 
the beginning. 

We have not thought it wise to serve 
in the actual making of a will, nor has 
it seemed advisable to employ an at- 
torney of our own for the making of 
wills. One big reason why we have 
adopted this policy is that we can get 
quite a lote of business for our new de- 
partment through the attorneys of our 
vicinity, and if we do not antagonize 
them but turn business their way, they 
are much more.sure to send business to 
us. 

In writing to our farmer friends 
about the proposition we always use a 
paragraph in the letter something like 
this: 

Decide just how and where you want 
your property to go. Call upon your 
lawyer. Make a will. Select the Farm- 
ers and Merchants National Bank as 
your administrator or executor. Then 
you have done all that anybody can 
do to protect the future of your prop- 
erty for the benefit of your loved ones. 

We found that a great many farmers 
did not know just what a will is, or just 
what value it is. So, for our publicity 
we prepared a sample will, a copy of 
which we send to everyone of our pros- 
pects. Of course, in this will it js 
plainly stated that the Farmers and 
Merchants National Bank of Benton 
Harbor, Michigan, is to act as executor 
under the will, and is to hold said prop- 
erty in trust for the purposes specified 
in the will. 


We find it advisable to explain the 
advantages of the will, not only to the 
man who is likely to make it, but also 
to his wife and children. Sometimes a 
man is ready to make a will but his wife 
or family oppose it, and so we do not 


overlook the educational work that js 
necessary with the entire family. 

Of course we emphasize to our pos- 
sible customers that a bank is a much 
better executor or trustee to select than 
an individual. We point out the fact 
that an individual may die or become 
incompetent whereas a bank is always 
living regardless of the death of its 
officers, and is always under state su- 
pervision. 

This is really an important item in 
soliciting business among farmers, be- 
cause farmers have so generally come to 
think that it is a proper thing to appoint 
some friend as trustee or executor of 
their estates. They have seen their 
friends and their relatives do it and 
usually know of no other way. In faet, 
we found that there was a world of 
educational work to be done in our con- 
munity when we started our trust de 
partment. Even after a year we do 
not feel that we have anywhere covered 
the ground. 


A trust department may be made an 
important feeder for the rest of the 
bank. The trust department when it 
becomes trustee for any funds of course 
deposits the money in our bank. In 
this way, much money comes to the bank 
that might otherwise not be here. Then 
too, it very often happens that the trust 
officer deems it advisable to recommend 
certain securities for purchase, and these 
purchases are usually made through the 
bank. In other words the trust officer 
has under his control a good deal of 
funds that might go to other banks if 
we did not have a trust department 
here. 


At a recent meeting of the Bank of 
Western Carolina, Aiken, South Caro- 
lina, P. M. Buckingham, president of 
the branch at Barnwell, South Carolina, 
was elected president in place of the late 


Henry M. Dibble. W. B. Turner, was 
elected first vice-president. 

J. G. Hughes, state director of finance 
for Missouri, has appointed H. P. Harris 
and Sam Sharp, Jr., state bank exami- 
ners. 

Revised plans are being drawn for a 
$50,000 banking house for the Cobbs 
Creek Title & Trust Company, Phila- 
delphia. The building will be of stone 
construction. 














ANALYZING THE FACTORS 
THAT INFLUENCE 


INTEREST RATES 
By W. B. BAKEWELL 


Vice-President, Mercantile Trust Co., San Francisco 


[! is important, first of all, to distin- 

guish between the current rate of 
interest on commercial loans used for 
commercial working capital and the in- 
vestment rate of interest on funded loans 
which are used for fixed capital. The 
interest on these two kinds of loans is 


governed by entirely different laws 
and moves along different lines. 


While it is true that at times both 
classes of loans are affected by the 
same influences, nevertheless a change 
in rate in one does not necessarily 
imply a corresponding change in 
the other. Failure on the part of the 
public to understand this distinction is 
the cause of a great deal of dissatisfae- 
tion on the part of borrowers, which 
no doubt every banker has experienced. 
As soon as they read in the paper, for 
instance, that the discount rate of the 
Federal Reserve bank has fallen to 514 
or 6, or whatever it may be, they im- 
mediately expect that the real estate 
loan rate will correspondingly fall. In 
general, commercial rates respond 
quickly to changes in the volume and 
activity of trade, while investment rates 
move slowly under the influence of cer- 
tain economie and social forces. In 
mortgage loans we are concerned with 
the investment rate as applied to this 
particular class of investment. The 
funds which find employment in these 
loans are, both in their origin, in the 
nature and term of their employment, 
essential investment funds. Whether 
accumulated in the hands of individuals 
or of institutions, they represent surplus 
saved capital of the community and seek 
investment for extended periods of time. 
While at times large amounts of com- 
mercial funds often invade the invest- 
ment field, seeking temporary or specu- 
lative employment, yet so far as this 
type of investment is concerned, the real 
estate mortgage loan, .such funds play 
a very small part for the reason that 
mortgage loans are not convertible and 
do not attract temporary investment. 


When we come to survey actual, 
existing mortgage rates we find a great 
deal of variation in rate, both as be- 
tween different localities and even in 
the same locality. In order that we 
may have some key to these variations 
and to changes in the rate which occur, 
it is necessary to analyze the factors or 
elements which enter into the invest- 
ment rate and those which apply par- 
ticularly to the mortgage rate. 

The elements in the investment rate 


are five in number: first the basie rate, 
that is, the ‘bare loan value of the 


Money available for investment as de-’ 


termined by the law of supply and 
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demand; this is what economists term 
pure interest because it takes into con- 
sideration absolutely no other factor 
than supply and demand; and, second, 
the element we call insurance against 
risk. This is the added amount which 
is included in the interest rate to induce 
an investor to assume the risks which 
pertain to an investment. The other 
factor is the cost of handling, that is, 
the cost of collecting interest, ete. The 
fourth factor is that of marketability ; 
the fifth, and by no means the least im- 
portant, is the factor of taxation, local 
or federal, in reducing the net yield on 
the investment. In different forms of 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


TURNING NECESSITY 
INTO A VIRTUE 


It is sometimes hard to per- 
suade your depositors that 
checks and other out-of-town 
items cost both time and : 
money to collect: 


It does not always pay to’ 
argue. Your best plan is to 
let our Twenty-four Hour 
Transit Department convert 
your collections into cash in 
the quickest: possible time. 


All items received at par. 


No charge for telegraphic 


THE 
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investment these factors have a varying 
degree of importance and some one or 
more may be entirely eliminated. For 
example, in stock investments the im- 
portant factors are basic rate, risk and 


marketability. In corporation bonds 
these same factors plus the influence of 
taxation. In the bonds of states and 
municipalities of the first class the only 
factor present is the basic rate, because 
with these risk and cost of handling 
are eliminated, marketability is assured, 
and such bonds free from taxation; so 
that, as far as the large money centers 
or the open market is concerned, we 
may consider that the basie rate is prac- 










Foreign Credit 


Information 


eS your customers do- 

ing an export business desire 
accurate trade or credit informa- 
tion our world-wide service may 
prove useful to you. 


We maintain an extensive Credit 
File at our New York Agency 
and at Head Office. Our Foreign 
Trade Department will be 
pleased to obtain information for 
you. 


UR facilities for serving you 
lie in the fact that we have 
over 600 Branches in Canada and 
Newfoundland and over 100 in 
the West Indies, Cuba, Central 
and South America, as well asin 
London, Paris and Barcelona. 
We have correspondents in 
every important trade centre 
in the world and are in a partic- 
ularly advantageous position to 
offer you a valuable service. 


Our New York Agency or any of our Branches 
offer you an expeditious and direct channel 
through which to handle your Collections upon 


the most favorable terms. 


Write for a com. 


plete list of our branches. 


THE ROYAL BANK 
OF CANADA 


Total Resources $500,000,000 


Head Office 
MONTREAL, QUE. 


Mr. Walker Hill, one of the executive 
managers of the First National Bank 
of St. Louis, returned recently from 
Washington where he went on an im- 
portant mission. He left later for At- 
lantie City on his vacation and plans 
to visit New York later. Mr. Hill has 
been on the job every day since the 30th 
of January. 


A $150,000 bank building will be 
erected shortly by the Farmers & 
Mechanics National Bank, Washington, 
D. C. It will be three stories high and 
of stone construction. 


Contracts have been awarded for a 
$60,000 bank edifice for the Prudential 
Bank, Washington, D. C. The building 
will be three stories high. 


New York Office 
68 WILLIAM ST. 





Stockholders of the Chicago Trust 
Company voted a a recent meeting to 
increase the capital stock from $1,000,- 
000 to $1,500,000. The $500,000 of new 
stock will be offered to the stockholders 
at par, $100 per share, in the ratio of 
one new share for each two held, and 
will be ready for delivery Ap*l 1 next. 
The increased capitalization, it is an- 
nonnced, is for the purpose of facilitat- 
ing the bank’s growth and in anticipa- 
tion of its further development upon 
occupancy of the quarters in the Rector 
Building, Monroe and Clark streets, 
Chicago, now occupied by the Federal 
Reserve Bank. 


William Brown has been appointed 
president of the Citizen’s State Bank, 
Dunkirk, Indiana. 
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tically equivalent to the prevailing rate 
on municipal bonds. 
In mortgage loans we have all of these 
factors present except marketability, 
This factor is of no importance here 
because those who invest in mortgage 
loans desire the interest to continue on 
the funds so employed during the term 
of the loan. It should be possible, then, 
for anyone familiar with the conditions 
in his own locality to evaluate these 
different factors with a fair degree of 
accuracy and to build up a theoretical 
mortgage loan rate; or, reversing the 
process, to take a given rate and strip 
it of most of these factors—for in- 
stance, deduct from it the taxes to be 
paid and make allowance for cost of 
handling and for risk—and so arrive 
at the basic rate or the real yield on 
the investment. This, of course, should 
never be less than the prevailing rate 
on municipal bonds of like maturity. I 
think possibly if some of us who are 
still carrying loans on a six per cent 
basis would apply this test we would 
find that we are not making sufficient 
money on our loans and that we could 
better employ them in government 
bonds, possibly, or municipal bonds. 
In actual practice we find that the 
effect of the economic factor is modi- 
fied by an entirely different set of fac- 
tors which we will call personal or so- 
cial, such as the local custom, or policy, 
or reluctance to change any established 
rate or fear of offending the borrower 
who may also be a depositor, and so on. 
These social or personal factors act as 
a drag on the economic factors and resist 
any tendency to change the rate. It is 
to be noted, however, that these factors 
are negative rather than positive in their 
action, and while they have a potent 
effect in determining the actual rate 
charged, yet they are seldom responsible 
for anv actual change in the rate. In 
the long run economic forces prevail, 
and as long as economic pressure acts 
on the rate it will slowly adjust itself 
to new levels. Thus we find that after 
a number of years mortgage rates do 
change materially, and rates at present 
are from one to two per cent higher 
all over the country than they were 
in pre-war years. The local variations 
which we often find, even in the same 
city, for instance, are due to these social 
factors. It is often a question of policy: 
one bank will maintain its old rate while 
another will yield to economic pressure 
and raise the rate, which results in these 
local instances of difference in rate. 


Mortgage loans are essentially or pri- 
marily a local form of investment and 
are, for the most part, dependent upon 
the local supply of surplus capital. In 
certain sections this supply is augmented 
or reinforced by the funds of the sav- 
ings banks in near-by cities, by the 
funds of insurance companies or mort- 
gage loan companies. Each community, 
then, will have its own basic rate as de- 


(Continued on page 81) 
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A Medium-Priced 
ATLAS 
for the home or office 


The Rano M¢NALLY 
International Atlas shows 
all countries of the World, 
including the new coun- 
tries just formed, new 
alignments of boundaries, 
and new groupings of 
islands. 

On the reverse side of 
each map is a printed 
statement of the resources 
and industries, soil, cli- 
mate, etc., of that par- 
ticular State or Country. 

ere are also many in- 
structive, statistical dia- 
grams for quick reference. 

Other pleasing and in- 
teresting features of this 
International Atlas are the 
colored illustrations show- 
ing scenes of interest in all 
parts of the World. Also 
two comprehensive in- 
dexes, one for the United 
States’ and the other for 
foreign countries These 
give the name and loca- 
tion of practically every 
city and town of impor- 
tance in the United States 
and throughout the World, 
together with latest popu- 
lation figures. 

Size 11x14 inches 
384 pages 

Send for descriptive 

circular with sample 

map 
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Children have a way of asking 
embarrassing questions. In this par- 
ticular case we are very much afraid 
little Johnnie’ will be requested to 
“run along and not bother Papa”. 


For despite the fact that the name 
Czecho-Slovakia has been appear- 
ing in the public prints almost daily 
for nearly three years, there are com- 
paratively few men and women who 
could sit down tonight and definitely 
fix its position on the map. 


We believe you will agree with us 
that few people use maps as fre- 
quently as they should. Yet never 
was the intelligent use of maps as 
necessary and as important as today. 
Recent world events have wrought 
many changes, 


“Say Pop! Where is Czecho-Slovakia?” 


The efficiency of an atlas or a map 
depends on its accuracy. In the 
maintenance of never-ceasing accu- 
racy, RAND MCNALLY & COMPANY 
spend several hundred thousand dol- 
lars yearly. The very size of this ex- 
penditure— and the necessity for it 
—show why it is always best to deal 
with Map Headquarters. 


No small map maker could ever 
hope to approximate the accuracy, 
completeness and dependability 
that have been characteristic of 
RAND MCNALLY atlases and maps 
for more than half a century. 


When you buy a new atlas or map 
—and this year every family should 
have a new atlas—make sure that it 
bears the name RAND MENALLY. 


Map He adquarters 


536 S. CLarK STREET, CHICAGO 


42 E. 22np Street, New York 


‘ 


WRITE FOR LITERATURE DESCRIBING THE MANY RAND MSNALLY ATLASES 
SSS SSS 
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HOW CHECK INSURANCE IS 
_ GUARDING AGAINST FRAUDS 


Recent announcement of policies offered 
by several surety companies indicates 
growing interest in matter of protection 


HE recent announcement of check 

insurance policies offered by sev- 
eral surety companies 
growing interest in the subject of 
creater check protection by banks 
everywhere. These more recent an- 
nouncements were preceded some five or 
six months ago by the introduction of a 
universally insured safety check offered 
to banks. 


A careful investigation has been made 
of this matter of guarding banks against 
check frauds particularly within the past 
few bonths, and it is believed that the 
result of the inquiries and studiés of 
the subject will prove interesting and 
valuable to bankers. At this point it 
may be well to state some of the primary 
facts which have been the basis of this 
new insurance being offered to 
banks, together with some of the hazards 
surrounding bank checks as heretofore 
issued. 


now 


For many years there have been con- 
stantly increasing suffered by 
banks in the United States through 
fraudulent manipulations of checks. 
Forgeries of signatures have been re- 
sponsible for a portion of these losses; 
but that fraudulent method of obtaining 
money on checks became less and less 
prominent a factor as the total losses 
mounted upward, while alterations of 
checks bearing genuine signatures as- 
sumed greater importance in the grand 
total of losses suffered. The investiga- 
tion indicates that it has gradually be- 
come easier for the criminally inclined 
to obtain checks from responsible de- 
positors of banks and afterward change 
the amounts by erasures or pen changes, 
than it had formerly been for the old- 
fashioned forger to “get by” tellers with 
imitations of depositors’ signatures. 


losses 


It appears that losses through fraud- 
ulent checks now amount to something 
between thirty and fifty million dollars 
per year with an upward tendency. The 
higher figure named is the result of 
statisties which probably include losses 
occurring through the payment of cheeks 
against non-existent accounts and ac- 
counts in which not sufficient funds re- 
main to cover the items upon which cash 
has been fraudulently obtained or neg- 
ligently paid. Such losses, of course, 
come under the classification of ‘“con- 
fidence games”; they are simply the 
result of misplaced confidence and can- 
not be properly included in losses re- 
sulting from alteration or forgery. It 


indicates the 


By OSGOOD BALEY 


is, therefore, probably more accurate to 
depend upon the smaller total of thirty 
million dollars as being the nearest ap- 
proximation of losses caused by altera- 
tions of checks bearing genuine signa- 
tures and the lesser losses caused by 
forgeries. 

In one of the largest popular week- 
lies some eighteen months ago, it was 
stated upon good authority, by a writer 
on financial subjects, that losses through 
alterations have now come to “entirely 
overshadow forgery” which was once 
the more frequent cause of loss to banks 
and their depositors. This is borne out 
by numerous reports and other data 
obtained from other sources, and _ it 
seems important that the existent dan- 
gers and means of combatting the same 
should be brought to the attention of 
bankers. 

At first thought, one is inclined to 
wonder how genuine checks could be ob- 
tained by irresponsible individuals. Yet, 
apparently, they have no great diffi- 
culty in securing them. Numerous re- 
ports have been made concerning gangs 
operating in various centers. Some of 
these gangs have systematically stolen 
the contents of mail-boxes. They have 
usually planned their mail-box pilferings 
with considerable shrewdness and clever 
understanding. 

Obviously, with a check bearing a 
genuine signature of a responsible de- 
positor, the fraudulent manipulator pos- 
sessing such a check is faced with a 
much simpler and easier problem in the 
changing of that cheek than he would 
face in attempting to copy successfully 
the signature therefrom. The forging 
of a signature so skillfully as to avoid 
detection, requires a high degree of 
skill; such skillfulness is rarely found, 
whereas practically anyone ean change 
other parts of a check without arousing 
suspicion. Thus it is apparent that 
these newer check. manipulators are 
merely following the line of least resist- 
ance. Great skill is required to commit 
signature forgery while patiently eare- 
ful erasures, followed by substitution 
of larger amounts over genuine signa- 
tures, together with changes of the 
payee’s name to that of a gangster or 
to “Bearer,” are comparatively simple 
and easy for the unscrupulous. After 
the checks have been successfully 
“raised” to such sums as the operators 
choose, they are then cashed by various 
clever ruses against which it is ex- 
tremely difficult for banks to guard. It 


has even been reported that members of 
these gangs have taken trains and gone 
directly back to the town from which the 
checks were originally mailed, there 
boldly walking into the banks, present- 
ing the “bearer” checks, and successfully 
obtaining the cash. 

Other reports have recited the actiy- 
ities of another type of swindler whose 
operations have caused severe losses to 
many banks in the middle west. This 
particular type has made it a practice 
to enter a bank in some of the smaller 
cities and towns, putting over a plaus- 
ible story concerning a small purchase 
which he desires to consummate by 
mail. He then purchases a_ cashier's 
check, or a piece of exchange for some 
trifling number of dollars, which the 
banker sells without suspicion. It is, of 
course, very painful for the banker to 
discover his loss of several hundred (or 
more) dollars shortly after the first of 
the following month when he checks up 
his correspondent’s accounts. 

Then, again, peddlers of ostensible 
“bargains” entered communities, 
going from house to house and obtaining 
small checks in payment for goods whieh 
they offered at reductions in price. Of 
course their sole object has been to se- 
eure checks which they later raise io 
larger amounts, obtain the cash and dis- 
appear long before either the bank ot 
the depositor becomes aware of the loss. 

The foregoing methods, being a few 
of the more commonly used means of 
obtaining and raising genuine checks, 
are cited in support of the conclusion 
reached by the various authorities men- 
tioning thirty million dollars as_ the 
probable annual loss suffered princi- 
pally through fraudulent check altera- 
tions. Such a loss, although a compar- 
atively small percentage of the total 
bank clearings of the country, is never- 
theless too important for banks ané 
insurance organizations to overlook any 
longer. With slightly more than thirty 
thousand banks in the United States, 
the proportionate loss amounts to about 
$1,000 per bank. That figure, naturally, 
represents a serious loss to many insti- 
tutions of small size if it should happen 
to be equally distributed. Fortunately, 
banks may now guard against such 
losses. 

A number of surety bonds have been 
announced during the past few weeks. 
Most of these forms of protection cover 
both alteration and forgery. The prin- 

(Continued on page 128) 
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Why Not Co-operate With Us 
In Selling INVESTORS BONDS 


In Your Community? 


WE HAVE a profitable proposition to make to 


banks who will co-operate with us in the sale 
of INVESTORS BONDS in their community. 


INVESTORS BONDS are first mortgage real 
estate bonds, secured by high grade property in 
Chicago and other large cities. They are nationally 
advertised and have been sold in practically every 
State in the Union. 


The stock of The Investors Company is owned by 
stockholders of the Madison ¢& Kedzie State Bank. 


Write for details of our plan. We can show you 


how to increase the sales and profits of your bond 
department. 


Cohe INVESTORS 
COMPANY 


Madison & Kedzie State Bank Building 
CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 












Financing the Farmer 


The constructive value of the new 
provisions of the War Finance Corpora- 
tion Act which authorize the corporation 
to finance agricultural production and 
marketing up to $1,000,000,000, has not 
been appreciated generally by the public 
or the farmer, with the result, perhaps, 
that the prejudices that have been raised 
up against it may hamper the early 
realization of its really great benefits. 
In parts of the agricultural sections of 
the country the amendment to the act 
was greeted with such appellations ‘as 
“gold brick,” and in other sections it was 
described as “class legislation.” In 
reality it is no more “class legislation” 
in principle than the Federal Reserve Act 
(upon which its methods of operation 
are obviously modeled) was “class legis- 
lation” in principle, nor it it any more 
of a “gold brick” for the farmer than 
the Federal Reserve Act was a “gold 
brick” for the business man. As a mat- 
ter of fact, the amendment to the act 
constitutes the War Finance Corpora- 
tion as a sort of private Federal Reserve 
system for the benefit of the agricultural 
interests. The main difference is—and 
this has been the concrete basis of most 
informed criticism—that the benefici- 
aries of the system are not called upon 
to provide the capital with which to 
operate it. In other respects there is 
very little difference, as the business man 
who is helped by the Federal Reserve 
system receives his benefits indirectly 
just as the farmer will receive the bene- 
fits of the amendment to the War Fi- 
nance Corporation Act indirectly. For 
the most part, the critics of the plan” 
have centered their attention upon the 
fact that the amendment allows the Cor- 
poration to make direct advances to 
those dealing in and marketing farm 
products, but does not permit direct ad- 
vances to the farmer himself. As for 
the parallel between the operations of 
the War Finance Corporation and the 
Federal Reserve system, the Corpora- 
tion’s plan to make direct advances to 
any interest would raise a point of dif- 
ference, and such a practice would per- 
haps be anomalous under any circum- 
stances, but it must be remembered that 
what the Corporation is really seeking 
is the maximum facility that ean be had 
with safety, and not primarily to model 
itself after the Federal Reserve system. 
The Federal Reserve methods have ob- 
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viously been adopted on account of their 
proven value in sifting individual credit 
as well as in giving the maximum of 
security to the central institution. The 
credit and responsibility of most of the 
important dealers in farm products is 
easily ascertained, but the War Finance 
Corporation could not undertake to deal 
directly with each individual farmer 
throughout the United States who might 
present himself as a candidate for a 
loan. Nor could it set up the machinery 
that would be needed to deal directly 
with the farmer. The plan has been 
adopted for an emergency only, and 
the emergency would have passed—if it, 
has not in reality already passed—be- 
fore the Corporation could bring that 
machinery into operation. The plan 
that has been adopted which is of most 
interest to the farmer calls for the 
establishment of local Agricultural Loan 
Agencies which will be composed of 
bankers located in the districts to pve 
served, and which will pass on the paper 
offered to the War Finance Corporation 
for discount or sale by banks, bankers, 
trust companies or co-operative associa- 
tions specified in the act. The execu- 
tive of the Corporation has construed 
the term, “bank, banker or trust com- 
pany” to include any responsible fi- 
nancing institution incorporated under 
the laws of any state of the United 
States. The farmer cannot borrow di- 
rectly, but neither can a business man 
borrow directly from the Federal Re- 
serve banks. Exeept for its limitation 
as to maturities, which is the essence of 
commercial banking, the Federal Reserve 
system provides essentially the same 
service the new system will provide the 
farmer, but that difference is important. 
The maximum credit that can be ex- 
tended on farm paper by the Federal 
Reserve banks is six months, while the 
maximum credit under the amended War 
Finance Corporation Act is three years. 
And the Corporation is empowered un- 
der the act to establish such credits not 
only for the purpose of marketing or 
holding farm products, but also for the 
purpose of rediscounting paper growing 
out of agricultural pursuits in general, 
ineluding the breeding, raising and feed- 
ing of cattle, so that in case of need it 
provides an outlet for the accumulation 
of farm paper in the agricultural banks 
throughout the country.—The American 
Exchange National Bank, New York. 


The capital stock of the State Bank 
of Rosholt, Wisconsin, has been in- 
creased from $25,000 to $40,000. 


The West Side Trust Company has 
been selected as the name for a new 
bank recently organized at Kingston, 
Pennsylvania. 








No Wheat Shortage 


There is no danger of a world short- 
age of wheat during the coming year, 
and there is at present no indication 
of an undue surplus, according to the 
National Bank of Commerce in New 
York. World wheat production and 
requirements are approximately in bal- 
ance. 

“Estimated 1921 production of wheat 
in twenty countries which before the 
war produced 68 per cent of the known 
wheat crop of the world, aggregates 
2,490,609,000 bushels as compared with 
2,384,143,000 bushels produced last 
year,” Commerce Monthly says. 


“The 1921 crop of the United States 
is estimated at 754,000,000 bushels and 
of Canada at 294,388,000 bushels. Al- 
lowing 600,000,000 bushels in the United 
States and 90,000,000 bushels in Canada 
for consumption and seeding require- 
ments, and assuming a normal earry- 
over at the beginning and end of the 
wheat year, there would be available 
for export from the two countries be- 
fore July 1, 1922, a little over 350, 
000,000 bushels. 

“All hope of surplus wheat supplies 
from Russia has been abandoned and 
famine relief in that country may make 
an appreciable drain on international 
supplies. Crops in northern Africa are 
fairly good, following a very poor har- 
vest last year, but a normal exportable 
surplus is not expected. Exports from 
India are reported to have been pro- 
hibited entirely, because of the poor 
crop and high prices, and no improve- 
ment can be expected before the 1922 
harvest. Argentina and Australia still 
have a xairly large share of their last 
crops. The amount available for export 
from Argentina on July 1 is estimated 
at over 40,000,000 ‘bushels and from 
Australia at about 50,000,000 bushels, 
allowing for a normal carryover in each 
country. 


“Current stocks in Europe are not 
large but are distinctly better than last 
year and are sufficient to meet require- 
ments until the new harvest is available. 
Normally western Europe imports an 
average of 400,000,000 bushels of wheat 
annually. Of this amount Russia for- 
merly supplied 150,000,000 bushels. In 
the last crop year, ending July 1, 1921, 
Canada and the United States together 
furnished net exports of about 475,- 
000,000 bushels, of which the greater 
part was sent to Europe. 


Charles E. Mason, vice-president and 
director of the First National Bank, 
Hamilton, Ohio, has resigned his posi- 
tion at the bank. He goes to the Pure 
Oil Company in Columbus as assistant 
secretary and treasurer. 












Farmers’ Debt Reduced 

Farmers within the last few weeks 
have paid off a considerable portion of 
the indebtedness carried over from last 
year. They are making a strong show- 
ing and stand to gain enormously from 
the good management, careful living and 
somewhat increased buying power. The 
government's September returns showed 
further deterioration in certain sections, 
but the estimated production of winter 
wheat, spring wheat, corn, oats, barley 
and rye indicate a total yield of 5,261,- 
000,000 bushels, compared with 5,819,- 
000,000 bushels in 1920 and 5,279,000,- 
000 in 1919. The best records ever made 
by all these crops in various years show 
an aggregate production of 6,258,000,000 
bushels. The promise for corn is for 
a crop nearly equal to the banner yield 
of last year, estimated production being 
3,186,000,000 bushels, compared with 
3,232,000,000 bushels a year ago. These 


figures may be radically altered before | 


harvest and there are indications that 
the total yield may be considerably in- 
creased. The outlook has been helped 
by fayorable weather conditions and the 
better financial position of the farmers 
as a result of the rapid marketing of 
the early crop and held-over supplies.— 
Nat’l State & City Bank, Richmond, Va. 


Wheat Crop Up to Average. 

The wheat crop of 754,000,000 bushel, 
while considerably below the crops of 
1918 and 1919, is well up to the average 
if these two years are left out of ac- 
count. Exports of wheat during August 
were 33,595,000 bushels which Secretary 
Hoover says was about four times the 
export of any previous August. The 
corn crop, estimated at 3,386,000,000 
bushels will be only 48,000,000 bushels 
below the record crop of last year. Oats 
is a short crop this year. Late potatoes 
were helped by recent rains, but the 
crop is put at 322,000,000 bushel com- 
pared with a five-year average of 371,- 
000,000 bushels. The report on cotton 
estimating the crop at 7,000,000 bales, 
has sent the price up to nearly 20 cents. 
The general opinion is that the low crop 
return, together with the revival of 
cotton goods production now and in 
prospect, places cotton in a much im- 
proved market position. Should the 
higher prices for cotton hold, the cotton 
growers, with the new crop and a large 
carryover of the old crop to sell, will be 
able to pay off their loans at the banks, 
much to the relief of the credit situation 
of the country. Altogether, it now looks 
as if the liquidation of frozen agricul- 
tural loans would make more rapid 
progress this year than was expected.— 
First Wisconsin National Bank, Mil- 
waukee. 


Plans are being drawn for a two-story 
bank building to be erected for the First 
National Bank, Ironton, Ohio. 


The Corn Exchange Bank, New York, 
will erect a $150,000 new building which 
will house its new 110th Street branch. 
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ATTEND THE INTERNATIONAL 
LIVE STOCK EXPOSITION 
Chicago, Nov. 26 to Dec. 3, 1921 


5 The International is a gauge of progress in the development 
of the Live Stock Industry in which this bank has played ar 
important part for more than half a century. 


CORRESPONDENCE SOLICITED 


THE LIVE STOCK 2°"* BANK 


OF CHICAGO 


GETTING THE MOST OUT OF 
YOUR ADVERTISING COPY 


(Continued from page 65) 


The Farm Record and Account Book 
put out by the City National Bank of 
Tuscaloosa, Alabama, is a striking piece 
of bank advertising and fully justifies 
the comment made by the publishers in 
the preface, namely, that so many cus- 
tomers and friends had found this book 
of so great a value that a second edi- 
tion had to be published. 


This booklet is “furnished free to any 
farmer or any others interested on ap- 
plication in person or by letter to the 
City National Bank.” The booklet con- 
tains first of all, blanks for an inven- 
tory of the farm with instructions to 
make proper entries at the beginning of 
the year. This inventory sheet is fol- 
lowed by blanks for cash received and 
paid out during the year and for other 
financial records. There is also a blank 
page for a profit and loss statement at 
the end of the year. 

In addition, the book contains space 
for a diary for a complete year and at 
the end of the book is a list of weights 
and measures with other information of 
value to farmers. 

The whole idea back of the book is 
that of service to the farmers and the 
expressed willingness on the part of 
the City National Bank to help build 
new wealth for Tuscaloosa County. 
Here is a copy of an ad on page 48, the 
last page of the book: 

TO THE YOUNG MEN AND BOYS 

ON THE FARMS OF TUSCALOOSA 

COUNTY 

Do You Want to Make Some Money 

on Your Own Account? 
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What Better Chance Could There Be 
Than in Raising Hogs? -< 

JOIN THE TUSCALOOSA COUN- 
TRY PIG CLUB, conducted by the Tus- 
caloosa County Farmers Association and 
the City National Bank. 

We will lend any boy or young man 
in Tuscaloosa County between the ages 
of ten and twenty years, who is recom- 
mended by his school teacher or the 
County Agent as being of good character 
and eapable of caring for the pigs, the 
money to buy one or two pure-bred pigs. 
All that is necessary is for you to agree ° 
to raise the pigs according to the direc- 
tions of the County Agent and to have 
your parent or guardian endorse the 
note. If you are interested write or call 
to see us, or communicate with -your | 
school teacher or the County Agent for 
the particulars. 


The Exchange Bank of Ogallala, Ne- 
braska, has elected C. E. Nichols assist- 
ant cashier tw fill the vacancy caused by 
the resignation of James A. Carney. 





At a meeting of the directors of the 
Farmers State Bank, Lewistown, Illi- 
nois, Senator W. S. Jewell was elected 
vice-president to fill the vacancy in the 
bank’s organization. 





The State Bank of Bowling Green, 
Ohio, has increased its capital from $50,- 
000 to $100,000. 





T. J. Linton has retired as cashier of 
the First National Bank, Leesburg, 
Florida. 


L. E. Fenn has resigned from the vice- 
presidency of the Bainbridge, Georgia, 
State Bank to take up bank auditing 
in Jacksonville, Florida. 













THOSE RARE CALIFORNIA GOLD 
INGOTS 


Among the most interesting numis- 
matic pieces are the oblong gold ingots 
of California’s early days. These were 
all private issues struck by assayers and 
had stamped upon them the assayer’s 
name, their weight, the degree of fine- 
ness of the gold, and the value of the 
ingots in dollars and cents. 

Although not a government issue, 
these ingots passed freely as a medinm 
of exchange in California at a time 
whey, there was little or no other money 
in cireulation. But few of these pieces 
have survived and these are greatly 
treasured by advanced collectors. 

Rarest of these are the various F. D. 
Kohler issues, which were all struck in 
1850, Kohler being the state assayer. 
These run as follows: 


The $40.07 ingot, which dealers quote 
at $75.00, but which numismatists rate 
much higher: that containing $45.34, 
which is quoted at $100; the $36.55 
piece, which is placed at $75; and there 
also are said to have been two others, 
one containing $50, the other $50.09, 
which are rated at $150 and $160 re- 
spectively from the dealer’s buying 
standpoint. Any of the Kohler ingots 
no doubt would bring figures far in 
excess of these at a publie auction. 

Two of these ingots also were struck 
by Moffat & Co. They are undated, but 
probably were issued about the same 
time as the others. One has a gold 
content of $16 and is now appraised by 
dealers at a $70 valuation; the other 
contains $9.43 and the dealers’ value is 
set at $50. The $16 Moffat & Co. ingot 
has brought up to $300 at a coin auction. 

These ingots naturally must be in fine 
condition to make them desirable from 
the numismatice viewpoint. So rare are 
all these pieces that many dealers in 
business for vears have never run across 
some of the issues. 


SILVER 3-CENT PIECES 

United States silver 3-cent pieces have 
always been a favorite series among 
American collectors, probably because 
they are the smallest silver coin ever 
struck by the government. They were 
coined continuously from 1851 to 1873. 
They should not be confused with the 
3-cent nickel pieces which were struck 
from 1865 to 1889. 

Notwithstanding their present pop- 
warity among collectors, they did not 





AMERICA’S OLD COINS 


A department devoted to a phase of Americana, 
revealing interesting bits of history of American 
coinage from the earliest days of the Republic 


By THEODORE J. VENN 
Member of the American Numismatic Association 


































prove so to the general public during 
the days of their active cireulation and 
their earlier years were those of largest 
coinage. 

The rarest of these coins is that of 
1864, in which year only 470 were struck. 
This date usually brings from $3.50 to 
$4.00 at auctions for brilliant proofs. 
Dealers’ buying lists quote them at $1.50 
to $2.00 for desirable specimens. Next 
in rarity is the 1873 coin, of which 600 
are said to have been struck. 

All the dates from 1863 to 1873 were 
favored by a comparatively small issue, 
and such also is the ease to a degree with 
the coin of 1855. Hence we find these 
quoted at a premium ranging any- 
where from five to twenty-five times 
their face value, depending upon the 
seareitv of the date. The other dates 
are quite common and do not command 
a permium unless they happen to be 
uncirculated specimens or proofs. 


UNITED STATES GOLD DOLLARS 

This is one of the few series of United 
States coins in which the possessors of 
any of them, regardless of date, may 
rest assured they have premium coins if 
their specimens are at all in presentable 
condition. It was primarily the demand 
by jewelers for the fashioning of ar- 
ticles of personal adornment that caused 
these coins to go to a premium years 
ago. The demand for presentation pur- 
poses also has been large and in the 
past year or two there has been a greatly 
inereased numismatie demand for the 
pieces, especially for the years in which 
the coinage was limited. Dealers now 
are paying $2.50 each for the most com- 
mon dates and more for years of small 
issue and for coins in exceptionally fine 
condition. 

The rarest of these coins are those of 
1875, when only 420 were struck, and 
the Dahlonega mintage of 1856, 1860, 
and 1861. The latter are distinguished 
by the letter D which appears on the 
coin. 

Gold dollars of 1863 to 1872 also are 
very scarce, as are a number of dates in 
the ’50s bearing the distinguishing letter 
or mark of the branch mints. Only four 
of these coins are ‘said to have been 
struck in 1854 at the Charlotte mint, 
making it excessively rare, but it is 
questioned whether one is now in exist- 
ence. Quite a number of the coins 
struck in the later ’70s and in the ’80s 
are growing increasingly hard to secure 
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owing to the limited issues. <A large 
number of gold dollars also have beey 
rendered unfit for numismatic purposes 
due to the treatment they have received 
from jewelers or because they have been 
pierced when employed as bangles. Gold 
dollars were coined continuously from 
1849 to 1889. 


BRONZE 2-CENT PIECES 

The United States 2-cent piece had 
rather a short career. First struck in 
1864, the coinage of it was discontinued 
in 1873. Although never a_ popular 
coin during its active circulation, it is 
much fancied by many collectors, prob- 
ably because it requires only ten dates 
to complete the series. 

Rarest of the 2-cent pieces is the coin 
of 1873. In this year there was no 
coinage of, the piece for general ciren- 
lation, merely proofs for collectors on 
advance orders received by the mint, 
and as a result it is rather a difficult 
eoin to secure. The high record at aue- 
tion is about $4.75, although it usually 
sells at about $3.50. This is for a proof 
coin. Dealers offer about $2 for the 
coin in very fine condition. The coin of 
1872 is searce and there is a small pre- 
mium on it, and the 1870 and 1871 issues 
also secure a small advance over face 
value in uncireulated condition. 


RARE DAHLONEGA AND 
CHARLOTTE COINAGE 

Prior to the discovery of gold in Cali- 
fornia in 1848 the principal sources oi 
our gold supply were in the Carolinas 
and Georgia, and in 1838 the United 
States government established branch 
mints in Charlotte, N. C. and Dahlonega, 
Ga., to accommodate the growing mining 
activities in the surrounding: territory. 
Gold was coined exclusively in these 
mints and only denominations of $1, 
$2.50, and $5, except that in 1854, 1,120 
$3 gold pieces were struck at Dahlonega. 
It is in the coinage of these two mints 
that many of the rarities in United 
States gold are to be found, especially in 
the issues dated between 1850 and 1860, 
and it might well repay those who have 
any quantity of this earlier gold to ex- 
amine it carefully for the distinguishing 
mint marks C and D which they bear. 
These are frequently overlooked in cur- 
sory examination. The coinage of this 
parent mint at Philadelphia bears no 
distinguishing letter; that of all others 
does. There also is considerable difference 
in the color of the gold, as a rule in the 
coinage of the various mints, this help- 
ing to make recognition easy. 

Both the Charlotte and Dahlonega 
mints went out of existence with the 
advent of the Civil War. The letter D 
which recent coinage bears designates 
that it was struck at the Denver mint, 
which has been operating only a few 
years. The old government mint at 
Dahlonega, a sleepy little village, nestling 
in the mountains twenty-odd miles from 
a railroad, is now oceupied as an agri- 
cultural college. 
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MORE RECENT EUROPEAN 
GOLD COINAGE 


There is much conjecture among col- 
lectors at present as to what will be the 
future numismatie status of much of 
the European coinage of the past forty 
years or so, and especially of gold. So 
much of this has gone to various foreign 
countries, principally to the United 
States, South America, and the nations 
in Europe that remained neutral during 
the war, there probably to be remelted 
and recoined, that it is possib'e quite 
a number of issues may in the near 
future be added to the seareer division 
of coins. But to attempt a definite 
forecast as to what these will be in the 
face of the generally unsettled financial 
condition of Europe at present and prob- 
ably for a long time to come, would be 
idle speculation. 


There are a few points, however, 
whieh stand out in high relief. Collect- 
ors in Europe always have taken to 
dynasties rather than to dates and mon- 
archs with strong historical associations 
or those whose end was tragie or reign 
short seem to make a special appeal. 
Viewed from this standpoint, coins 
bearing the portrait of the unfortunate 
Czar Nicholas II. of Russia will in time 
be in large demand, as will those of the 
dethroned and exiled former Kaiser 
Wilhelm IT. A number of the coins of 
the former independent kingdoms of 
Germany also will be sought for the 
same reason, as will be those of Austria. 
Much naturally depends upon the final 
outcome of the Continental European 
upheaval. There is one series, however, 
whose numismatie future is secure, al- 
though it is not as yet generally realized. 
That is the gold issue of Frederick II. 
of Germany. It bears the date 18838, 
the year of the three kaisers—father, 
son, and grandson. Frederick reigned 
only a few months and both the 20 and 
10 mark pieces bearing his portrait are 
searee, and especially the latter. Both 
are worth the attention of numismatists, 
as also is the silver issue of 1888 bear- 
ing his bust. 


UNITED STATES 5-CENT NICKELS 


The nickel 5-cent piece always has been 
quite a favorite among younger collectors 
and beginners, due probably to the fact 
that so many of the dates may yet be 
picked up out of active circulation. In the 
majority of the coin buying catalogues 
only two dates of the series are listed in 
the premium although — several 
others are entitled to be so registered. 
The rarest date is that of 1877, in which 
year there was no coinage for general 
cireulation, merely the customary strik- 
ing of proofs on advance orders. This 
coin generally sells at $3 to $4 and lately 
has shown an upward tendency owing to 
the recent large addition to the ranks of 
collectors. Next in seareity is the 1878, 
m which year only 2,350 were struck, 
the coin usually bringing from $1 to 


class, 


= 


Is 


$1.50. The following nicke!s aiso ae 
scarce, but only when in uncirculated 
or proof condition, and as such command 
small premiums: The 1867 with rays 
between stars, the 1871, 1879, and 1880, 
as well as the 1866 and 1898, when they 
are proof coins. One reason why some 


of these dates are not, listed in premium — 


catalogues is because they exist by tens 
of thousands in ordinary conditions and 
dealers do not wish to be inundated with 
inquiries regarding them. It is only the 
proofs and uncirculated specimens which 
are desirable. 


ENGLAND’S NEW SILVER 
COINAGE 


Within recent months Great Britain 
has debased her silver coinage from 900 
to 500 fine, or just a sufficient content 
of the more precious metal to bring it 
under the silver classification. The peo- 
ple do not take very kindly to the new 
coins, due, as they express it, to their 
general appearance and that peculiar 
“soapy” feeling s6 often associated with 
counterfeits. 
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ANSWERS TO INQUIRIES 
B. J. R., Chicago, Ill.—yYes, fhe $5 


gold pieces of 1797 with 15 stars is very 
rare. An extremely fine specimen 
brought $413.50 in a public -sale at 
Philadelphia in October, 1919. 

L. A. C., New York City—A very fine 
half dollar of 1796 brought $166 a few 
years ago. In very good condition the 
coin is held at about $75. The 1797 is 
worth somewhat less. 

J. A. H., St. Louis, Mo.—Generally 
speaking, old Spanish and Mexican sil- 
ver coins are worth merely their weight 
in metal. They exist by thousands along 
the Atlantic Coast and in the lower Mis- 
sissippi Valley. ; 

G. T. A., Cleveland, 0.—Dealers pay 
a premium ranging from 50 to 100 
per cent on any $3 gold piece provide: 
it is in fine condition, and more for the 
scarcer and rarer dates. 

B. A. G., Denver, Colo.—There is no 
premium on flying eagle cents of 1857 
and 1858. The flying eagle cent of 
1856 brings anywhere from $4.00 to 
$20.00, depending upon its condition. 
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¥N an employes’ contest featuring sav- 

ings-insurance, the Mid City Trust 
& Savings Bank of Chicago, secured 
2,350 new accounts within 60 days aver- 
aging $104 an account. Out of this 
total number six hundred savings-insur- 
ance applications, calling for a system- 
atic savings deposit of $7.15 per month, 
covering a period of 120 months, were 
obtained. The bank had one objective 
and that. was to urge the people in the 
community to set a goal to save $1,000 
which would insure their savings account 
and at the same time have their life 
insured. 

The opening of the contest was 
marked by an employes’ banquet at 
which all of the employes and officers 
were present. The contest was in charge 
of three officers and they in turn selected 
four team captains and three lieutenants 






















































































































































































WITH enlarged facili- 

ties and greater re- 
sources, the Liberty 
Central Trust Company 
offers a St. Louis banking 
connection with unex- 
celled service for the 
transaction of every form 
of banking business. 






























































Resources $50,000,000.00 
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WINNING NEW SAVERS ON A 
SIMPLE INSURANCE PLAN 


By organizing the employes in a new business 
contest and then soliciting the industrial plants, 
bank secures attractive volume of new business 


By LEWIS ISAACSON 


for each team to serve as assistants to 
the captains. The day following the 
banquet the employes were assembled 
in the lobby and each captain withdrew 
from a hat containing the names of all 
the employes one name at a time to de- 
termine the personnel of their respec- 
tive teams. Large posters placed in 
conspicuous places in the lobby an- 
nounced the personnel of the teams to 
the bank’s customers as well as a large 
cireus banner displayed outside calling 
the people’s attention to the bank’s in- 
surance plan. A large clock and a ther- 
mometer were also placed in the lobby. 
This clock was pushed forward each 
week at a general meeting of the em- 
ployes to denote the individual as well 
as the team standing. Points ranging 
from 5 to 250 were given for new ac- 
counts opened with one dollar to $5,000. 
Three special team prizes were awarded 
to the teams securing the largest num- 
ber of points as follows: First prize, 
$150; second prize, $100; third prize, 
$75. Individual prizes were also dis- 
tributed ranging from $10 to $75. To 
stimulate interest, a week before the 
close of the contest, special prizes were 
given away of a silk shirt to the man 
employe and a pair of silk hose to the 
woman employe leading the total number 
of new accounts secured during the last 
week. 

The bank is seetelh in the midst of a 
number of manufacturing plants that 
patronize this bank. These plants em- 
ploy a large number of people, and this 
was used as a means of obtaining many 
new accounts. The employe would first 
go to the manufacturer in the district 
to obtain his permission to interest the 
employes in his plant in systematic sav- 
ings. After permission was obtained 
one of the officials in charge of the con- 
test would go with three or four mem- 
bers of the team and address the em- 
ployes in a body. In a number of in- 
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stances the executives in charge of the 
plants were so enthusiastic over the plan 
and willing to extend their co-operation 
that they shut down their plants and 
assembled all the employes while a rep- 
resentative of the bank addressed them 
and stressed the necessity and impor- 
tance of opening up a systematic savings 
account. In one of these plants 400 
employes consented to save systematiec- 
ally, agreeing to deposit a_ certain 
amount each pay day in the bank over 
a period of one year, while in the other, 
750 employes agreed to save regularly 
a given amount each week. 

The employes in the plants were made 
acquainted with the bank’s savings- 
insurance plan by simply having the 
paymaster place a circylar and a note 
in each pay envelope. The note started 
out with the following words: “Your 
firm has approved of the plan described 
in the enclosed cireular. It will be of 
benefit to you to read it carefully and 
learn how by a very small monthly de- 
posit on a savings account and the pay- 
ment of a very small premium, you can 
have your life insured to the extent of 
$1,000. Your wife, mother and children 
are entitled to this protection and you 
cannot afford to pass up this exceptional 
insurance at such low cost.” 

The circular described the plan in detail. 
Any person, male or female, between the 
ages of 16 and 50 and not engaged in an 
extra hazardous occupation may open 
up an insurance account; if over 50 
years of age an account may be opened 
and the insurance carried upon the im- 
mediate members of the family. To 
illustrate: At the age of 25, $7.89 must 
be deposited monthly over a period of 
120 months, and at the end of that time 
the bank will pay the sum of $1,000 in 
eash. At older ages the deposit re- 
quired is slightly larger, as the insurance 
feature of the plan is based upon the 
ages of applicants when applying for 
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membership. A person may have only 
$7.89 on deposit and yet at death under 
this plan the bank will pay $1,000 to 
wife, mother or children or appointed 
heirs. At any time a person can with 
draw all the money standing to his 
eredit subject to the rules of the bank 
but cannot withdraw part of it, as this 
would defeat the savings plan idea. It 
is necessary then that the monthly de- 
posits be continued so that the insurance 
will not be affected. Deposit accounts 


| may be taken out for from $1,000 to 


$10,000. Through this simple plan of 
publicity there could be no misunder- 
standing as to what the bank had to 
offer, and a handsome amount of busi- 
ness was secured. 

A number of circular letters were sent 
out by the employes under their own 
signatures to their friends and relatives 
which brought in profitable returns. On 
the last day of the contest the employes 
brought in 175 new accounts. Ac- 
counts were secured from the average 
one dollar account to the high figures of 
$10,000. As an added incentive to the 
employes to bring in accounts where the 
applicant did not make an initial de- 
posit, the officers offered an additional 
fee of $1.00 per account for all accounts 
of this character brought into the bank 
after the close of the contest. In addi- 
tion to the 2,350 accounts secured, a 
number of bond sales were made and 
a large number of safety deposit boxes 
were rented. Thus, the new business 
brought in through this contest benefited 
every department of the bank. 


The total deposits in the United States 
Postal Savings on October 1 were ap- 
proximately $151,150,000; a small de- 
erease being experienced during the 
month of September, 1921. This de- 
¢erease is directly attributable to con- 
tinued unemployment and reduction of 
wages together with seasonal changes in 
occupation which occur every spring and 
fall. The number of new accounts being 
opened and the amount deposited are 
averaging higher than customary, the 
decreases in deposits being occasioned 
by heavier withdrawals. 


At a recent meeting of the Warwick, 
Kentucky, Savings Bank, Wilbur C. 
Lazear was elected president to fill 
the vacancy caused by the death of 
John Sayer. Frank F. Holmes was 
elected first vice-president; Henry Pel- 
ton, second vice-persident; and Charles 
Feagles a trustee. 


Hugh E. Curtis has been elected senior 
vice-president of the Rock Island, = 
nois, Savings Bank. 


Conrad P. Olson has accepted a vice- 
presidency in the State Bank of Port- 
land, Oregon. 

The Beaufort Bank of Beaufort, 
‘South Carolina, has increased its cap- 
ital stock from $25,000 to $100,000. 





Speeding up Turn-over 


One remedy for narrowed profit margins lies in 


quicker turn-over. Realizing this, producers and 
merchants in every line of business are working out 
new shipping schedules—both to hasten movement 


of stock and to satisfy the demands of buyers. 


Too often the time thus saved is lost again in distant 
freight houses or terminal yards, for the reason that 
shippers lack an effective means of following and. 
facilitating the processes of delivery and collection. 


Such a means the Irving’s Bill-of-Lading service 


provides for your depositors. 


Shipments delayed 


for any reason are traced and expedited. Consignees 


are notified of arrivals. 


Drafts are presented by 


messenger every day in every corner of Manhattan. 
Out-of-town collections are made by correspondents 


on the spot. 


Time-saving is the Irving’s contri- 
bution to your program of customer service. 


IRVING NATIONAL BANK . 


_ WOOLWORTH BUILDING. NEW YORK 








1851-1921: 


Automatic receiving tellers were re- 
cently installed in all schools of Webster 


City, Iowa, by local bankers. During 
the first day of operation the new ma- 
chine in the high school received deposits 
sufficient to fill a pint cup, the money 
being pennies, nickels, dimes and quar- 
ters. The effort is to teach habits of 
thrift among school children.. Each 
student is supplied with a savings stamp 
folder and, on making a deposit in the 
machine, receives a stamp which he 
sticks in the folder. These folders, when 
they are filled with stamps, or when the 
deposit amounts to one dollar, may be 
taken to any bank in the city and an 
account may be opened. 
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SEVENTY YEARS A BUSINESS BANK 


A comparison of assets and liabilities 
of the First Federal Foreign Banking 
Association portrays progress of the 
first “Edge law” bank, organized in 
June, 1920, for the development of for- 
eign trade. This bank finances exports 
by means of long term credits covering 
merchandise and issues commercial let- 
ters of credit to cover imports of mer- 
chandise purchased abroad. 

Report as of September 12, 1921, com- 
pared with that of April 18, 1921, a 
period of five months, shows an increase 
in the total items of $1,512,884. The 
surplus and undivided profits item in- 
creased $61,854. 
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YOUR BANK 


IN MINIATURE 


OME Savings Banks that are more 
than mere coin containers. They 
serve as constant reminders of your insti- 
tution— advertising novelties as well as 
incentives to save. 


The Noel State Bank in Chicago used 
7,000 in two months and found them 
valuable as deposit builders. 





INDIVIDUALIZE ; ; ; 
YOUR BANK Send us a print or illustration 
of your building, stating what 
quantity you can. use. Full 
Write for Bank particulars gladly furnished. 
Circular 





| Rehberger Manufacturing Co. 
| 2159 Lewis St., Chicago 
WE ARE MAKERS—NOT JOBBERS 


ADVERTISING PENCILS LET US FURNISH ESTIMATES 
Best quality cedar hexagon pencils, TELLERS CAGES 


highly enameled, medium soft lead, long Grill Work and Wickets 


gilt tip and rubber. Stamped with INDIANAPOLIS WIRE & IRON WORKS 
name or slogan in gold leaf. One line, Indianapolis, Ind. 
up to thirty five letters and five spaces. 
96.60 el GROSS—-$36.00 _— =. Ames, Emerick & Company, New 
Special rates on larger quantity. a z 
Samples on request. York, investment bankers, have opened 
———— offices at 817 Republic Building, Kansas 
CHIBBY PENCIL COMPANY City, Missouri, with Ralph P. Swofford 
9225-107th St. Richmond Hill, N. Y. in charge. 


———————— An increase of $50,000 in its surplus, 

R. E. Adams of Emporia, Kansas, bringing the total capital and surplus 

has succeeded A. E. C. Ott as cashier to $350,000, was recently announced by 

of the People’s State Bank of Lebo, the South Texas State Bank, Galveston, 
Kansas. Texas, 
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GIVE THE RAILROADS 
ADDITIONAL CREDIT 


(Continued from page 3) 
tem for a 3 per cent earning; the roads 
must be restored to their once attactive, 
though not excessive earning power. 


There are those in this connection who 
maintain that the high level of rates 
is responsible for the decline of business, 
Rates have little to do with the situation. 
As a result of the power delegated to 
the Interstate Commerce Commission, 
rates are now practically made by that 
body, and are in substantially all im. 
portant cases the same between given 
points, thus eliminating competition so 
far as rates are concerned. Service, 
however, is much more improved in 
developing and sustaining the commerce 
of this country than the measure of 
freight rates. Service is dependent on 
the ability of the carriers—a matter of 
more equipment and development, more 
directly, credits. This the Government 
is in a position to extend. 


Aside from the pivotal position of the 
railroads in our commercial life, and the 
supreme importance of speeding up the 
head of the procession of progress first, 
the stimulating of the railroads to aetiv- 
ity in replenishing and improving their 
facilities by the purchase of material and 
supplies will establish a cycle, not the 
vicious cycle of war wages and econ- 
modity prices, but one of healthful con- 
mercial activity. The placing of equip- 
ment orders means a quickening in 
American business in all the ramifica- 
tions of the hundreds of plants making 
railroad supplies. When it is considered 
that the railroads alone normally con- 
sume thirty-five per cent of the lumber 
output of the country, the importance 
of immediately applying the “priming” 
process to Amercian railroads as a means 
of general business resuscitation is only 
too fully apparent. 


There is business in America today 
in every nook and corner, in just as 
good a measure as ever. Although dor- 
mant now, it merely needs “priming” 
like the old country pump, to start the 
profitable flow—the interchange—which, 
in its total volume, spells prosperity. 

C. C. Seoville of Seneca, Kansas, well- 
known Kansas banker, has purchased 
the controlling interest in the Farmers 
National Bank of Topeka from H. 6. 
West. 


Architect has been selected to draw 
plans for a new building to house the 
People’s Saving & Trust Company, Lee- 
tonia, Ohio. The structure will include 
one story with basement and occupy 4 
site 30 x 80 feet. 


Roy Riley, former assistant cashier 
of the Wausaukee, Wisconsin, State 
Bank, has been chosen cashier of the 
new Pembine State Bank at Pembine, 
Wisconsin. 


writing to our advertisers. 
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PLANS THAT STIMULATE 
SAVINGS ACCOUNTS 


F there is any one thing more than 
another that the average banker 
should grasp and hold, it is a fact that 
savings deposits need constant stimula- 
tion. 

Some people save money by instinct. 
Others have to be taught the value of 
savings and constantly reminded of the 
fact that savings deposits grow only 
when fed regularly. 


As an illustration of what may be 
done by the proper cultivation of sav- 
ings depositors may be mentioned the 
work of an Illinois bank which in the 
past six months has more than doubled 
the deposits of savers whose accounts 
for the previous year had been wholly 
dormant. This story will be given in 
the December issue of THE BANKERS 
MonTHLY. 


A savings account in many respects 
resembles a plant. It cannot grow if it 
is pulled out frequently by the roots. 
It will become stunted and sickly if it 
is not supplied with nutriment that con- 
tains the elements of growth. Properly 
taken care of, it will grow and continue 
to bear fruit as long as the depositor 
lives. 

A sample of good savings advertising 
is a little booklet put out by the Dollar 
Savings and Trust Company, Youngs- 
town, Ohio, under the caption “Your 
Own Book.” It argues that thrift is 
a positive virtue, not a negative one. 
It is not self denial at all—it is self- 
assertion. To quote the closing para- 
graph of the booklet; “Prize your sav- 
ings account. Be proud of your pass 
book, for it is your own book, written 
by yourself. It contains the stories of 
your struggles, and between its cold 
figures you can read the hopes and dis- 
appointments of a whole life. A sav- 
ings pass book is the only dream book 
worth the paper it is written on because 
it makes dreams come true. 


7 * * * 


LITTLE folder entitled, “Bill,” 

“Henry” “Jack,” put out by the 
First Trust Company of St. Joseph, 
Missouri, appeals directly and person- 
ally to the one addressed and drives 
home the message that the road to op- 
portunity leads through a savings ac- 
count. 


This is perhaps the biggest appeal 
that can be made to young men’ and 
indeed to older men who ought to be 
regular savers: or who ought to increase 
the amount of weekly or monthly de- 
posits made. A_ substantial savings 
account fits the owner to take advantage 


of the situation when opportunity 
knocks at his door. 

The. booklet gives a simple, inspira- 
tional description of the determination 
of “Bill” to save, of how he followed 
his original determination until the op- 
portunity came for him to buy an 
interest in the store with which he was 
connected, becoming sales manager. It 
is bound in a novel and interesting: way 
and fastened with a seal for mailing 
under a one cent stamp. 

* * * ” 

HE Oak Park Trust and Savings 

Bank, Oak Park, Illinois, presents 
the savings appeal in still a different 
form—that of partial payment invest- 
ments. This is saving through invest- 
ment. The appeal made through a little 
four-page folder is that of “forcing 
onesself to invest regularly.” The plan 
is simple. Bonds and mortgages from 
$100 upward are offered, making the 
monthly payments range as low as $10. 
Thus it is possible for one to secure a 
bond which can be paid for within nine 
months. 

The bank urges that the partial pay- 
ments be made in the same way that 
monthly bills are met. A check can be 
mailed or the money otherwise sent to 
the bank by mail if desirable. 

In case completed payments are im- 
possible, the bank sells the bond charg- 
ing a small brokerage fee, giving the 
purehaser the advantage of the gain 
or loss due to market conditions. Where 
for one reason or another regular pay- 
ments are interrupted a leaway of 30 
days is given. 

The advantages of this plan are pri- 
marily, that the small investor can buy 
safe securities and realize an interest 
higher than that of the regular savings 
account. The slogan is that the in- 
vestor should “force himself to save and 
invest regularly.” 

* * * * 
HE Magie Lamp of Thrift is a small 
folder put out by the Farmers and 
Mechanics Savings Bank of Minneapolis 
giving the annual report of the school 
savings plan in the Minneapolis Public 
Schools for 1920-1921. 

This plan has been operating for a 
number of years and the number of 
accounts outstanding at the end of the 
school year 1921 were 64,245. The 
amount deposited for the year 1920- 
1921 was $131,816. The amount of new 
aceounts opened during the last school 
year was $84,927. The report calls sav- 
ing a modern Aladdin’s Lamp which 
works wonders with money, turning 
savings into one dollar, two dollars, or 


H.S. HOFFMAN 
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Size 10’x214” (1-Line) $5.25 (2-Line) $6.00 


 Waee 5.75 - 6.50 
wa, "CO ors“ * 7.75 


(Wood block, felt pad $1.00 extra) 
CAMDEN ARTCRAFT CO. 


169 North Wells St., CHICAGO 


For Advance 
Reports on 


Bonds 


Proposed issues, 
bids wanted, etc. 
WRITE 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. 


LIL 


| Waxed ewriter Ribbons 
j Are superior and distinctive; will not fill the } 
4 type or dry out; last longer than ordinary rib- } 
| bons; the WAX prevents evaporation of the | 
essential moisture and insures clean, sharp } 
} impressions and pleasing colors. More eco- 
nomical because they cost no more than other { 
H ribbons. Price $1 each, or 6 for $3.75, Prepaid. 
f Booklet — Better Typewriter Results’”—sent 
j free to Typewriter users. State name of 
H machine and color or combination of colors 
f desired when ordering. ; f 


| Box of Carbon Paper FREE 


Special Offer: With your first orderforWAXED } 
Typewriter Ribbons, we will send 
Free a sample box of WAXED Car- 

bon or worth 8c. Order today; 

money back if not pleased. , 


Address, Jim Claitor 
THE RIBBON WORKS 
Dept. 
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UPPLIED 


Adding Machine Rolls | 


Unusually good quality, 100 roll cases, 
$7.50 per case, 2,% wide, 250 feet to roll, | 
wooden cores, lintless paper, first quality, | 
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| 


ZIMMERMAN BROS. & CO. 
5147 Lake Park Avenue 


any sum desired. The folder gives a 
“magie table” which shows that a eer- 
tain amount of money placed in the 
bank every week will develop in the 
course of a year into a much larger 
sum. For example, 5 cents placed each 
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week with the Magie Thrift Lamp of 
the school bank at the age of six years 
will in the course of three years equal 
$8.35, in the course of 5 vears, $14.50, 
in the course of 10 years, $32.51, and 
so on for the larger sums. 

Five cents put in every day for ten 
years will turn into $262.14. Ten cents 
a day spent for movies will mean the 
loss of $119.13 besides the $365 spent. 

If at the age of 18 a pupil leaves 
school with $100 touching the Magie 
Lamp and adds each year $100 to it, 
he will have at the end of two years 
$232.19; at 30 vears of age he will have 
$1,633.41; at 40 years $3,829.16; and 
at 60 years $12,645.97. 

The value of educating children to 
such habits of thrift and foresight 
through a school savings system is of 
tremendous value and the plan could 
be followed by many banks in much 
smaller communities than Minneapolis. 


* * * * 


THE Lake County National Bank, S. 

D. puts its savings appeal across by 
means of foreeful newspaper advertise- 
ments. The argument is that money 
lying in a box or a sack at home is 
earning nothing. It is doing no one any 
good and to all intents and purposes 
is “dead” money. 

Money deposited in the bank earns 
interest for the depositor, is subject to 
to his demand just as much as if hidden 
at home, and while deposited and earn- 
ing interest is also working for other 
people. It is “live” money because it 
is in circulation. 

This advertisement also carries the 
appeal that it is the duty of every one 
to help alleviate the present business 
depression. The bank offers time cer- 
tificates which pay 5 per cent interest. 

The series of advertisements, while 
valuable in its appeal, might be made 
much more attractive and interesting by 
giving it a new dress. The borders are 
carelessly put together. The name of 
the bank is put in a reverse zine which 
inevitably smudges when printing. 
Banks using such advertising might 
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HERE is as much reason for a matched suite 

of fine furniture in your office, as in your dining- 
room —more in fact, for you spend about four 
times as much time there. 


And your office suffers, just as your dining- 
room would — from haphazard furnishing. 


WRITE FOR OUR CATALOG 


Stow & Davis FURNITURE Co. 


Makers of High Grade Business Furniture 
In Mahogany or Black Walnut 


GRAND RAPIDS 




















MICHIGAN 





well consider some of the layouts of 
advertisements. Advertising at best 
meets a certain resistance on the part 
of the general public. It should be given 
every chance possible to make good, not 
only in appearance, general layout, the 
kind of type used, the size of type, the 
borders, and the illustrations, but also 
in the actual arguments which are rep- 
resented. In a later issue of THE 
BanKers MONTHLY arguments in favor 
of savings will be analyzed and pre- 
sented for the benefit of readers of this 
department. 


Price of Cotton Advances 

The outstanding development in con- 
ditions during September, particularly 
as relates to the St. Louis trade territory, 
as given out in a monthly report issued 
by the statistical department of the 
Liberty Central Trust Company, was 
the advance in the price of cotton. The 
effect of this was felt at once, even where 
this season’s crops were still in the fields. 
Following this initial psychological in- 
fluence we may expect an increasing 
amount of concrete evidence of the sub- 
stantial improvement that is taking 
place in the South, as cotton is actually 


sold. 


In other respects the general situation - 


shows improvement, but only of a mild 
character. Published statisties of build- 
ing, the iron and steel, coal, lumber, 
textile and other industries show revival 
which in many ‘instances is probably 
more than seasonal. Reports of jobbing 
trade are somewhat more encouraging. 
At this writing we have no data as to 
September retail business, but the mail 
order concerns made records within 25 
per cent of those of a year ago. 


At a meeting of the directors of the 
First National Bank, Columbus, Indiana, 
Dean M. Bottorff was elected a director. 

R. G. Thauer has resigned as assist- 
ant cashier of the Bank of Watertown, 
Wisconsin, to become secretary-treasurer 
of the Great Lakes Paper Products 
Company of Milwaukee. 
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THE TYPE OF BANKER 
NEEDED TODAY 


(Continued from page 47) 
nomic mobilization, far beyond any that 
was actually inaugurated. We went 
far enough toward this mobilization to 
convince us that, had the necessity per- 
sisted, we could have made it keep the 
economic machine in operation along- 
side the war machine; make it keep the 
mechanism of production working at a 
high enough speed to furnish materia!s 
for the machine of destruction. We saw 
ourselves growing more and more effi- 
cient of both production and demolition; 
and the lesson was so impressive that 
few of us dare to guess how much longer 
we might have gone on. 


The circumstances demand that we 
assume a role of leadership. The re- 
habilitation of Europe is the key to our 
whole economic and industrial situation. 
We crnnot effectively help to rehabil- 
itate Europe by merely doling out aid 
without system or foresight. Our part 
of leadership must be played by using 
our influence to induce Europe to help 
herself. 


A negro patrolman, recently ap- 
pointed, met a little brown man carrying 
a little brown jug on the “avenue.” 
The patrolman thumped the jug apprais- 
ingly with his club. It sounded “ripe.” 

“What you-all got there, boy?” he 
asked suspiciously. “Ain’t corn, is it?” 

“Tain’t hay,’ said the little brown 
man sullenly. 


A moment later the zealous negro 
patrolman was marching the little brown 
man with the little brown jug down the 
avenue. They reached the shadow of 
police headquarters without a word pass- 
ing between them. Then the little brown 
man broke the silence. 

“Where's this you takin’ me, big boy?” 
he asked. “Ain’t jail, is it?” 

“Tain’t church,” the patrolman snap- 
ped.—Brooklyn Eagle. 
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ANALYZING THE FACTORS 
THAT INFLUENCE THE 
INTEREST RATES 


(Continued from page 68) 
termined by ratio of supply and demand 
for surplus funds in that community, 
to which, of course, are added the other 
elements so as to arrive at the local rate. 
It is not surprising, then, to find a great 
deal of variation in mortgage loan rates 
jn various parts of the country. I have 
prepared a schedule based upon reports 
received from representative banks in 
every state in the Union which disclose 
a wide variation in rates, both urban and 
rural. In urban loans the elements of 
risk and eost of handling are largely 
eliminated. The property securing such 
loans is readily marketable and is capa- 
ble of accurate appraisement. The pos- 
sibility of employing large sums in such 
loans, well secured by tangible values, 
has long made mortgage loans a fav- 
orite form of investment for savings 
banks, insurance companies, trusts and 
individuals. 


The Liberty Industrial Corporation of 
New York has elected J. F. McClelland 
as vice-president and Douglas Parmentier 
as secretary and treasurer, succeeding 
A. H. Smith, who resigned to become 
vice-president of the Madison and Kedzie 
State Bank of Chieago. 
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NEW OFFICERS OF THE 
AMERICAN BANKERS 
ASSOCIATION 


Thomas B. MeAdams of Richmond, 
Va., first vice-president, was unani- 


mously elected president of the American 
Bankers Association at the convention 
in Los Angeles. John H. Puelicher of 
Milwaukee, Wis., second vice-president, 
was advanced to the first vice-presideney, 
and Walter W. Head of Omaha, Neb., 
was chosen second vice-president. 

elected as 


Divisional officers 


follows: 

Clearing house division—John R. 
Washburn, Chicago, president; James 
Ringold, Denver, vice-president, and T. 
J. Hartman, Tulsa, Okla.; Alexander 
Dunbar, Pittsburgh, Pa., and Francis 
Coates, Cleveland, executive committee. 

National bank division—John G. 
Lonsdale, St. Louis, president; Waldo 
E. Newcomer, Boston, vice-president, 
and P. J. Johnson, New York; W. C. 
Wilkinson, Charlotte, N. C.; John C. 
Crutcher, Chicago, and A. J. Wall, 
Olympia, Wash., executive committee. 

Savings bank division — Raymond 
Frazier, Seattle, president; Samuel K. 
Beach, Rome, N. Y., vice-president, and 


were 


S. M. Hawley, Bridgeport, Conn.; 
George B. Brock, Boston, and Alvin 
Howard, New Orleans, executive com- 


mittee. 
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411-413 South Clinton Street, 
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‘*A clearly-written 
check in good ink on 
Safety Paper is about 
as secure as anything 
yet devised.’’ 

—Edward H. Smith in a 


recent magazine article. 
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Opens Foreign Exchange Course 
The pressing importance of foreign 
exchange in American business life, and 
the general vagueness regarding this 
subject, leads Columbia University, New 
York, to “announce a new home-study 
course in foreign exchange for non- res- 
ident students, which will be of particu- 
lar interest to officers and employes of 
banking institutions throughout the 
United States. The purpose of this 
course is to make clear the basic prin- 
ciples of foreign exchange dealing and 
the practices of American and foreign 
institutions in financing the world’s com- 
merece. Among the subjects explained 
are the mechanism for making interna- 
tional settlement,the various instruments 
used in financing foreign trade, the 
meaning and relationships of foreign 
exchange rates, conversion of foreign 
currencies, the foreign exchange market, 
buying and selling commercial bills, 
transfer of funds, collecting and paying 
foreign accounts, and an analysis of the 
eauses of exchange fluctuations. The 
uses of the various instruments are il- 
lustrated and analyzed—the document- 
ary trade bill, cable transfers, sight and 
time drafts, export and import letters 
of credit, acceptances, trust receipts. 
Foreign exchange investment, the dis- 
count market, finance bills, speculation, 
futures, arbitrage, the gold situation, 
and the present abnormal aspects of 
the world’s exchanges are also 
eareful treatment. 
A number of representative bankers 


given 






and prominent business menof the United 
States, to whom the syllabus has been 
submitted, have heartily commended both 
the plan and the clear presentation of 
this complex subject. The instruction 
is in charge of Charles E. Artman, A.M., 
formerly with the foreign department of 
the Guaranty Trust Company of New 
York and extension lecturer on Finance 


BANKERS MONTHLY for NOVEMBER, 199) 


ie 








in New York University. Besides prae. 
tical experience in foreign banking, the 
author made a special study of foreign 
finance at the Sorbonne as an A. FE, F. 
student in Paris after the armistice. 


Fred C. Rock has sueceeded W. 4. 
Smith as cashier of the Stockgrowers 
State Bank, Pauhuska, Oklahoma. 


HROUGH OUR §0 OFrFices in leading 

cities we constantly secure information 
on local investment conditions in the 
various parts of the country. 
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George M. Reynolds, Chairman of 
Board, Continenta! 


mercial National Bank. 

S. M. Felton, Pres. Chicago Great 
Western R. R. Co. 

Frederick W. Croll, Vice-Pres. Ar- 
mour & C 
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oO. fornia & Oregon Lumber Co. 


Philip K. Wrigley, Vice-President 
William Wrigley. Jr., Co. 


Robert _B. Upham, Vice-President. 
Earle H. Reynolds, President. 
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View of Counters, Evenly Lighted by Frink Bank 
Screen Reflectors, Guaranty Trust Co., New York 


Harmonious, Even 
Counter Lighting 


a lighting must not oniy be efficient, it must 

unite with the design and proportions of the 
banking room in expressing the dignity and power 
of the institution. 


Each Frink installation is especially designed to 


meet these two conditions. Every surface, whether 


of counter or desk, is studied to secure illumination 
of maximum efficiency with minimum of eye strain. 


Frink lighting systems are readily adapted to 
any form of structure or architectural motif. 


For these reasons, co-operation betwten the 
architect and the Frink Engineering Department 
cannot be too early established, that the Frink 
Lighting System may be made an integral part of 
the plan. 


Frink Lighting is a feature of such institutions 
as: 
NATIONAL CITY BANK - - - - - New York 
CONTINENTAL & COMMERCIAL NAT'L BK., Chicago 
UNION TRUST COMPANY - - - - New York 
FIRST NATIONAL BANK - - - - - - _ Boston 
HIBERNIA BANK - - - - - - New Orleans 


Write for our Special Bank Catalog 
No. 421 covering Frink Screen Re- 
flectors, Desk Reflectors, Upward 
Diffusers, and Polaralite Signs. 


LP FRINK, Inc. 


24th Street and 10th Avenue, New York, N. Y. 


CHICAGO, ILL. PHILADELPHIA, PA. CLEVELAND, 0. 
Wrigley Building Fuller Building 6010 Euclid Ave. 
SAN FRANCISCO, CAL. CINCINNATI, 0. 

B-1 77 O'Farrell St. 17 Greenwood Bldg. 
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HE New York Trust Company 

offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed credit 
information service which ts available 
to customers. 
Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 
trade opportunities. 
Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 
Capital, Surplus & Undivided 
Profits - - - - $26,000,000 


100 BROADWAY 
57TH ST. & FIFTH AVE. 


Memier Teceral Reserve System 
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REVIEWING THE DEVELOP- 
MENT OF THE TRUST 
COMPANY SERVICE 


(Continued from page 15) 























by fifteen trust companies, representing 
eight separate states, as follow: 

Boston—Old Colony Trust Co., by 
T. Jefferson Coolidge, Jr., president. 

New York—Continental Trust Co. of 
the City of New York, by Otto T. 
Bannard, president; United States 
Mortgage & Trust Co., by G. W. Young, 
president. 

Brooklyn—Franklin Trust Co., by 
Geo. H. Southard, president. 

Chicago—The Northern Trust Co. 
Bank, by Arthur Hourtley, secretary ; 
Seeurity Title & Trust Co., by Peter 
Dudley, trust officer; Title Guarantee 
& Trust Co., by Frank H. Sellers, trust 
officer. 

Indianapolis—The Union Trust Co., 
by John H. Holliday, president. 

St. Louis—Mississippi Valley Trust 
Co., by Brickinridge Jones, second vice- 
president; St. Louis Trust Co., by John 
D. Filley, secretary; Union Trust Co. of 
St. Louis, by C. Tompkins, treasurer; 
Lincoln Trust Co., by A. A. B. Woer- 
heide, secretary. 

Louisville—Columbia Finance & Trust 
Co., by Atilla Cox, president; Fidelity 
Trust & Safety Vault Co., by John 
Stites, vice-president. 

Denver—The International Trust Co., 
by F. B. Gibson, secretary. 

It may be interesting to give here a 
copy of that first eall. It read: 

“The advantages of the national and 
various state associations of bankers 
suggest similar gathering of those 
managing trust companies. As there 
has been but little published as to 
trust company practices and no gen- 
eral meeting for an interchange of 
ideas as to them, each company has 
been forced to establish its own pre- 
cedents without having the benefit of 
the experience and methods of other 
companies. There has been no general 
move to secure uniformity of action, 
similarity of laws or practical benefits 
to be derived from personal acquaint- 
ance. 

“It has oceurred to us that it might 
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be desirable and practicable to have 
a gathering of representatives of trust 
companies at the meeting of the Am- 
erican Bankers Association to be held 
in the City of St. Louis on September 
22nd-24th next. Many trust companies 
are now members of that association 
and if at such odd times as not to 
interfere with the general convention, 
there were some proceedings specially 
suited to trust companies, the meetings 
of the association would be of broader 
interest and its membership increased. 
At the anual meetings of the Ameri- 
ean Bar Association there are, at 
some such odd times, organized meet- 
ings of the ‘Section of Legal Eduea- 
tion’ and ‘Section of Patent Law.’ 
The plan of separating these distine- 
tive branches into sections has proved 
to be of benefit to the general associa- 
tion. 

“You are invited to send a repre- 
sentative to an informal conference 
of trust company officers to be held 
during the meeting of the Bankers 
Association above mentioned. An- 
nouncement will be made during the 
session of the convention of the hour 
and place of the conference. Among 
the questions discussed will be whether 
a national gathering of trust compa- 
nies would be more successful if held 
as a section of the American Bankers 
Association. 

“Tf you cannot be present we should 
be pleased to have from you an ex- 
pression to be read before the con- 
ference.” 

When this meeting was called to order 
on September 22, 1896, there were pres- 
ent seventeen representatives from ten 
different states. After a thorough dis- 
cussion of problems which, due to the 
influence of this section are now matters 
of history, through the aid of the tal- 
ented Joseph C. Hendrix, then chair- 
man of the executive council of the 
American Bankers Association, the trust 
company section was formed, the by- 
laws of the association being amended 
in open session of the convention, the 
very hour the amendment was offered, 
permitting the formation of a trust com- 
pany section. The men who were first 
eharged with the destiny of the section 
were: 


Chairman—Henry M. Dechert, then 


Office Furniture 
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We Have Reduced Prices 


Our present prices are based on present day con- 
ditions. You will find upon investigation that 
we can quote lower prices on office furniture 


than you have been familiar with. 
errison 7500 CHICAGO, ILL. 
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president of the Commonwealth Title, 
Insurance & Trust Co., Philadelphia, 
Pa. 

Vice-Chairman—Gordon Abbott, then 
vice-president of the Old Colony Trust 
Company, Boston, Mass. 

Secretary—Anton G. Hodenpy], then 
secretary of the Michigan Trust Com- 
pany, Grand Rapids, Mich. 


Executive Committee — Breckenridge 
Jones, chairman, Mississippi Valley 
Trust Co., St. Louis, Mo; Frank 4. 
Sellers, Title Guarantee & Trust Co,, 
Chicago, Ill.; Willis S. Paine, State 
Trust Company, New York City; Geo, 
H. Southard, Franklin Trust Company, 
Brooklyn, New York; Anton G. Hoden- 
pyl, Michigan Trust Company, Grand 
Rapids, Mich.; John Stites, Fidelity 
Trust & Safety Vault Co., Louisville, 
Ky.; Geo. W. Young, United States 
Mortgage & Trust Co., New York City; 
Francis P. Banks, State Trust Com-. 
pany, New York. 


To Mr. Hodenpyl, first secretary of 
the section, belongs more credit than 
we are able to realize. It was largely 
his untiring efforts that accomplished 
the detail of the perfected organization. 
I remember well how he took me to 
task when the press of business matters 
at my institution resulted in my being 
unable to give the necessary time to my 
duties as chairman of the executive 
committee in 1897. I quote from one of 
his letters to me: 


“There are just three things for you 
to do. One of them is to pack your 
doll rags and come up here at once, 
so that we can arrange the whole de- 
tail of the August meeting. The 
other one is to write me very fully, 
giving your instructions as chairman 
as to what you want to have done, 
when I will see that they are carried 
out. The other is, not to reply to this 
communication, and then I am afraid 
I shall be cross. 


“T do not mean this letter in the 
light of serious fault finding or com- 
plaining, but I just want you to under- 
stand how annoying it is to me to hear 
nothing whatever from you. You are 
a good boy, and I am very fond of 
you, but vou have tried my soul 
awfully during the past six weeks.” 

The first meeting of the executive com- 
mittee after the section was formed was 
held in New York City. On our way 
there various members of the committee 
stopped in Philadelphia, to call on the 
president of the section, Mr. Dechert. 
We were pleasantly surprised by his 
having provided a luncheon in Parlor C 
of the old Continental Hotel, in which 
room it had been the custom to hold 
receptions for the President of the 
United States and other distinguished 
visitors. Mr. Dechert had as guests to 
meet us some fifty or sixty of the leading 
bankers, editors, professional and liter- 
ary men of Philadelphia. This function 
was recognized as a great compliment 
(Continued on page 104) 
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Is Your Bank a Live One? 

wr deviieg— THE 
UNIVERSAL 
HOUSEHOLD — 
BUDGET 


“It Saves Waite You SPEND” 


EASY TO MAINTAIN AND ALWAYS BALANCED 


HOUSEHOLD EFFICIENCY BUREAU 
88 KeyYsTone AVENUE RIVER FOREST, ILLINOIS 


Sympathetically Big — If you have not ordered your copy of the 


| ae Key to the A.B. A. "iti 


get busy—Seventh Edition being prepared 
now—ready March 1922. 


RAND McNALLY & COMPANY 


CHICAGO, ILL. 
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South’s Largest Vault 

The safe deposit vault of the Hiber- 
nia Bank and Trust Company of New 
Orleans is the largest in the South. It 
is 12 teet wide by 59 feet deep. The 
vestibule of the door is 117 inches 
square, and the huge cireular steel door 
weighs 48 tons, is 34 inches thick and is 
so delicately balanced on its great hinge 
of steel that a young child can open and 
close it. 

In the rear of the vault is an emer- 
geney door, 24 inches in diameter, and 
tlle same thickness as the big door. The 
alarm system is the same as used in the 
treasury vault in Washington, D. C. 


Inside each of the vaults is a tele- 
phoue system, the wires imbedded in 
the solid conerete. 
electric indicator system, so that if a clerk 
forgets to close every door, the flashing 
of an eleetrie light shows that this door 
is open, registering on outside indicators 
under inspection of the bank’s officers. 
In addition to the burglar-alarm system 
there is apparatus which, in case of 
trouble, the entire basement can be 
flooded nine feet deep with water. In 
all there are five vaults—one safe de- 
posit vault for customers, one vault for 
the bank’s money, one vault for the 
bank’s securities, one vault for cus- 
tomers’ trunks and chests of household 
silver, and one vault for the bank’s 


books. 


There is a complete 
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Employes Bring In 10,426 New Accounts 

Activities of the Acecount-A-Week or 
the Guardian Savings and Trust Com- 
pany of Cleveland brought in 10,426 
new accounts with initial deposits of 
$6,082,000 during the twelve months, 
ending October 1. Cash prizes and gold 
emblems were awarded the leaders in 
the contest by A. R. Fraser, vice-presi- 
dent, at a mass meeting of employes held 
October 4. Gold pins were presented 
to all employes who secured at least 
four savings accounts a month during 
the year. Prizes of $100, $50 and $30 
were also awarded. H. C. Robinson, 
first vice-president, in behalf of the di- 
rectors and officers thanked the 600 
employes for their loyalty and enthus 
iasm in bringing in the large volume of 
new business and announced that the 
contest would be continued another year. 


Last fall employes of the Guardian 
Savings & Trust Co., decided to carry on 
a continuous drive for accounts instead 
of the periodical campaign. The goal 
set for each employe was one savings 
account of $5 or more each week 
throughout the year. At the end of the 
first month in which he obtained four 
or more accounts, he received a silver 
pin, designating him a member of the 
Aeecount-A-Week Club. If he main- 
tained this record each month of the 
year, he was awarded a gold pin, Octo- 
ber 4. 


Klcnadesk 


Your Present System—Plus 
The Kleradesk adapts itself to your 
peculiar requirements—combining both 
horizontal and vertical handling of 


desk papers. 


Sorts and routes departmental mail; holds refer- 
ence papers Out of way but_immediately at hand 


when needed, Saves time. Efficient. 

Add compartments as required. 
$1.20 each. c 
trated below $6.65. i 
Write for free, instructive, 


Ross-Gould Co. 


275 N. 10th—St. Louis (1) 
New York Chicago Cleveland Philadelphia 


Convenient. 
Steel Sectional Device 

Vertical sections 
Four-compartment combination illus- 
Indexed front and 


back. 
illustrated folder, e 
“How to Get Greater Desk Efficienoy.’’ 


Bank Salaries and Expenses 

The Research Department of Prentice. 
Hall, Inc., of New York, has published 
in book form a complete copyrighted 
report on bank salaries, expenses and 
methods of soliciting new business. The 
report is based on information obtained 
through a questionnaire sent to 163 
banks doing a commercial business. Ip- 
teresting material and data covering 
various current expense items of these 
banks having deposits of $25,000,000 
or under is contained in the beginning 
of the report as is also a detailed anal- 
ysis of yearly salaries of minor officials 
and employes. The report also ineludes 
a digest of articles that have appeared 
in recent months in a number of finan. 
cial publications showing effective plans 
for obtaining new accounts, grouped 
under specific headings. This report 
throws an interesting light on the in- 
creasingly important subject of bank 
salaries, the distribution of costs and 
other pertinent matters. 


Work has started on remodeling store 
space into new banking quarters for the 
Broadway Trust and Savings Bank of 
Chicago. The new quarters will be four 
stories high and oeceupy ground 100 x 
100 feet. 


Tra Ellis, assistant eashier at the 
Farmer’s State Bank, Osage, Kansas, 
has resigned. 


A PHOTOSTAT COPY 


The case hinged upon the ability of the prosecution to produce 
certain documentary evidence. 


The original had been lost. In 


fact the defence, knowing that it had disappeared, already con- 
sidered the case won. 


Then the unexpected happened. 


The Prosecuting Attorney 


introduced a PHOTOSTAT copy of the original document which 
had been previously made and filed as a matter of precaution. 

The tables were turned—for PHOTOSTAT copies are legal 
evidence, because they are made direct from the original. 

PHOTOSTAT copies of important documents are not only 
useful for filing as a precautionary measure in case of litigation, 
or in case of loss by fire or otherwise, but can also be sent out 
instead of the originals when desired. : 

Consider the importance of this in those numerous business 
controversies which never reach the court room, but where a 
settlement can not be reached until valuable pieces of documentary 
evidence have passed from hand to hand several times. 


COMPLETE DETAILS ON REQUEST 


PHOTOSTAT CORPORATION 


299 State Street, Rochester, N. Y. 


88 Broad Street - - 
7 Dey Street - - - 


- + Boston 
- New York City 
429 Monadnock Bldg. - San Francisco 


19 South LaSalle Street - - Chicago 
510 No. American Bldg. - Philadelphia 
700 Tenth Street, N.W. - Washington 


Executive Office: Providence, R. I. 
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Re-Write Revenue Bill. 


The Senate finance committee in con- 
sidering the new Revenue Act recently 
passed by the House, has decided to 
re-write the entire measure so that when 
presented it will be a revision of the 
present law including the new elauses 
and those which have been left un- 
changed. The draft passed by the House 
contained a large number of amend- 
ments to the existing law and the action 
by the committee is intended to place 
the bill in such form that it can be read- 
ily understood by the tax payer. 


It has also been practically agreed to 
make the repeal of the excess profits 
tax and the reduction of surtaxes re- 
troactive instead of effective January 
1, 1922, as provided in the House Bill. 
With this change, it appears that the 
amount of money it is designed to raise 
during the next year is from one-half 
to one billion dollars short of the sum 
the Government must actually have. 
There is a sentiment, therefore, to in- 
erease the corporation normal tax rate 
to 15 per cent, effective January 1, 1921, 
which would still leave a_loss in revenne 
of more than three hundred million 
dollars as compared with the House Bill. 


President Drum of the American 
Bankers Asociation, sent out an urgent 
appeal to all the secretaries of the state 
bankers associations, and provided them 
with a sufficient number of printed cir- 
culars to be sent to every bank asking 
for their co-operation with the efforts of 
the A. B. A. to have the repeal of the 
excess profits tax made retroactive. 


Senator Smoot, an influential mem- 
ber of the committee, has annouced an 
entirely new program of taxation which, 
it is reported, he will urge upon the 
committee, and later, upon the whole 
Senate. His plan provides for the re- 
peal of some 30 taxes now existing and 
the imposition of a simple method of 
taxation, which he says, will permit the 
dispensing of large numbers of em- 
ployes pow required by the Treasury. 


Senator Smoot would draw his revenue 
from six sources, as follows : 


income . .$ 830,000,000, 

10 per cent of net earnings 
of corporations 

Existing tobacco taxes... 

Existing estate taxes 

The tariff 

43 per cent manufact- 
urers’ sales tax....... 1,200,000,000 


Energetic collection of delinquent 
taxes, he says, would bring in $340,- 
000,000 more, salvage of war materials 
would fetch $200,000,000 and alcoholi¢ 
liquor taxes would produce $75,000,000. 
These various items would total $3,895,- 
000,000. Senator Smoot estimates ex- 
penses as follows: Appropriations to 
date $3,960,338,367, from which must 
be deducted $500,000,000 in postal re- 
ceipts, leaving expenses of $3,460,338,- 
367. This figure, deducted from the 
amount the Smoot taxes would raise, 


445,000,000. 
225,000,000. 
150,000,000. 
400,000,000. 


CANCELING CHECKS 


“CUMMINS PERFORATORS” 


QUALITY 


Sent on trial with Bank’s Own 
A. B. A. Number without sisk or 
obligation, legal or moral. 


Quarterly payment plan (if desired) 
payable through 1922. 


You have always intended to get 
one—do it now. 


NOTE 


Cut out and send us this ad and let us send you a 
machine with YOUR A. B. A. number—on 30 
days’ trial—this without risk or obligation on 
your part, 


RESPONSIBILITY 


SERVICE 


CUMMINS PERFORATOR COMPANY 


Formerly THE B. F. CUMMINS CO. 
4748 RAVENSWOOD AVENUE, CHICAGO 
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THE FARMERS’ BaKx 


Why Wait for New Year’s to Start 
Your Advertising—START NOW! 


Give your customers a fancy colored feather 


pen-holder with your advertisement on it. 


It will attract 


attention, is useful, and acceptable to everybody. Costs you only 
a few pennies to have your name before them. Order a thousand 
and watch the result, they pay for themselves. Price includes 
advertisement, assorted pens and assorted colors, red, blue, green, 


yellow, etc. 
500 - - 
1000 - - 
2G -. = < 


- - 7 cents each 
a 6 * “a 


5%“ 


SPECIAL PRICE IN LARGE — 
SAMPLE UPON REQUES 


FORD, LINCOLN & COMPANY 


Congress and Wells, Chicago 


leaves a surplus of $434,711,633 which 
would be available for the service of 
the public debt or other purposes. 

The Savings Bank Division has sent 
out a letter calling attention to an ex- 
emption from federal income tax in the 
pending Revenue Bill as follows: 


See. 211, subd. (b), paragraph 11. 
“So much of the amount received by 
an individual as dividends or interest 
from domestic building and loan asso- 
ciations, operated exclusively for the 
purpose of making loans to mem- 
bers, as does not exceed $500.” 


It is claimed that this is a discrimi- 
nation against bank deposits in those 
states where loan associations and var- 
ious other institutions are competing di- 
rectly with savings banks and that this 
is merely the entering wedge toward 
further tax exemptions of private secur- 
ities. 


Money Circulation Increases 


Cireulatiog of money, considered a 
reliable index to prosperity, shows an 
increase for September. The Treasury 
has announced that circulation on Oc- 
tober 1 was $5,691,285,100, compared 
with $5,679,143,204 on September 1, and 
$6,297,765,298 on October 1, 1920. The 
per capita circulation on October 1 was 
$52.45 compared with $52.41 on Sep- 
tember 1 and $58.95 on October 1, 1920. 
The circulating medium outstanding on 
October 1 amounted to $8,079,273,855, 
compared with $8,136,332,855 on Oc- 
tober 1, 1920. Federal Reserve notes 
outstanding were $2,824,273,760, com- 
pared with $3,593,909,335 on October 
1, 1920. 


J. T. Stewart was recently elected 
president of¢the Fidelity Trust Com- 
pany, St. Joseph, Missouri. 
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WHY THE OLD-FASHIONED FARM 
-MORTGAGE WAS UNSATISFACTORY 


The farmer was usually compelled to sign an 


obligation he knew he could not meet at maturity 
and whose 





HE subject of farm finance is a very 
broad one and has many ramifica- 
tions and it would be impossible to cover 
the subject in one speech or anything less 
than a series of lectures or articles. The 
problem of financing farm products after 
they have left the farmers’ hands is one 
that has been given much attention dur- 
ing the past few years and is a subject 
worthy of the deepest consideration by 
the bankers of America, and while it will 
have a great effect upon the conditions of 
the small rural community, yet that is a 
problem to be handled by the city banks 
and is not within the realm of country 
banking, for their interest ends when 
grain or live stock is loaded on the ears 
and draft drawn for proceeds. 

The Farmers’ State Bank on Main Street 

Go with me to a typical small town 
bank. It makes no difference if you have 
in mind a village in New York State, 
Ohio, Iowa, Texas or California. In the 
United States there are 15,000 incorpo- 
rated banks having a capital of $50,000 
or less and deposits of $300,000 or less 
and located in villages of 2,000 or less. 
Their problems are all the same and any- 
thing that gives relief to one will give 
relief to all, but in drawing this picture 
I will have in mind the typical smail 
town bank of the corn belt, as it is with 
the corn belt banker and their business 
that I am most familiar 

Picture the one story brick building 
on a corner of Main Street. The build- 
ing and fixtures and entire equipment 
probably represents an investment of 
less than $5,000. The street is unpaved 
and the village has no water or sewer 
system. The elm shaded streets are 
lined with the comfortable homes of re- 
tired farmers. The capital of the bank 
is $30,000 and its deposits, say $300,000. 
The stock of the bank is owned by the 
banker and leading farmers of the com- 
munity. Seventy-five per cent of the 
stock of all the Iowa banks is owned 
by farmers. 

Banker Brown is the leading citizen 
of the community. He is in daily con- 
tact with every member of his commu- 
nity. From his savings department he 
sends greetings and a pass book upon thu 
arrival of every membér of the family 
of his clients and he is consulted as to 
the drawing of wills and administration 
of estates, thus serving his clients liter- 
ally from the cradle to the grave. He 
is a moulder of thought and character 








conditions did not suit his 








By GUY HUSTON 


President, First Joint Stock Land Bank, Chicago 


through his interest in churches, the 
schools and the co-operative societies of 
his community. He gives of his time 
and efforts without stint. His bank is 
the financial home of the neighborhood 
and is considered as public an institu- 
tion as the post office. He is conscien- 
tiously striving to serve his community 
well, but he can only do that if he ean 
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President of the First Stock Joint Land Bank 
of Chicago 


fully finance it in all its activities. An 
inadequately financed community is al- 
ways a poor one. 
Loans Limited to $3,000 

His maximum legal loan is only $3,000, 
and yet the state authorities, recogniz- 
ing that there are legitimate borrowers 
in that community whose seasonable 
needs are in no wise met by the max- 
imum authorized loan of the bank, have 
laid down rules under which he ean 
greatly exceed that. 


The Farmer as a Borrower 

There are no more than enough sur- 
plus funds in the community if they 
are all on deposit in the bank to finance 
the legitimate seasonable needs of the 
farmers. This banker loans the farm 
hand who has saved a few hundred dol- 
lars the money to buy his first farm 
equipment, he prevails upon some land 
owner to rent the man a piece of land. 
This banker carries him through the 
crop season, and if the farm is a real 
economic unit it will take at least $5,000 
or $6,000, and if the young tenant is a 
good manager, uses his head as well as 
his arms, he will in an average period 
of five years be able to pay off his bank 





needs 













loans and own live stock and imple- 
ments clear of debt. He has learned to 
work for himself and how to make and 
save money, and when it comes to living 
economically and saving money he is 
only equaled by the country parson. 
Within another period of five to ten 
years this tenant farmer will have ae- 
cumulated surplus funds and wants to 
buy a farm, and it is economically right 
that he should be able to buy a farn, 
paying down on same the savings and 
profits of his years of labor, but he must 
be able to borrow the balance on terms 
he can meet. 

The big farmer and feeder is a heavy 
borrower and it is absolutely essential 
to the success of the bank that it have 
his business. 

Economic Unit of Land 

In the corn belt an economie unit of 
land with the implements, necessary tools 
and live stock for profitable operation 
is worth at least $50,000. Indeed, the 
average value of all the farms for the 
two States of Illinois and Iowa is $37,000 
and when we eliminate the very small 
farms and land that is low in value and 
productivity the average investment is 
in excess of $50,000. Now, it is a more 
or less precarious undertaking for a 
bank to attempt to finance several 
hundred such units in each of which the 
invest.inent is larger than the capital 
stock of the bank, and yet three-fourths 
in number of the state banks of the 
United States and almost one-third of 
the national banks are operating under 
these conditions. 

Federal Reserve Banks 

If this farmer was banking with a 
bank of $500,000 capital, then his note 
for $50,000 which is perfectly good, 
would be readily re-discounted by the 
Federal Reserve bank and yet since he 
is banking with a bank of only $30,000 
capital, the bank cannot re-discount the 
note should his aggregate loans amount 
to $3,500, for the Federal Reserve bank 
will not accept for re-discount notes 
where the borrower owes the bank more 
than 10 per cent of its capital. 

Limiting loans to an individual to a 
percentage of the bank’s capital is, of 
course, good sound finance and yet to 
the country banker it is strange that the 
Federal Reserve bank would accept this 
man’s note for re-discount from a larger 
bank when it will not accept it from him. 
Certainly there must be rules laid down 
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under proper guarantee giving this much 
needed relief to the rural bank if the 
Federal Reserve system is to be of any 
real help to these small banks. 

This ruling is the reason more small 
state banks have not come into the 
system and it also explains why in a 
period of the greatest stringency ever 
known in the rural districts, the Federal 
Reserve system with its six billion of 
assets held less than 4 per cent of its 
assets in agricultural and live stock 
paper. Now, it is said that 54 per cent 
of the total deposits of the country 
originate in these small rural banks. On 
that basis they should be entitled to at 
least one-half the loanable funds of the 
Federal Reserve system, or three billion 
instead of the two hundred thirty million 
of live stock and agricultural paper held 
by Federal Reserve banks on July 31, 
1921, and based on proportionate part 
of wealth of the Nation they would be 
entitled to over two billion of credit. 


War Finance Corporation 


The recent amendment to the War 
Finance Act authorizing loans to country 
banks has wonderful possibilities of good 
in it, and I have faith in the directors 
appointed that they will know and un- 
derstand the needs of the small town 
country bank, and not lay down such 
rules as will render this promised aid 
unavailable to him as has been largely 
done in the Federal Reserve system. 


Annual Sale of Farms 


The period of ownership of land aver- 
ages about twenty-five years so that there 
is an annual turnover of about four per 
eent of the farms that must be financed 
as well as renewals of mortgages. 
Banker Brown, of course, is unable to 
finance the purchase of lands. As [ 
have said before, the loanable funds of 
the community are no more than suffi- 
cient to take care of the seasonable needs 
of his clients and to carry those just 
starting in business who need eredit the 
year ‘round, and any depletion of the 
bank’s resources by tying them up in 
real estate loans, lessens by just that 
much the banker’s ability to serve his 
community. 


Must Have Strong Financial Connections 


It is absolutely necessary that Banker 
Brown be able to obtain mortgage money 
for the farmer from outside sources. He 
knows his own community. He has lived 


there all his life. He is the best judge 
of credit and character, knows the family 
history, the weaknesses and the short- 
comings of each of his clients. He is 
building a community and yet his in- 
ability to find a market for even one 
farm loan may prevent his financing a 
dozen worthy young men or force him 
to deny credit to fifty worthy borrowers. 

has no acquaintanceship, no direct 
eonnection with outside capital, and he 
ean only send his clients to the mortgage 
lender at the county seat. 


Farm Mortgage Business Unregulated 

Now, the farm mortgage business has 
never been a regulated one. Until 1916 
the United States was the only civilized 
country on earth that did not have a 
rural credit law. Usury laws of the 
various states could be easily evaded hy 
mortgage lenders through commissions, 
abstracting and other charges, and you 
will agree With me that the local mort- 
gage lenders are not of the highest type 
of business men, although, of course, 
there are many honorable men and 
strong financial institutions engaged in 
the business, but the percentage of farm 
mortgages that they handle direct is 
small as compared with the total. Asa 
matter of fact, many farm mortgages 
pass through from two to six hands 
before they reach the investor. Each 
of these men must have his commission 
and fee, and the local agent who deals 
direct with the farmer bases his commis- 
sions and fees, not upon the money mar- 
ket, but only upon the necessities of the 
borrower. 


Abuses in Mortgage Business 

It is inevitable that in an unregulated 
business such as this many abuses would 
grow up. By a system of overlapping 
mortgages it is possible for a mortgage 
lender to so tie up farms that renewals 
and payments ean be handled only 
through him, and often the initial series 
of mortgages will be made on a very fair 
rate of interest. and commission for he 
well knows that when those mortgages 
begin to mature the borrower will be 
entirely at his merey. Very often these 
men are not financially responsible, yet 
the mortgages are drawn in such form 
that the borrower must pay hundreds of 
dollars to him in principal and interest, 
accepting, of course, only the receipt of 
the mortgage dealer. If a local lender 
ean get a hundred farms tied up in 
that way he has an assured income for 
the rest of his life. You and I know of 
many other tricks of the trade as good 
or better than those mentioned, but we 
don’t discuss them even among ourselves. 


Old Style Mortgage Unsatisfactory 

The old style of farm mortgage was 
unsatisfactory both to the borrower and 
the lender. The farmer was compelled 
to sign an obligation he knew he could 
not meet at maturity and whose condi- 
tions did not suit his needs. 

The mortgages themselvés as made 
were not often in such units as suited 
the investor. The*peculiar conditions 
of the farmer’s business requires that 
he be permitted to make payments on 
principal on interest paying dates, so 
that the investor in a farm mortgage had 
no assurance that his investment would 
stand past the next interest paying date. 
There was no accepted rule of ap- 
praisals, the investor having no means 
of appraising the property, which might 
be several hundred miles distant, and no 
knowledge of the ability and solvency of 
the borrower, but must depend entirely 
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upon the integrity of the mortgage 
banker through whom he bought the 
mortgage. 

Recent failures of some of the most 
prominent farm mortgage dealers in 
the country brings again to our mind 
the fact that the failure of one of these 
companies or individuals almost invari- 
ably discloses that over a period of years 
there has been gross fraud practiced on 
the investing public and on the borrow- 
ing farmers, resulting in enormous 
losses, to the detriment of legitimate 
mortgage dealers. : 

With all these disadvantages, although 
based on the most stable and best secur- 
ity in the world, the farm mortgage 
could not occupy the place to which it 
was entitled in the financial markets of 
the world. _ 


Farm Mortgage Not a Sign of Poverty 


The farm mortgage is no longer a sign 
of poverty on the part of the borrower, 
but rather it points him out as an ag- 
gressive, enterprising, ambitious indi- 
vidual who, by his labor and thrift, has 
accumulated a sum of money which he 
uses as a margin in the purchase of land 
to guarantee the re-payment of his obli- 
gation. He is the man who is feeding 
the world and building the rural commu-. 
nities. 

Probably seventy-five per cent of the 
loans made by Banker Brown are made 
to this type of individual and all he has 
for security is the personal property 
and the .equity of the borrower in his 
land, and both he and the farmer have 
hanging over them the dread of ma- 
turity of these mortgage loans, for if 
the mortgage dealer is unable or un- 
willing to renew the mortgage at ma- 
turity, the farmer is faced with threat-: 
ened foreclosure, and the bank with a 
possibility of a loss through the farmer’s 
equity being wiped out. 

Of course, there are communities that - 
are served by strong, legitimate. mort- 
gage companies where there is small 
danger but that the loan can be re- 
newed on fair terms, and yet there it 
will often take a full year’s earnings 
on a $50,000 farm to pay the renewal 
commission *on a $20,000 loan, while 
conditions are often very bad in the 
more remote communities. 

If the farmer is unable to renew his 
loan, or is required to- pay excessive 
commissions, he will turn to his neigh- 
bors and friends and borrow from them, 
and the money is withdrawn from the 
bank. Thus one loan will sometimes 
cause a withdrawal of one-tenth of the 
bank’s entire deposits, and, in many 
communities, the mortgage loans will 
run five to ten times the total assets of 
the bank. To such an extent is borrow- 
ing between neighbors carried on in 
some communities that the last place a 
good, solvent borrower goes to get money 
is to the local bank. The bankers in 
these communities are only hangers-on 
on the fringe of financial life and neither 
the banks nor the communities prosper. 
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appreciated alike by men, women and 


© THIS LITTLE MIRROR REFLECTS 
OUR GOOD WILL 


The First National Bank 


of Joliet, Illinois 


SOMEBODY DEPOSITS YOUR MONEY; 
WHY NOT YOU ? 


This metal mirror is a strong and inexpensive 
means of keeping your savings, trust or com- 


mercial 


departments 
public. 


constantly before the 


One bank used the mirror in four different savings campaigns 


because it demonstrated its value as a business getter. 


The 


mirror will do the same for your bank. 


Handy, attractive and permanent, the mirror is an ideal 


reminder of your bank. 


Sample mtrror on request 


H. O. RUGH 


Nine S. Clinton St., Chicago, Ill. 


Foundation has been laid for the 
Woodward Avenue and Brady Street 
branch of the Detroit Savings Bank, De- 
troit, Mich. The new branch will be 
three stories high. 








Homer W. Bunker, formerly vice- 
president of the Guaranty Bank & Trust 
Company, Seattle, Washington, has been 
chosen to take charge of the investment 
securities department of the Northwest 
Trust & State Bank in that city. 

At a recent meeting of the directors 
of the Neenah Paper Company at 
Neenah, Wisconsin, D. K. Brown was 
elected general manager jof the com- 
pany and Kimberly Stuart was elected 
assistant general manager. 








Kenneth P. Budd, of Wm. Iselin & 
Company, New York investment house, 
has been appointed a director of the 
National Park Bank, New York. 


The enlarged Diamond National Bank, 
Pittsburgh, Pennsylvania, banking quar- 
ters, were formally opened several weeks 
ago. 


Stuart O. Preston has been elected 
an assistant secretary of the American 
Trust Company of New York. 

Revised plans have been drawn for a 
$100,000 bank and office building to 
house the Mereantile Bank, Louisiana, 
Missouri. The building will be two 
stories high and of brick and stone con- 
struction. 


Readers will sonfer a favor by mentioning THE BANKERS MONTHLY when wrtting to our advertisers. 
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Bankers Lose Half Their Deposits 

During the past two years practically 
all of the country banks have suffered 
greatly from withdrawals of funds 
loaned to farmers to pay maturing mort- 
gages that could not be renewed. Many 
banks have had their time deposits re- 
duced one-half in the past six months, 
These banks were already well loaned 
up and hundreds of them have been 
placed in a precarious condition, and 
had it not been that great leniency was 
shown by state auditors and national 
bank examiners and the wonderful sery- 
ice given by city correspondents, many 
of them would have been forced to close 
their doors, although every loan they 
had in their note case was absolutely 
good. 

And this condition still prevails and 
is growing more acute daily, and the 
moving of one crop or half a dozen 
crops will not correct the situation; only 
farm mortgage money in large supply 
can give any permanent relief. 

To cite an actual occurrence: ‘Re- 
cently a banker called me by ’phone 
and asked me to negotiate a $50,000 
loan for him immediately. He stated 
that a quarter of land in his community 
had been purchased by two of his clients 
for $44,000; that they had been unable 
to obtain a mortgage loan, although 
they had 800 acres of: land worth 
$200,000, clear of incumbrance, and had 
borrowed the money of their friends and 
relatives, all of which had come out of 
his bank. His was a good bank with a 
good record and I was able to get the 
money, and urged him to collect imme- 
diately enough to make a substantial 
payment on same. He asked each of his 
heaviest borrowers to pay him $1,000, 
which they did, but raised the money by 
selling immature farm stock to neigh- 
bors and borrowing from friends, which 
meant only a shifting of credit in the 
bank aad did not bring in any outside 
money. He said that was the fourth 
time that that happened to him this 
year, and had reduced his deposits by 
one-half, rendering him not only unable 
to finance the seasonable needs of his 
community but had forced him to refuse 
many worthy borrowers credit. He owes 
more than $100,000 to his city corre- 
spondents and the only possible relief 
is through farm mortgage money in large 
supply. 

We have a list of more than two hun- 
dred bankers that tell, with but slight 
variations, this same story. 


Not Interested in Commissions 

Not one in ten such bankers is in- 
terested in the commission he ean get 
on a real estate loan. He realizes that 
it is essential to the prosperity of his 
bank and his community that the farm 
mortgage loans be placed outside the 
community and if he can re-finance with 
outside money a dozen real estate loans 
a year he will soon be able to double 
the deposits of his bank, rendering him 
able to give real service to his comm 
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nity. He will gladly negotiate amor- 
tization loans for his farmers without 
compensation, for by doing so he will 
change the borrower from a debt-ridden 
individual having obligations he knows 
he cannot meet at maturity, who over- 
crops his farm and denies his family the 
thousand little things that make life 
worth living and make farm life bear- 
able, into a_ thrifty, scientifically  fi- 
nanced, self-respecting citizen who will 
build up his farm, raise good stock, 
rotate his crops, build a comfortable 
farm home with all modern conveniences, 
buy a Ford, give his sons a course in 
the State Agricultural School and his 
daughters a course in domestic science, 
so that the next generation will be better 
prepared to carry on the work and make 
happier and more contented farm homes 
than have been the present and former 
generations. A farmer so financed will 
earry a good bank balance, meet his 
local bills promptly, be a good credit 
risk for the bank for his short time 
seasonable loans and the banker will 
have retained in his bank deposits which 
may be used for the ordinary business 
of the community. 


A Code of Ethics 

The old style short term farm mort- 
gage as an instrument of credit had 
passed and something must take its 
place. It was necessary that a code of 
ethies be brought to the farm loan busi- 
ness. The business must be put on a 
high plane in order that the investing 
public in every state of the Union could 
purchase the securities without question 
and in order that they could be mar- 
keted to citizens of every state it was 
necessary that the whole system be under 
Federal supervision. State supervision 
is not and cannot be sufficient. It was 
necessary that institutions be organized 
with large capital and under such con- 
trol and regulation that their securities 
could never be questioned, that the value 
of every farm on which they loan be 
certified by the Federal Government, and 
in order that no one may profit unduly, 
that the institutions forego the ordinary 
profits of farm mortgage banking and 
submit to rules and regulations laid 
down limiting the profit to a nominal 
amount. 


Parm Loan Act Not a Political Accident 

It was not an accident that the plat- 
forms of the Republican, Progressive 
and Democratic parties of 1912 each 
declared for the creation of a system of 
finance to meet the peculiar needs of 
agriculture, and it was not an accident 
that each of these platforms declared 
for the creation of corporations to carry 
on the business of this new system of 
financing. A Republican President was 
sitting in the White House and the Re- 
publicans had a majority of both houses 
of Congress when the agitation for a 
rural credit system was finally and defi- 
nitely launched. It was a Republican 
Congress that finally passed the law ere- 





ating the United States Commission on 
rural credits. It was a Republican Con- 
gress that made appropriations to defray 
the expenses of a study by this commis- 
sion and it was a Republican President 
who signed the bill. But in the whirligig 
of time and polities it so happened that 
a Democratic President sat in the White 
House when the bill was finally pre- 
sented for the President’s signature. It 
had passed the House with 311 voting 
aye and 12 voting no, and it passed the 
Senate unanimously. And this was not 
a war bill, it had received mature de- 
liberation during normal times of peace. 
And it is doubtful if a law has been 
put on the books for many years that 
has had the study and deliberation that 
was devoted to the Federal Farm Loan 
Act. ; : 
Federal Land Banks 

The Federal Farm Loan Act pro- 
vided for the organization of Federal 
Land banks. Of them I do not need 
to speak. Their merits and the good 
they have done are too well known to 
need discussion by me, but the framers 
of the Act knew that thousands of farm- 
ers were individualists and would he 
unwilling or unable to join an associa- 
tion and join with their neighbors in 
borrowing money. ; 


Joint Stock Land Banks 

This law also provided for the or- 
ganization of Joint Stock Land Banks. 
This was the opportunity Banker 
Brown had been looking for. He-im- 
mediately took up the matter with other 
country bankers located in borrowing 
communities and organized a Joint 
Stock Land Bank, associating with them 
men experienced in the farm loan busi- 
ness and men interested in the welfare 
of agriculture. Through this Joint 
Stock Land Bank they were able to 
make their farm mortgages on the amor- 
tization plan, permanently financing 
their clients, converted them into a bond 
issued under Government supervision 
running for a period of years that was 
marketable in the money centers on 
terms and denominations to suit the 
investor. 

There are no profits in the ordinary 
sense of the term. There is a certain 
fixed fee between the borrower and in- 
vestor that can be taken by the bank 
for taxes, operating expense and profit, 
and the fee cannot exceed 1 per cent, 
no matter at what rate of interest the 
loan is made. 

They permitted the borrower to sub- 
mit his loan to the bank, purchase his 
proportionate part of the stock, then 
the bank made the loan, endorsed and 
guaranteed same, deposited same with 
a representative of the United States 
Treasury, together with certificate of 
value of the farm by a Federal ap- 
praiser and certificate of title by a 
Federal title examiner and received, 


when all conditions were complied with, 


a bond printed by the United States 
Bureau 


of Printing and Engraving, 
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countersigned by a representative of the 
United States Treasury which they sold. 
Ratio of Capital 

Say the loan is for $16,000 and they 
made many loans of that amount, then 
it takes $1,000 of capital and $15,000 
of bonds to earry the loan, and if the 
borrower himself furnishes the capital 
then all net profits from the transaction 
are returned to him. And every bor- 
rower of this bank is urged to take his 
proportionate part of the stock, but 
often he is unwilling or unable to do so, 
preferring to use the money in his own 
husiness, in which ease his neighbor or 
his banker is urged to take the stock. 

It is not permitted that a cent of pro- 
motion expense be used in the organiza- 
tion or operation of these -banks. It 
is not permitted that the farmer pay a 
commission or a fee to the bank. 

Now, the name Joint Stock Land Bank 
was unhappily chosen. It does not bring 
to the mind of the American public the 
character of these institutions and even 
their enemies who have spent years and 
large amounts of money in trying to 
put these banks out of business cannot 
now correctly repeat the name, and vet 
it is easily explained. Joint Stock is 
the old English term for an institution 
where the interests of the several owners 
are represented by the issuance of shares 
of stock. 

Giving the Farmer a Chance 

For sixty years the Federal Govern- 
ment has in various ways encouraged 
business and commerce. There have been 
tariffs for the manufacturers. There 
have been land grants and subsidies for 
the railroads. They have even been 
given the right of eminent domain, and 
our cities have been built by employing. 
a certain form of special privileges— 
the issuing of tax-exempt bonds. 

I do not complain of this public 
.policy. It has paid to do these things. 
It was necessary and as a result of 
this policy the United States has be- 
come the greatest and wealthiest indus- 
trial nation of the world. But in the 
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New financial method promises to reawaken the 
dormant confidence in the ability of importers 


HE Ter Meulen Bond Scheme for the 
relief of war-torn nations and new 
states will melt “frozen credits,” allow 
creditor nations to extend material help, 
revive the productive power of countries 
upset by the war, and will restore nor- 
mal oversea trading said Sir D. Drum- 
mond Fraser, K. B. E., organizer of the 
plan, in an address delivered before the 
delegates of the Forty-seventh Annual 
Convention of the American Bankers 
Association at Los Angeles. 

In his outline of the Ter Meulen plan 
Sir Drummond emphasized the follow- 
ing points: 

1. That it will restore normal oversea 
trading. 

2. It will re-awaken the dormant con- 
fidence in the ability of importers in 
war-stricken countries to pay their wav. 

3. Governments may keep expenditure 
with their revenue. 

4. Revenue-producing assets of bor- 
rowing countries may be mobilized for 
the purchase of essential imports which 
in turn will restore the buying power 
of -those countries. 

5. Lending countries of which the 
United States is the most important may 
secure, with a collateral bond, a safe 
eutlet for exports. 

6. The scheme does not attempt to 
stabilize exchanges. These were dislo- 
eated because war stocks were replaced 
at excessive prices in certain countries 
before the recovery of their export trade. 
Conditions of trade in these countries 
must be restored to normal. When they 
have been restored the exchanges will 
take care of themselves. 

Sir Drummond warned the bankers 
that restriction of the credit of European 
countries means an inevitable shrinkage 
of exports from the United States or 
other creditor nations and a continued 
stagnation of foreign trade. 





in war stricken countries to pay their way 


Diseussing the Ter Meulen plan in 
detail Sir Drummond said in part: 

“The scheme is designed to enable 
war-stricken nations, who possess ap- 
proved national securities, to finance 
essential imports—i.e., goods which 
stimulate the productivity of the country 
—by giving them the power, through 
the bond, to command the confidence 
which will attract the necessary credit. 
The scheme proposes the formation of 
an international organization for the 
provision of guarantees, which, on the 
one hand, will protect the autonomy of 
the borrowing .countries, and on the 
other hand will offer adequate security 
for lenders. 

“Purchases from foreign countries 
must be balanced by sales to the foreign 
countries. The purchases and _ sales 
must be made through the private im- 
porters of one country with the private 
exporters of another. It is not intended 
to finance governments except in special, 
approved cases. 

“The first step is for the government 
of a war-stricken country to apply for 
the issue of bonds. It notifies what 
specific assets it is prepared to pledge 
as a security for the commercial eredits 
to be granted by the exporting coun- 
tries. The securities required are such 
as to yield a regular, and, if possible, 
a weekly, fortnightly or monthly rev- 
enue, such as revenues from customs 
duties, state monopolies, ete. Of course, 
the nature and value of these securities 
are carefully examined and a gold value 
assigned to them, and permission to 
issue bonds to the gold value of the assets 
is then granted to the Government of 
the borrowing country. These assets 
will be managed by the borrowing coun- 
try or, in cases of necessity, by the 
International Commission, or by a 
specially appointed sub-committee, on 





which the borrowing country may be 
represented. 

As soon as the total amount of bonds 
is fixed, the borrowing country issues 
bonds maturing in 5, 10, or 15 years 
at an agreed rate of interest. These 
bonds, which will be used as collateral 
security, will be payable in whatever 
currency the exporter desires and will 
be issued by the importer’s government 
in the same eurrency. This will gener- 
ally be the currency of the lender's 
country; but it does not follow that 
this must necessarily be so. 

The outstanding feature of the Ter 
Meulen bond is that the Government of 
the lender’s country does not appear, 
therefore, the borrower’s country, which 
provides the guarantee for its nationals 
or itself, is freed from the self-interest 
of the lender’s country, provided the 
revenues from the pledged assets are 
managed in accordance with the wishes 
of the commission. 

“The bonds will only be handed over 
by the government of the borrowing 
country to such of its national im- 
porters as have been able to satisfy 
the government with regard to their 
standing or securities. 

“Thus, there is the creation of a 
reservoir of credit in return for an ade- 
quate national security. This created 
reservoir of credit takes the form of 
Ter Meulen bonds, that is, bonds payable 
to bearer. 

The revenue from the borrowing coun- 
try will be adjusted to meet three specifie 
demands; payment of maturing bonds; 
provision of interest and sinking fund; 
and purchase of bonds against the debt 
of possible but not very probable de- 
faulters. The last of these is a very 
unlikely contingency, for the simple 
reason that the borrowing country is 
certain to sift most carefully the 
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importers to whom it issues bonds. It 
knows well that any default will bring 
discredit upon the country. And this is 
a serious matter to a country trying to 
regain world confidence in its commercial 
status. 

When a default oceurs, the exporter 
who holds or has pledged the bond is 
obliged to offer it for a fortnight to the 
borrowing Government upon whom the 
ultimate liability of a default falls, unless 
he wishes to hold it as an investment. If 
he holds it as an investment, he has the 
right to eash the coupons for interest 
as they fall due and to the repayment of 
the principal when the bonds mature. 
If the issuing government does not buy 
back the bond, and the exporter sells it 
on the open market, it is estimated that 
the position of the sinking fund will 
enable the International Committee to 
purchase these defaulters’ bonds out of 
the sinking fund, plus any surplus from 











the proceeds of the sale of bonds, ete., 
which may form a reserve as the com- 
mission may determine. But with the 
discrimination used in the choice of 
importers this necessity should hardly 
ever arise. 

The bonds, said Sir Drummond, ere- 
ate a revolving credit which is always 
covered by the: collateral bond. He 
emphasized the fact that they will be 
issued for essentials only, as non- 
essentials hinder instead of stimulate 
the economie life of a country. 

He showed that before the war the 
financial machinery for foreign trade 
was provided by the banks. Over- 
inflation due to war has brought about 
a condition of “frozen credit” in that 
machine and the Ter Meulen bond credit 
is the new machine to be established. 
Sir Drummond said it would dove-tail 
nicely with the banking machinery and 
through “Edge Law” corporations should 
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be the means for settling many of our 
economie ills. 

Sir Drummond stated unequivoeally 
that “legislation spoon-fed by the Goy- 
ernment must go; and industry must be 
left to manage its own affairs.” He 
asserted positively that no credit scheme, 
however good, can be succesful unless 
trade is freed from war-time restrictions, 

Touching upon the position of the 
United States with relation to the Ter 
Meulen plan, Sir Drummond said: 

“International solidarity is based 
upon economic necessity, just as a 
sound system of credit is based upon 
gold. The International Credits Scheme 
—Ter Meulen bonds—of the League of 
Nations does not bar American ex- 
porters being interested so long as they 
have faith in the scheme. The absence 
of America as a member of the League 
does not affect the scheme, because the 
participating countries are borrowers, 
—s ‘a is a lender. 

Sir Drummond suggested the forma- 
tion of National Export Corporations 
in each of the lending countries, United 
States, England, France and Italy and 
others, backed by a pro rata guarantee 
of the governments, banks and other 
financial institutions, and said that such 
concerns if properly managed should 
allow for normal foreign trade in as 
simple and effective a manner as the 
banks now handle domestic trade. 


Europe Needs Our Assistance 

Conviction that the United States eaa- 
not refrain from active participation in 
the settlement of economic and financial 
difficulties confronting the world, is ex- 
pressed by a special committee of the 
Chamber of Commerce of the United 
States just back from an extended trip 
through European countries where gov- 
ernment officials and business leaders 
were interviewed and where, in a close 
study on the ground, the committee 
sought the views of the various elements 
of the population. In a report to the 
Chamber’s board of directors, the com- 
mittee declares that: 

“In every country visited, the opinion 
Was expressed that neither Western nor 
Central Europe can be restored to a 
condition which promises hope and prog- 
ress for the future without our assist- 
ance. Every country desires our friend- 
ship and assistance, and it is apparent 
we can participate in the restoration of 
commercial and industrial productivity 
on any reasonable and consistent terms, 
either by modification of the Versailles 
Treaty to meet the policies of the 
United States, or independently of it.” 
—lIllinois Bankers Association Bulletin. 

Geo. R. Cadan, vice-president of the 
First National Bank, Vallejo, Califor- 
nia, has resigned. 





J. L. Kern, cashier of the First Sav- 
ings Bank, Vallejo, California, has re- 
signed to enter the automobile business. 
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ENORMOUS GROWTH IN 
TRADE ACCEPTANCES 


HE following report was submitted 
by the Committee on Trade <Ac- 
ceptances : 

In 1916 the known users of trade ac- 
ceptances in America numbered 185. 
In October 1920 the list exceeded 20,000. 
The number has grown steadily since 
and now includes practically every line 
of business that makes sales on the time 
basis. Where the trade acceptance has 
been properly and legitimately used, 
the results have been very satisfactory. 
It has shortened the credit period; it 
has made collections more certain; it 
has enabled an equal amount of capital 
to do a greater amount of service; it 
has eliminated many troublesome claims 
and disputes; it has reduced the expense 
of operation both for the buyer and 
seller; it has stabilized the business in- 
volved and has produced a character of 
strictly liquid paper. 

Although trade acceptances are su- 
perior to single name paper, there 
should never be any let up in checking 
the names. The same acid test that is 
applied to other credit risks should be 
applied with equal severity to trade ac- 
eeptances when offered for discount. Up 
to this time, trade acceptances originat- 
ing outside of the large financial centers 
have not found their way into the open 
market. They are usually held in the 
receivables of the makers and _ put 
through as collections or discounted at 
the local banks. There is, however, a 
growing demand among investors for 
trade acceptances bearing approved 
bank endorsements. Such bills move 
readily in the open discount market at 
rates ranging from 4% to 1 per cent 
below the rates on prime single name 
(commercial) paper. 

Our open discount market and the 
means for caring for long term interna- 
tional trade credits are the two vital 
features of our financial machinery that 
need further and immediate develop- 
ment. Much has been accomplished 
with both these features during the past 
year. Hundreds of banks, individuals, 
firms and corporations have been con- 
verted during that period to the idea 
of investing temporarily available funds 
in bankers acceptances. Prime bankers 
acceptances are now regarded every- 
Where as a dependable reserve. The 
Federal Reserve Bank of New York, 
while an ardent supporter of the open 
discount market, has advanced its open 
market rates to a point above the deal- 
ers’ selling rates, thus tending to place 
the market on its own resources and to 
cause a wider distribution of acceptances 
among banks and other investors. The 
Federal Reserve Board has ruled that 
bankers acceptances, having not more 
than six months to run, and covering 
import or export transactions, are elig- 
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Ernst Wiens has resigned as cashier 
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Information. 


The new home of the First National 


ible for rediscount or purchase by the 
Federal Reserve banks. The limit here- 
tofore was 90 days. 


of the Union State Bank, Nez Perce, 
Idaho, and has been succeeded by F. 
B. Tyler. 


Bank of Wellsboro, Pennsylvania, was 
opened some time ago. It cost approxi- 
mately $100,000. 
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A number of Edge Law foreign trade 
financing corporations have been or- 
ganized with acceptance powers. Their 
bills have appeared in the market. The 
War Finance Corporation was by recent 
legislature authorized to purchase the 
acceptances of such institutions based 
upon export transactions and having 
not more than three years to run. 

Many commercial banks have qualified 
for the utilization of their full accept- 
ance powers. New and substanstantial 
acceptance houses have been organized. 








Plans have been perfected under which 
funds are now being loaned on eall or 
demand against acceptances as collateral 
in preference to stocks, bonds and other 
long term securities. Such loans are 
repayable upon telephone, telegraph, or 
written order, and are usually made at 
a rate of 1% per cent below the stock 
exchange call loan rate. Through the 
use of, loans against, and investment, 
in acceptances, funds heretofore idle and 
practically useless, are being mobilized 
and made to serve commerce and in- 
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dustry. Over night money, spot anq 
forward rates, and other discount mar. 
ket terms, so well known abroad, are 
rapidly finding their way into our busi. 
ness and financial vocabulary. 

The increasing ability of the open 
discount market to absorb a great yol- 
ume of bankers acceptances is evidenced 
by the fact that during the past year 
the portfolios of the large commercial 
banks were practically bare of bills and 
the holdings of the Federal Reserve 
banks of bills purchased in the open 
market were on Thursday, September 
22, 1921, $33,514,000, whereas their 
holdings one year ago were $307,627, 
000. While it is true that the volume 
of American bankers acceptances issued 
in the year 1921 to date as compared 
with the same period of 1920 measured 
in dollars, is about 18 per cent less, yet 
the open discount market has absorbed 
a much larger volume, having taken over 
a great volume heretofore sold to the 
Federal Reserve banks; also a_ large 
volume heretofore held in the portfolios 
of the large member banks. 


The volume of bills purchased by dis- 
count houses and dealers from drawers 
and endorsers is constantly increasing— 
showing that the banks and other ac- 
ceptors are actually selling their credit 
and not making loans through the use 
of acceptances. The decrease in the 
volume of bills issued was largely due 
to the price recession, the slump in for- 
eign trade and the tightening up on ihe 
regulations governing eligibility. A 
temporary set back was_ registered 
against dollar acceptances when the ter- 
rifie break in international exchange took 
place. The slump in prices and at- 
tending unsettled conditions throughout 
the world caused traders and merchants 
to rush to cover. Contracts were re- 
pudiated. Orders were cancelled. 
Every opportunity to default upon 
credits existed. American banks that 
had issued confirmed letters of credit 
were appealed to by customers in whom 
they had implicit confidence to refuse 
to accept bills against such letters of 
credit. Some banks yielded, but the 
courts promptly set them right. These 
banks learned that an irrevocable letter 
of credit is a sacred contract and its 
terms are binding, irrespective of losses 
that may have been inflicted because of 
price recessions, defective goods or con- 
ditions not covered in the letters o 
credit. 

This situation resulted in the creation 
of the Bankers Commercial Credit Con- 
ference. That body is endeavoring ™ 
devise uniform credit letter forms and 
other standardized credit instruments, 
and to develop plans and policies that 
will forever forestall the repetition of 
the ill advised act of these few Ameri- 
can banks in declining to accept bills 
against confirmed letters of credit. 

The rapid appreciation of the United 
States dollar due largely to the unsettled 
international exchanges made it eX 
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tremely difficult for our debtors in for- 
eign countries to obtain the necessary 
dollar remittances to cover their ob- 
ligations. This situation was greatly 
alleviated during the past half year 
with certain countries by the opening of 
credits with American banks and ac- 
ceptance houses against which drafts 
were drawn to create dollar exchange. 
The resulting dollar acceptances found 
ready sale here in the open discount 
market while at the same time, the mar- 
ket was given valuable support through 
the investment of a very substantial 
volume of funds coming to New York 
from other foreign countries in Ameri- 
can bankers acceptances. 

The movement of cotton, wheat and 
other American products to foreign 
markets on short term credits is now 
being financed largely through the Ac- 
ceptance Syndicate plan. Under this 
plan a number of American banks may 
participate in a certain credit, each be- 
ing responsible for a limited amount and 
all being adequately protected through 
the hypothecation of collateral or guar- 
antees under the control of the syndicate 
managers. Through this plan wide co- 
operation of the banks, the buyers and 
the sellers is made possible, and many 
banks are given opportunity through 
the use of their acceptance powers to 
aid in financing trade and to: realize 
profit therefrom, where if left to act 
independently, their limited resources 


and facilities would not permit them 
to so do. 


Arrangements have been made under 
which bankers acceptances payable in 
any Federal Reserve or Branch Federal 
Reserve City are collectable at par 
through the Federal Reserve Collection 
System, and the proceeds are made 
available on the day of maturity through 
the gold settlement fund. Bills payable 
in Kansas City, Chicago, St. Louis, San 
Francisco, and the other Federal Re- 


serve and Branch Federal Reserve cities" 


ean thus be converted into actual cash 
at maturity, in New York. Through the 
purchase and sale of bankers bills, the 
shipment of gold from one Federal Re- 
serve center to another may be obviated 
and it is hoped that in the same manner 
when the system is further developed the 
shipment of gold from country to coun- 
try may be minimized and in many 
instances obviated. 

While believing the acceptance method 
to be firmly established and regarding 
the year as strictly one of progress, your 
committee sees much important work 
ahead. The proposed legislation, state 
and national, should be followed up. 
Every effort should be made to broaden 
and further develop the ocean discount 
market. Facts about the acceptance 
method, particularly about the use of 
bankers acceptances, and the benefits to 
be derived therefrom should be driven 
home to every banker in every city in- 
cluded in the membership of the clearing 
house section. The rulings and regu- 
lations governing eligibility of aecept- 
ances are most confusing to our friends 


abroad and cause many to turn to ster- 


ling eredits, who would much prefer to 
use dollar credits. Effort should, there- 
fore be made, to get these rulings and 
regulations simplified and’ minimized. 
Your committee recommends the ap- 
pointment of a committee of not- less 
than three, nor more than five, to carry 
on this important work for the en- 
suing year. ; 
Respectfully submitted 
JOHN W. WaAbDEN, President, 
The Sioux Falls National Bank, 
Sioux Falls, S. D. 
Percy H. JoHnston, President, 
Chemical National Bank, 
New York City. 
JEROYE THRALLS, Chairman, 
Secretary-Treasurer, Discount 
Corporation of New York, 
New York City. 


Issues Interesting Booklet 


A booklet enclosed in an inspirational - 
letter directed especially to the Pages 
employed in the National City Bank of 
Chicago was recently issued by that in- 
stitution entitled “Things to Think 
About.” The booklet endeavors in an 
effective and interesting way to give 
the boys “a little chat” with the object 
that it may help them climb the ladder 
to a successful banking career. It has 
attracted wide-spread attention among 
bankers who are endeavoring to educate 
their employes to become 100 per cent 
efficient. 
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MIXED CROP CONDITION 
IN CANADA 
PON his return from a six thousand 
mile trip through the grain growing 
sections of Manitoba, Saskatchewan and 


Alberta, Robert J. C. Stead, director of 
publicity of the Canadian Department 
of Immigration -and Colonization, re- 
ports a somewhat mixed crop condition 
in that Canadian territory, varying from 
very light to very heavy. In the south- 
ern part of this territory rainfall has 
been somewhat light and wheat crops in 
many sections will not average more 
than ten bushels to the acre. An inter- 
esting development, however, is the 
growing of corn in which great head- 
way has been made in recent years. 

In the central and northern portions, 
crops vary from medium to heavy. 
Along the main line of the Canadian 
Pacifie Railway from Winnipeg to west 
of Moose Jaw the average wheat yield 
will probably be between eighteen and 
twenty-two bushels to the acre; further 
north and in the Saskatoon and Edmon- 
ton district and southward from Edmon- 
ton towards Calgary averages will ap- 
proach twenty-five bushels per acre. 
Oats are a good crop and in-some dis- 
ticts will approach fifty bushels to the 
acre while individual fields will go to 
seventy-five or more. Barley also shows 
a good return, but there is a falling off 
in the acreage in flax, due largely to 
the fact that last spring was favorable 
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Telegraphic Address - 


for wheat seeding and the farmers this 
vear have specialized mainly on wheat. 

Farmers are building silos and silag- 
ing sunflowers and corn. This, of 
course, promotes dairy interests which 
are active and_ profitable. 

An important development in the 
agriculture of Western Canada is the 
irrigation areas which are being opened 
up in Southern Alberta. These areas 
fertile soil and attractive 
climate and with the assurance of water 
will undoubtedly become important fac- 
tors in the farm production of the 
Dominion. 


possess a 





Exchanges Show Gains. 

Movements in foreign exchange have 
fluctuated considerably during the past 
month, but at its close, with the excep- 
tion of marks, all the, exchanges showed 
appreciable gains, notably _ sterling, 
which has advanced approximately 16 
cents since the end of July. This rise 
is attributed to the influence of the Ger- 
man reparation payments, the purchase 
by Germany of Sterling exchange in 
various countries, and the probable con- 
version of dollars into Sterling. A fur- 
ther influence has been the covering 
operations by speculators. 

August 16 the mark dropped to .0106, 
the year’s low level. This continued ex- 
ternal depreciation of the mark has add- 
ed to Germany’s burden in the increased 
sums required for conversion into for- 
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eign currencies to meet her reparation 
payments, and has resulted in further in- 
flation and depreciation of the currency 
at home. The dispute and uncertainty 
in respect to the Silesian question is 
also considered as contributing to the 
lower rate on Berlin. 

There was received in New York last 
month by J. P. Morgan & Company 
a shipment of $2,800,000 gold from the 
German Government. It excited some 
surprise as it is the first direct transac- 
tion of that Goverment with Morgan & 
Company in recent years. Its financial 
agents in New York have been Speyer 
& Company, Hallgarten & Company and 
the Equitable and Guaranty Trust Com- 
panies. As Morgan & Company are 
agents of the British Government the 
presumption is that the shipment rep- 
resented a payment by Germany for 
British account. 

Germany has now completed the first 
two quarterly payments of 500 miliion 
marks each. The next payment to be ar- 
ranged will be the 26 per cent export tax 
for the quarter ending August 15 last, 
which becomes due November 15 next. 
Probably it has not yet been determined 
what amount this will represent. Janu- 
ary 15, 1922, another definite quarterly 
payment of 500 million marks will be 
payable. 


The Adams State Bank, Chicago, has 
been admitted to the Federal Reserve 
system. 
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HE best interests of the United 

States demand that the inflow of 
gold from Europe which has occurred 
since the beginning of the Great War 
shall be reversed at as early a date as 
possible, in the opinion of Dr. H. A. E. 
Chandler, economist of the National 
Bank of Commerce in New York. Am- 
erica’s proportion of the world’s mone- 
tary stocks is now sufficiently abnormal 
to cause apprehension, he declares, and 
her gold policy should be constructed 
with a view to facilitating a movement 
in the opposite direction. 

“A review of the available data in 
regard to the future needs of Europe 
clearly leaves the impression that her 
approach to normal conditions may re- 
quire monetary supplies considerably in 
excess of her present combined hold- 
ings,” Dr. Chandler says. “For this 
excess she must call upon the outside 
world and especially upon those few 
countries that now hold a dispropor- 
tionate share. Among the holding of 
these countries those of the United States 
overshadow all others.” 

In the light of these facts, “renewed 
interest attaches to the duration of the 
present influx of gold and to the time 
when the return flow to Europe will set 
in. These questions are of particular 
significance because of the possible ef- 


Stem The Flow of Gold From Europe 


| Capital Subscribed - : 

| Capital Paid Up - . 

| Reserve Fund and Surplus Profits 
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fect that the gold movement may, in the 
meantime, have upon conditions in the 
United States and upon world trade.” 
Concerning the duration of the pres- 
ent influx, “recent personal conferences 
with an important number of European 
authorities disclosed their almost unan- 
imous agreement that for some consider- 
able period the United States must con- 
tinue to receive practically all of the 
world’s gold production with the excep- 
tion of that which goes into the arts and 
that that may be absorbed by India. 
“The question as to when the retarn 
flow will set in is partly concealed in 
the intricacies and uncertainties of the 
relative trade balance relationships of 
the several nations. It depends in part 
upon the world trade revival and the 
ability of European nations to establish 
favorable trade balances. It is inter- 
esting to note, however, that European 
economists and financiers do not attempt 
to conceal their pleasure at seeing the 
gold flow to the United States. They 


reason that no people could resist the 


temptation of inflation in the face of 
such a flow; 
render American goods relatively high 
in cost and therefore further reduce our 
merchandise exports; that on the other 
hand Europe’s goods will become rel- 
atively lower in price and therefore in- 
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that such an inflation will | 


396,099,730 


99 


creased exportation from Europe will 
result. 

“Indeed Americans who have given 
careful thought to the present gold in- 
flux with reference to inflation and the 
possible disturbing effects upon industry 
are apprehensive as to the results. [If 
it is true, as careful investigation ap 
pears to indicate, that there is: a 
tendency for an increasing percentage 
of the total commercial bank loans in 
the United States to take the form of 
fixed capital investments any consider 
able extension of credit upon the basis 
of the new gold would present a prob 
lem of very great importance. 

“The question of Europe’s need for 
part of our present ‘supplies of gold does 
not necessarily wait upon her ultimate 
recoyery or the complete adoption of 
the gold standard. As fast as one 
country after another approaches the 
condition when stabilization of curren- 
cies can be considered, an increased need 
for gold may occur. 

“While it is true that the return flow 
of the gold is not imminent and that 2 
considerable period may lapse before 
Europe can effectively demand any im- 
portant part of our gold, it is much to 
the interest of the United States to- 
have these gold reserves returned as soon 
as Europe can utilize them. With these 
facts in mind our gold poli¢y should be 
so formulated that as fast as needed the 
gold may be returned without causing 
embarrassment either to Europe. or to 
the United States.” 







@ $5 to£ 


$ 93,955,600 


11,744,450 | 
7,622,065 
















BANKERS MONTHLY for NOVEMBER, 192) 


KUROPE’S BUYING 
POWER CURTAILED 


HE world’s convalescence from its war 

sickness of 1914-18 is still far from 
complete, and today, nearly three years 
after the signing of the armistice, there 
seems to be a greater confusion of 
thought regarding the progress of re- 
covery than at any previous time. It 
is obvious, when we speak thus, that 
Europe, and not the United States, 
is at the bottom the cause of this con- 
fusion. By itself, the United States 
stands as the envied of all nations for 
its economie strength, stability and out- 
look, whereas with respect to Europe 
it is using no mere figure of speech to 
say that the most complex social and 
economie problems of all time are being 
worked out, slowly and with difficulty, 
on the other side of the Atlantic. 


A war so wasteful and of such mag- 
nitude as that for which Europe was the 
stage for four years, and a fixing of 
peace terms so drastic and far-reaching 
as those written at Versailles, made it 
inevitable that the recuperation period 
would be painfully drawn out. Yet it 
is only as the months have gone on, and 
as time has unfolded one problem after 
another in its full complexity, that Eu- 
rope itself has come to an appreciation 
of its condition, and of the difficulties 
involved in that condition. So many 
of these difficulties are of an economic 
nature that it may be of interest to set 
down the headings of the chief of them. 
They are: 

1. The buying power of millions of 
people, especially in Russia, Germany, 
and Austria, is severely curtailed, 
or has broken down altogether. 


2. Credit relations are disorganized, 


and there is no machinery set up for 
speedy reorganization. 

3. Currencies are debased and in 
some countries almost worthless, and 
progress toward restoring the gold 
standard, or establishing any other 
standard, is slow. 

4. Lack of credit and stability of 
exchanges have paralyzed the whole 
scheme of international commerce. 

5. Debts and taxes are heavy and 
the burden is telling on the people. 

Every country and every situation 
abroad offers its own enigma; the future 
of Germany is only in a degree more 
difficult to read than that of France, 
Great Britain, Italy or the others. Ger- 
many is the center of world interest at 
the moment, and because that is the one 
great country where every workmen is 
busy and where unemployment and hard 
times are seemingly unknown, there is 
bitter comment on the manner in which 
Germany is “winning the peace.” On 
the surface it would appear: that Ger- 
many is truly forging ahead, yet the 
problems of that country—involving, 
as they do, territorial and industrial re- 
adjustments, indemnity obligations, cur- 
rency debasement, collapsing exchanges, 
stifled trade opportunities and social and 
political upheaval—by no means con- 
tribute to the prosperity and content- 
ment of the affected people. 

The optimist, faced with the riddle of 
Europe, maintains that often when 
things appear the worst they are really 
much better; Mr. Lloyd George, the 
British premier, (than whom no one 
should have better sources of informa- 
tion upon which to base his opinion) 
holds that, “from the touch of things 
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and the sight of things, comparing them 
today with a year ago and the year be. 
fore, they are gradually getting better.” 
In their action on finance, commeree, 
industry, agriculture, and government, 
we shall have an opportunity to see, in 
the coming months, whether the big im- 
pulses of the times are truly operating 
for Europe’s betterment, or whether they 
are checking the process of reconstrue- 
tion. Much, after all, depends upon the 
people themselves. For while it is 
fact that trade and credit are at present 
so restricted that scores of millions of 
people cannot get down to full and 
profitable production, it is also a fact 
that socially and politically there is an 
unrest which is unmistakably a hin- 
drance against the return to stability 
and prosperity. — The Mechanics & 
Metals National Bank, New York. 


Foreign Trade Gaining 

If foreign trade is still the balance 
wheel of home industry there is much en- 
couragement in the disclosures of the 
extraordinary foreign trade return for 
August. Stripped of technicalities, the 
chief features were an increase for the 
month in merchandise exports of $54, 
000,000, the gain in imports being 
$16,000,000. Excess of exports over 
imports for the month amounted to 
$181,000,000, this being a gain over July 
of $40,000,000. During the eight 
months ended with August, total ex- 
ports aggregated $3,239,000,000 and to- 
tal imports $1,693,000,000, leaving an 
export excess of $1,546,000,000. The 
export margin last year was smaller at 
$1,483,000,000. Another feature of 
striking interest was the net inflow of 
$491,000,000 foreign gold during these 
eight months this year, as against a net 
outflow in the same months last year 
of $82,593,543. Such a prosperous for- 
eign trade showing is all the more re- 
markable when the high price of dollar 
credits which our foreign customers had 
to pay in settling for merchandise pur- 
chased here is taken into account.— 
Nat'l State & City Bank, Richmond, Va. 


A Futurist Worker 
“You look tired!” 
“Well, it’s hard work carrying a hod 
of bricks up to the third story.” 
“Have you been doing it long?” 
“No—I start tomorrow !”—Simplicis- 
simus (Munich). 


Arnold Johnson has been elected viece- 
president of the People’s Trust & Sav- 
ings Bank of Port Byron, Illinois. 


The directors of the Nettleton, Mis- 
souri, Bank held their annual meeting 
recently and selected the following off- 
cers: J. S. Shaney, president; C. L 
Baker, vice-president; Linus Hopson, 
eashier; Ellsworth Mackey, assistant 
cashier. 
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Banks Entering Investment Field 

The recent announcement of the ab- 
sorption by the First Securities Com- 
pany, a subsidiary of the First National 
and Los Angeles Trust and Savings 
Banks, Los Angeles institutions, of the 
investment business of the Baer-Brown- 
Parsons Company of Los Angeles, di- 
rects attention to the rapidly growing 
tendency of banking institutions to en- 
gage in the bond and high grade secur- 
itv business. This is true not only of 
Los Angeles but of every other large 
city in the United States. In the case 
of the two banks mentioned, bond de- 
partments already were in operation, 
and the absorption of the investment 
house is merely significant of a policy of 
enlargement of the scope of operations 
in this line. Almost simultaneously with 
the announcement of the completion of 
this deal came the news from San Fran- 
cisco of the establishment by the Ameri- 
ean National Bank of that city of a 
securities department. It is explained 
that the action taken is for the purpose 
of assisting its customers in the election 
of high class investment securities and 
with a view to supplying them with such 
credit, statistical and market informa- 
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tion as they may desire from time to 
time. 

The establishment of securities de- 
partments by banking institutions on e 
large scale is a development of recent 
years. It is true that for many years 
bankers all over the country have acted 
as advisors to some of their clients in 
the matter of the purchase or sale of 
securities, but for a long time the actual 
transactions were made through brokers 
or investment houses. The fact, how- 
ever, that depositors in banks relied to 
a large extent upon the judgment of 
their bankers in matters of this kind 
naturally made for a gradual develop- 
ment of this sort of service which 
eventually led to the organization of 
such departments in charge of experts in 
investment lines. It also gives the banks 
a wider opportunity for financing large 
enterprises. Their position in this re- 
spect is immensely improved by the 
fact that they have a wide market at 
hand for such securities as are issued 
in connection with such transactions. 
Thev are also important buyers of na- 
tional, state and municipal securities, the 
dealings of the Los Angeles banks in 
securities of this riature in the last year 
or two amounting to many millions of 
dollars. As a matter of fact the banks 
of that city have become a decidedly 
important factor in the security business 
and the seope of their operations is 
constantly being extended, a develop- 
ment that testifies in the most eloquent 
manner to the approval of their course 
by many thousands of investors. 


Brighter Outlook for Steel 

Following one of the most intense 
periods of stagnation in its history the 
iron and steel industry is believed to be 
safely on its way to recovery. As was 
expected, the hardéning of iron prices 
during August was followed by an ad- 
vance in wire products which in turn 
may be the forerunner of a strengthen- 
ing of prices in other finished steel prod- 
ucts. Developments in the trade are 
being watched closely to detect a genu- 
ine renewal of buying, since it is be- 
lieved that consumers are beginning to 
appreciate the extent of the price re- 
visions already made and the impossi- 
bility of reducing quotations further in 
view of present labor costs. It is 
pointed out that pig iron is now only 20 


per cent above its pre-war price, and 
steel products on the average only 36 
per cent above, while wages paid in the 
industry are still practically 50 per cent 
above and susceptible of little if any 
further reduction in view of the fact that 
the cost of living has shown definite 
signs of advancing during the past two 
months.—The National Bank of the Re- 
public, Chicago. 


Discount Corporation Grows 

The statement for the third quarter 
of 1921 recently made public by the 
Diseount Corporation of New York, 
shows capital, surplus, and undivided 
profits $6,873,316 and assets over $72, 
770,000. This corporation was organized 
in January 1919 by leading commercial 
and financial interests with the view of 
stabilizing and further developing the 
open discount market—a feature of 
banking vitally important in the finane- 
ing of international trade and absolutely 
essential in order to make the dollar a 
world currency, and the peer of the 
pound sterling. 

This corporation has discounted and 
resold to investors—banks, individuals, 
firms and corporations throughout the 
United States during the year 1919, an 
aggregate of $854,986,121 of bank and 
bankers .eceptances, and bank endorsed 
trade bills; during the year 1920 $1,780, 
943,651 and for the first nine months 
of 1921 $1,319,907,940—a total turn- 
over of $3,955,837,712 in 33 months. 
Every acceptance in this vast volume 
was paid promptly—a great testimonial 
to the soundness and efficiency of the 
aeceptance method of financing. 


Organization of three more banks in 
Chicago brings the total number of 
state banks in Illinois up to 1,400, re- 
ports State Auditor Andrew Russel. 
Chicago has 153 state banks and Cook 
County outside of Chicago 66. 


Two new members were elected io 
the directorate of the Lafayette Na- 
tional Bank of Buffalo, New York, re- 
cently, in the persons of Louis A. Wil- 
son, vice-president of the Kleinhans 
Company, and George J. Hager, presi- 
dent of the E. M? Hagar & Sons Com- 
pany. 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. In the bond 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and. in 
many other ways we aim to make our 
service valuable to our banking clients. 


TO REPRESENT EQUITABLE 
ON PACIFIC COAST 


THE Equitable Trust Company of New 

York has announced the appoint- 
ment of Thomas M. Paterson as its Pa- 
cifie Coast correspondent. Mr. Pater- 
son was formerly vice-president of the 


THOMAS M. PATERSON 


Mereantile Trust Company of San 
Francisco. He will have offices in the 
American National Bank Building, 485 
California Street, San Francisco. 

Mr. Paterson joins the Equitable 
organization with a thorough and well 


Bond Department 
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rounded banking training. His early 
experience was ‘gained in the employ 
of the Royal Bank of Queensland, Bris- 
bane, Australia. In 1902, Mr. Paterson 
came to San Francisco and entered the 
service of the Canadian Bank of Com- 
merce in that city, remaining with this 
institution until 1905, when he was given 
an opportunity to broaden his banking 
experience in the Portland, Oregon 
branch of the Bank of California, where 
he remained until May, 1912. He then 
entered the service of the Mercantile 
National Bank of San Francisco in 
charge of its credit and loan department. 
A year later he was appointed assistant 
cashier and in 1919 was made vice-pres- 
ident and cashier of the institution. 

Early in 1921, the Mercantile National 
Bank consolidated with the Savings 
Union Bank of San Francisco and Mr. 
Paterson remained with the new insti- 
tution, the Mercantile Trust Company, 
as vice-president which position he held 
until entering the service of The Equit- 
able Trust Company of New York. Mr. 
Paterson is a member of the Pacific 
Union Club, the Family Club of San 
Francisco, and the Sequoya Country 
Club. His experience in the Northwest 
and California has enabled him to form 
a wide acquaintanceship throughout the 
Pacific Coast region. He has always 
taken an active interest in American 
Institute of Banking affairs and was 
one of the Charter Members of the San 
Francisco Chapter and later a director 
of the Portland Chapter. 


M. H. Bent 
Ase’t Manager Bond Department 


EQUITABLE BALTIMORE 
AGENT 


HE Equitable Trust Company of 

New York has announced the _ap- 
pointment of R. C. Hoffman, Jr., as its 
correspondent in Baltimore, Maryland. 
He is a native of Baltimore. He is a 
graduate of the Johns Hopkins Uni- 
versity and prior to his entrance into 
the banking field he secured a thorough 
business training in the iron and steel 
business. For a number of years, he 
served as vice-president of the R. C. 
Hoffman Company, Ine., of Baltimore, 
dealers and exporters in iron and steel, 
later becoming president of the Mary- 
land Bolt & Forge Company. He is a 
trustee of thé New York Rubber Com- 
pany, chairman of the board of Balti- 
more Gas Appliance Manufacturing 
Company and a director in several fi- 
nancial institutions. 


Mr. Hoffman, as correspondent of 
the Equitable Trust Company of New 
York, will be located at 511-12 Keyser 
Building, Calvert and Redwood streets 
in the heart of the financial section of 
that city. He plans to do a general se- 
curity business with bankers and invest- 
ment dealers, to transact a foreign ex- 
change and letter of credit business and 
perform other banking services made 
possible through the facilities and re- 
sources of the Equitable Trust Com- 
pany of New York. 
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Commercial National Bank, Columbus, 
Ohio, has increased its capital stock from 
$300,000 to $600,000. Stockholders 
have the privilege of buying the new 
stock at $200 a share. 


The First National Bank of Fresno, 
California, recently acquired by the 
Bank of Italy, will rebuild its present 
quarters. 

The erection of a five-story fireproof 
building for the City National Bank, 
Centralia, Illinois, has begun. 


A birthday party was recently held 
at the Buffalo Trust Company, Buffalo, 
New York, in celebration of its 40th 
anniversary. 


The Shanghai Co-operative Bank has 
been organized with a capital of $500,- 
000. 


Readers will confer a favor 


Office for Travelers 


123 Pall Mall, LONDON, S. W 





Judge W. J. Conway has been elected 
vice-president of the First National 
- Bank, Wisconsin Rapids, Wisconsin. He 
has long served on the directorate of 
the bank. 


Edward Zeisz was re-elected presideut 
of the Security Savings Bank of Coving- 
ton, Ohio. ; 


The new building of the Farmer’s 
Bank of Bogard, Missouri, was recently 
completed. It is a one-story structure 
on a site 27 x 64 feet. 


A. - Pederson, cashier of the State 
Bank of Angus, Minnesota, has sold his 
interest to R. D. West, who will take 
charge as cashier. 


The Sino-German Bank, Shanghai, 
will be opened for business sometime in 
November. 
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REVIEWING THE DEVELOP. 
MENT OF THE TRUST 
COMPANY SERVICE 


(Continued from page 84) 


to us and added much to the enthusiasm 
of the members of the committee. 

The following year, when the commit- 
tee met in New York City, George W., 
Young, a member of the committee, ar- 
ranged a most elaborate banquet for us 
at Delmonico’s. There were some sixty 
or more of the leading financiers of the 
East present. A silver souvenir match- 
box, of original design, made especially 
for the occasion was presented to each 
of those present and is carried by some 
of them to this day. 

In 1897, in the City of Detroit, in 
the Turkish Room at the Hotel Cadillae, 
the first meeting of trust companies, as 
a section of the American Bankers Asso- 
ciation, was held. Then it was that the 
mist of ignorance and uncertainty con- 
cerning trust companies began to dis- 
appear. 

In my files on the trust company 
section I find the program of the first 
meeting and it is reproduced here, with 
the belief that it will prove interesting. 


Order of Proceedings. 

Convention called to order by the 
Chairman at 9:30 A. M. (local time) 

Roll Call 

Address of Welcome, by Mr. EIl- 
wood T. Hance, Secretary of the 
Union Trust Company, Detroit. 

Reply, by Mr. Henry M. Dechert, 
of Philadelphia,. Chairman of the 
Section. 

Report of Executive Committee, by 
the Chairman, Mr. Breckinridge 
Jones, Vice-President. Mississippi 
Valley Trust Co., St. Louis. 

Paper, “rowers anu Duties of Trust 
Companies when Acting as Trustee 
under “Corporation Mortgages,” by 
Mr. Francis S. Bangs, President State 
Trust Company. New York. 

Discussion.—Each participant limi- 
ted to five minutes. 

Paper, “Statutes of the Several 
States relating to Trust Companies,” 
by Mr. Ralph Stone, Trust Officer, 
The Michigan Trust Company, Grand 
Rapids, Michigan. 

Discussion. 

Paper, “Relations of Trust Com- 
panies to Trust Estates,” by Mr. 
Henry M. Dechert, President Com- 
monwealth Title Insurance & Trust 
Co., Philadelphia, Pa. 

Discussion. 

Nomination and election of three 
members of the Executive Committee 
to serve for three years. 

General Discussion. 


At the first meeting the trust company 
section had 114 members, this compared 
with a membership of 17 at its inception. 
the following figures: 

Membership by Years, 1896 to 1920 


1897— 114 1905— 638 1913—1363 
1898— 150 1906— 718 1914—1?01* 
1899— 190 1907— 846 1915—1372 
1900— 253 1908— $31 1916—1459 
1901— 348 1909— 981 1917—1623 
1902— 414 1910—1000 1918—1833 
1903— 501 1911—1137 1919—1£65 
1904— 566 1912—1206 


*Formation of Savings Bank Section 
which some Trust Companies joined. 


It may be of interest here to record 
that, in appreciation of Mr. Hendrix's 
acting as doctor at the borning, when 
a memorable struggle came up at the 
Detroit meeting between Mr. Hendrix 
and Mr. Russell of Detroit, represent- 
ing the progressive element, against the 
“Old Guard,” as they called themselves. 
led by Mr. Rhawn and Mr. Tracy, it 
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was the solid support of this section that 
turned the tide, made Mr. Hendrix pres- 
ident that year, and led to Mr. Russell’s 
.being president the following year. 

At the first meeting, I was called on 
to present the needs of the trust com- 
panies of the United States, and from 
the records of that meeting I find that 
it was suggested : 

First: That the section should see 
that no company used the words, “trust 
company” unless it did a legitimate trust 
company business. 

Second: That the section should use 
its best efforts to bring about a greater 
uniformity in laws relating to trust com- 
panies, (this meant that in many states 
we should see that some kind of a trust 
company statute was enacted.) 

Third: That the section have some 
publication make a compilation of trust 
company laws of all the states. 

Fourth: That the section try to in- 
duce some of the banking journals tv 
publish the papers read at the meetings, 
and to devote some space to questions 
of special interest to trust companies. 

How great progress has been made 
under the supervision of this section as 
to the use of the words “trust company” 
and the enactment of laws governing 
trust companies in the various states, 
is shown by the fact that at the time of 
the first meeting in Detroit there were 
thirty states which had no laws spe- 
cifically governing trust companies, 
whereas now there are in all of the 
states special laws pertaining to trust 
companies. Such institutions as usel 
the name had come into existence uncer 
special charters, or under general bank- 
ing laws; and if they were created 
under general banking laws, it meant 
as a rule that they were only banks of 
discount and deposit, could not exercise 
trust company functions, and were trust 
companies in name only. 

In writing thus of some of the history 
of the early days of the trust company. 
section I feel that I would be ungracious;, 
and not responsive to my own impulses 
if I did not refer to the fact that 1904 
the trust company section presented me 
with a beautiful loving eup, which eup 
has ever since been kept as a treasured 
memorial in my home and has often been 
put to practical use as a loving eup, 
as for example at that meeting in St. 
Louis in 1919, when with fond recollec- 
tion of the days that had gone by, we 
drank to the future of the section. 


I regret very much my inability to 
be present at Los Angeles this year and 
personally greet. my many friends who 
will add a chapter to trust company 
history, I find pleasure, however, in 
the thought that my son, Daniel W. 


Jones, assistant secretary of our insti- 
tution, is bringing this message to you, 


as my subtitute, and this recalls to my 


mind that in one of the early meetings 
of the trust company section I made 
the followinz statement (at the Cleve- 





land convention in 1899) in responding 
to my election as a member of the execu- 
tive committee. 

“T appreciate the honor that has been 
conferred upon me and feel that it is 
something I should be proud of. I 
believe in the years to come when one of 
my little boys comes to looking back 
and finds in the records of this organi- 
zation his father’s name connected with 
its early days, he will have reason to be 
proud and if he is in the trust company 
business, he will meet, I am sure, the 
sons of many of the gentlemen here 
today. The organization has- always 
been in the hands of worthy men and 
their continued interest and fidelity is 
assured. The trust company section, now 
called “division,” ison a permanent basis.” 


LAST 
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Irate Golfer—‘You must take your 
children away from here, Madam—this 
is no place for them.” 

Mother—‘Now don’t you worry—they 
can’t ’ear nothin’ new—their father was 
a sergeant-major, ’e was!—London 
Opinion. 


Pere Marquette declared a quarterly 
dividend of 144 per cent on the prior 
preference stock, payable November 1 
to stock of reeord October 15. 

The Utica Trust & Deposit Company, 
Utica, New York, opened its new home 
October 10. 


The Minier, Illinois, State Bank will 
shortly move into its new quarters. 


CALL 


For High Interest Rates 


O ONE can tell with certainty the exact day when 

bond prices will go up and interest rates come down. 

We know that within the short period of the past 

few weeks, The Federal Reserve Bank has reduced its dis- 
count rates on bank loans several times. 


New bond issues have recently been brought out yielding 
from 51% per cent to 7 per cent as against yields ranging 
from 6% per cent to 834 per cent prevailing just a few 
weeks ago. We also notice the rapid rise in the quoted prices 
of many standard long term bond issues—some of them 


going above par. 


The end of the present year may also mark the end of high 
interest rates and it is entirely probable that the change 


may come even sooner. 


There is still an opportunity—if taken advantage cf NOW 
—of buying safe, high grade investment bonds at prices 
that will yield the investor from 71% per cent to 8% per 


cent for eight to ten years. 


Our list includes several exceptionally 
well secured issues of this type. Mail the 
coupon today and get in on the Last Call 


Hyney, Emerson & Co. 
39 S. LaSalle St., Chicago 
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yielding from 714% to 8% % for eight to ten years. 
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“No Buyers Strike on Bonds’ 


Long Mfg. Co. 8’s 
Shane Bros. & Wilson 6’s 
Troy Laundry Machinery Co. 8’s 


King Hoagland § Co. 


Investment Securities 


14 So. La Salle St., Chicago 
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JACOB BACKER 


FINANCIAL BROKER 


EXCHANGE BANK BUILDING i 


William C. Langley, of W. C. Lang- 
ley & Company, New York investment 
house, and Fred W. Shipley, of the 
Bankers Trust Company, New York, 
have been elected directors of the Amer- 
ican Chicle Company. 


PAUL, MINN. 


Ground was broken several weeks ago 
for the new five-story modern fireproof 
bank and office building of the City 
National Bank of Centralia, Illinois. 
The structure is to be completed about 
February 1. 


Gross Earnings Increase. 


Illinois Central is one of the few roads 
of the country whose gross earnings are 
running ahead of last year, indicating 
that its traffie slump has been less severe 
than on most lines. For the seven 
months ended July 31, gross was $3,015,- 
724 larger than in the corresponding 
period of 1920, representing an increase 
of 3.9 per cent. Gross of most roads 
has run behind last year in spite of rate 
advances. 

The increase in gross, coupled with 
curtailment of expenses, produced a re- 
markable recovery in Illinois Central's 
net earnings in 1921. Net operating 
income of $10,819,955 for the seven 
months ended July 31 contrasts with net 
operating income of $4,850,014 in the 
first seven months of 1920. 

The excellent showing of Illinois Cen- 
tral is based on its strong strategic posi- 
tion. It is the most important line 
having fairly direct connection between 
Chicago and New Orleans, and _ also 
reaches out to the westward from Chi- 
eago to Omaha and Sioux City. It 
has been benefiting by the large volume 
of traffic which has been moving from 
coast to coast via the Panama Canal 
water route, just as the transcontinental 
roads have suffered from this competi- 
tion. Illinois Central’s bituminous coal 
traffic has increased greatly in the last 
few years and is even now running bet- 
ter than in a normal year. Both coal 
and grain loadings have been showing 
satisfactory increases in recent weeks. 
The road has also been doing a large ex- 
port grain business via the gulf. 

In the first six months of 1921 Illinois 
Central actually earned over $5.75 per 
share on its $109,295,967 stock, or within 
1% per cent of its full year’s dividend 
requirement. This is after taking six 
months’ proportion of “other” income 
on basis of its average for the last four 
years and proportionate fixed charges 
on the basis of 1920. 

In 1920 the road’s “other” income was 
$7,219,881; made up chiefly of $5,533,- 
055 interest and dividends from bonis 
and stocks owned, the balance being in- 
come from lease of road, miscellaneous 
rentals, income from unfunded securities 
and accounts, interest on capital ad- 
vances to affiliated companies, and mis- 
cellaneous. “Other” income has shown 
considerable variation in the past. It is 
difficult to say definitely what it will ag- 
gregate for 1921, but it seems fair to 
take the average for the past four years, 
which is about $6,670,000. Fixed 
charges in 1920 were $12,170,844, which 
represented a small increase over 1919, 
due to some increase in funded debt.— 
Wall Street Journal. 


The St. Paul Trust & Savings Bank 
recently issued an attractive booklet on 
trust company service in which the cost 
of the service and many other impor- 
tant points are considered. 
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Germany’s Industries Reviving 


Germany is everywhere underselling 
her foreign competitors in those com- 
modities which she is in position to ex- 
port. While depression, unemployment 
and pessimism are rife in general 
throughout the principal nations of the 
world, German factories are working 
overtime; labor is in heavy demand; 


to meet your 
the larger industries are reporting enor- Foreign Exchange Needs 
mous earnings and speculation in the r 


rapidly advancing stock and commodity a a 8 
markets is at a very high point. In 
other words Germany is in the midst 
of a period of apparent prosperity. To 
the casual observer, and certainly to 
the mass of the Germans themselves, it 
appears that Germany is “winning the 
peace.” 

As we have taken occasion to point 
out several times in the past, it is to 
the best interests of the world as a 
whole, that the Central European na- 


Prompt Service 


OR seventy years Knauth, Nachod & Kuhne 
has specialized in acting for banks and 
bankers in the United States and neighbor- 
ing countries, in the transmission of funds 
to Europe and all parts of the world. 


We have arrangements, under which 
banks and bankers as principals 


tions and particularly Germany, be given 
the opportunity to place themselves 
upon a self-supporting basis. It would 
be absurd to expect or even desire that 
Germany remain an industrial cripple. 
But on the other hand, it is not desirable 
that in her recovery she should deprive 
other nations of their share in world 
ecommerce. If this apparent prosperity 
were to continue at the expense of Eng- 
land, France and Italy, it might intro- 
duce endless suffering and finally another 
world war, but a simple analysis of the 
situation makes it evident that such will 
not be the ease. Germany is but passing 
through what will in all probability 
prove to be a belated stage of super- 
inflation. Her advantage in foreign mar- 
kets is derived almost entirely from the 
fact that the value of the Mark is con- 
siderably greater in Germany than on 
foreign exchange. This amounts to 
saying that an exporter of goods made 
in Germany pays for production in 
currency which is less depreciated than 
that which he receives in payment. In 
other words, the Mark will buy more in 
Germany than it will outside and the 
exporter gets the benefit of the differ- 
ence. This condition is one which will 
automatically correct itself in a com- 
paratively short time. Under the in- 
fluence of this inflation, prices are 
already rising within the nation and it 
is but a matter of time until the dis- 
parity in external and internal value of 
the Mark will be overcome. The great- 
est danger is, that as a result of the 
period of depression which must ensue, 
further political troubles will arise in 
Germany which may prolong the slow 
process of European settlements and 
recovery. The present government of 
Germany is not strong enough, even if 
it has the wisdom requisite, to stem this 
wave of speculative inflation. 

We need not long fear competition 
based on such insubstantial grounds, and 
we may well watch the progress of this 
period in Germany to its final catas- 
trophic end and draw a lesson for ap- 


can draw their own drafts on Euro- 
pean countries or remit by money 
orders to payees abroad in places 
with or without banking facilities. 


To make rates and service available promptly we have in- 
augurated a daily quotation service and will quote the most 
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Closing rates by mail. 
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Address our Service Department 
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Equitable Building 


New York 
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plication to our own problems when the 
temptation comes to again yield to the 
intoxication of speculation.—Citizens 
National Bank, Los Angeles. 


Formal opening of the new building 
of the west side branch of the Citizens 
Trust Company, corntr Grant and Ferry 
streets, Buffalo, New York, was held 
a short time ago. 


The Immigrant State Bank, Chicago, 
moved into its its new home at 343 West 
North Avenue several weeks ago. 


The Bank of Genesee, Batavia, New 
York, is planning to rebuild its present 
quarters in the spring of 1922. 


s 

The station master, hearing a crash 
on the platform, ran out of his room just 
in time to see the express disappearing 
around the curve and a disheveled young 
man sprawled amid several overturned 
milk cans and the contents of his trav- 
eling bag. 

“Was he trying to catch the train?” 
asked the station master of a small boy 
who stood by admiring the scene. 

“He did eatch it,” said the boy, hap- 
pily, “but it got away again.”—Chicayo 
Herald and Examiner. 


T. F. Dreyfus, of the Brookhaven, 
Mississippi, Lumber’ Company, has been 
elected a member of the board of di- 
rectors of the Bank of Hattiesburg 
and Trust Company, Hattiesburg, Miss. 
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Serving America’s 
Second Sea-Port 


New Orleans, the gateway to Latin 
America through the Mississippi 
Valley-, is second only to New York 
in its volume of international busi- 
ness, 


The city is destined to continue 
its growth as a great American port. 


This bank has grown with New 
Orleans since 1870, and because of 
its long experience and broad ser- 
vice, is well prepared to handle your 
Southern business economically and 
efficiently. 


Hibernia 
Bank ¢& Trust Co. 
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Profitable 


Trades in Bonds 


Investors unable to keep 
in touch with security 
markets because of pres- 
sure of business and per- 
sonal affairs often miss 
desirable opportunities 
to exchange their secur- 
ities on a basis which 
may mean a satisfactory 


profit. 


We offer a_ specialized 
service along these lines. 
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105 S. La Salle St., Chicago 
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SOME COMMENTS ON THE 
OLD FARM MORTGAGE 


(Continued from page 91) 
doing of these great things we have 
neglected agriculture. Indeed, some of 
these things have been done at the ex- 
pense of the farms of America. 

I can see no reason for discontinuing 
this general policy of encouraging busi- 
ness by which our country has grown 
so great. I have not detected in cur- 
rent events any tendency to depart from 
this policy of encouraging general busi- 
ness enterprises, and I am convinced 
that the present condition of agriculture 
and its relation to the general welfare 
warrants that the same general policy 
of encouragement shall apply to agri- 
culture, that broad and generous policy 
of encouragement that has done so much 
for other industries and other enter- 
prises. 

I do not think it is good business for 
the nation, I do not think it in the in- 
terest of the general welfare to take 
away from agriculture the little encour- 
agement it has been given in the pro- 
visions of the Federal Farm Loan Act. 
And agriculture is asking so little in 
comparison to what the other industries 
have received. 

Only recently we approved for the 
railroads an average increase in freight 
and passenger rates of approximately 
33 1-3 per cent in order that the rail- 
roads could pay their owners 544 to 6 
per cent on their investment above costs 
of operation. The farmer is not asking 
that he be guaranteed fair wages and 
5'% to 6 per cent on his investment. He 
only asks that he be able to obtain long 
time credit on just and equitable terms. 
And the farmer .is warranted in de- 
manding that his representatives in Con- 
gress shall defend the Federal Farm 
Loan Act tax exemption with all the 
logie and all the vigor with which they 
have defended the special privileges 
which have been extended to manufae- 
turers, to transportation and to mining. 

Exempt from Taxation 

With all the limitations and restrie- 
tions placed upon these banks it would 
have been impossible to induce men to 
invest their money in them and it would 
have been impossible to have sold the 
securities in the volume necessary unless 
the tax control was vested in the Federal 
Government. Otherwise, any state could 
legislate them out of business. It is a 
fundamental condition of an association 
of states that neither the Central Gov- 
ernment nor the state may tax instru- 
mentalities of the other. Of course, if 
the Constitution of the Federal Govern- 
ment and each state was amended so that 
there should be nothing tax exempt, then 
it would not be necessary or possible to 
exempt these securities from taxation. 
But it was a condition and not a theory 
that confronted the framers of this Act. 

In most states ten or more citizens 
may band together and organize a mu- 
nicipality and issue bonds on which the 
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Federal Government cannot levy a tax, 
neither can the municipalities or the 
state levy a tax on any instrumentality 
of the Government of the United States, 

I have been active in the support of 
organizations looking to elimination of 
all tax exempt securities, but upon ma- 
ture study of the subject, do not believe 
it will ever be brought about. My in- 
terest in the subject did not begin and 
end with the farmers’ banks. I demand 
that those who work with me come with 
clean hands. You cannot blame me for 
questioning the sincerity of the mort- 
gage dealer, the man who lives by as- 
sisting his clients in criminal evasion of 
taxes, who began spending money and 
fighting tax exemption when he felt the 
competition of the farmers’ and country 
bankers’ mutual land banks. 

And when we do away with tax ex- 
emption I want every piece of preperty, 
tangible or intangible, to submit to taxes, 
The state tax laws must be so strength- 
ened that the assessors may walk into 
your and my commercial banks and levy 
an assessment on every account. It must 
be made impossible for the mortgage 
dealer to take notes payable to the 
bearer, to sell them to a resident of his 
own city and laugh at the tax assessors. 

On the same day that the last general 
offering of fifteen million Joint Stock 
bonds was made to the public, the city 
of New York offered sixty million of 
bonds for the wharf and dockage pur- 
poses. The New York bonds were in- 
mediately over-subscribed, not a single 
bond was offered to the public through 
the newspaper advertisements or usual 
channels of marketing bonds, and not a 
voice was raised against it. But millions 
of dollars of newspaper space, hundreds 
of speakers at bankers’ meetings and 
elsewhere raved for two years about the 
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OUR FOREIGN 
DEPARTMENT 


is well equipped and always 
glad to assist any customer in 
the financing and development 
of Foreign Trade. 
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to and from all foreign lands 
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our Foreign Department. 
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in the very heart of 
things in Cincinnati; 
Commercial Center 
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town banks seeking 
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tions — for handling 
Cincinnati Business 
and business in the 
Middle and Southern 
States. 


™ FIFTHIHIRD 


Nationaz BankeCincinNAnL 


in‘ustice of the Joint Stock banks tax 
exempt bonds. 

The amortization farm mortgage has 
come to stay. The Farm Loan bond has 
come to stay, and it must be issued in 
such form and under such conditions as 
will make it salable in competition with 
the tax free bonds of the municipalities. 
If anyone has a better plan, if there is 
any other mtthod by which that*can be 
done I have never heard it outlined and 
until some other workable plan is con- 
ceived these bonds must remain tax 
exenipt. 


An organization to be known as the 
Northern Anthracite Bankers Associa- 
tion was perfected with forty-six banks 
in Seranton, Pennsylvania. 

Frank §. Nelson has disposed of his 
stock in the Peoples National and Sav- 
ings Bank, Albia, Iowa, and resigned 
as cashier. 

The first annual meeting of the Detroit 
Chapter of the American Institute of 
Banking was held some time ago at 
the Hotel Cadillac. 


Ben E. Fick has been appointed eash- 


ier of the Hammond State Bank, Ham- 
mond, Minnesota. 


D. C. Hair has resigned as eashier 
of the First National Bank, Grand 
Forks, North Dakota, to become vice- 
president of the First International 
Bank of Minot, North Dakota. 

N. E. Adkins, president of the Peo- 
ples State Bank of Howard, South 
Dakota, has purchased the bank at Ros- 
well, South Dakota. 


Contract for a four-story brick and 
stone bank building has been awarded 
by the Sunbury Trust and Safe Deposit 
Company, Sunbury, Pennsylvania. The 
cost of the building will be $200,000. 


The Union Exchange National Bank, 
New York, recently moved into larger 
and more elaborate quarters at Fifth 
Avenue and Thirtieth Street. 


A modern new bank building is now 
being constructed by the State Bank 
of Roshelt, Wisconsin, at a cost of 
$35,000. It is expected that the build- 
ing will be completed by December 1. 


President F. H. Rech of the State 
Bank of Palatine, Illinois, has resigned 
as president because of the poor health 
of his wife. 

At a recent meeting of the directors 
of the First National Bank, Troy, Ohio, 
Charles U. Briggs was elected president, 
to succeed Forrest O. Flowers. 
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WHY ACCOUNTANTS, 
ABOVE ALL, NEED TO 
USE PRINTERS’ INK 
2 
(Continued from page 46) 
attended by efforts on the part of the 
profession, itself ? 

My humble interpretation of real 
ethie¢s is service—not service in the haek- 
neyed, fagged-out sense, but genuine, 
sincere, work. Advertising is the means 
of extending that service outside of the 
immediate locality. Such practice is nec- 
essary to keep the name before people. 
He who dies is quickly forgotten. 

What America is today it owes to 
American methods. Advertising is one 
of them. The country’s immense natural 
resources have been utilized to a far 
greater extent than would have been 
the case had the producers waited until 
their customers discovered the uses of 
the various metals and other resources. 

Advertising is playing a stellar role 
in the present recovery of business. It 
is not only advising the people of new 
opportunities, but is doing a greater 
work in radiating an air of optimism. 

Objectors to advertising have little 
to back them, even in the professions. 
Many people may throw up their hands 
in devout horror when I express the 
belief that even the medical profession 
can benefit by wholesome, dignified, ad- 
vertising. “What next?” I can hear 
them say, “We'll all be at it before the 
thing stops.” 

But the doctor! What if he should 
let people know what he can do, his 
society meanwhile vigorously fighting 
any abuse of the privilege?) What 
would be the injury? What doctor 
could stand long against the united ef- 
forts of the federal government, the 
members of his own profession, the 
associated advertising clubs and the con- 
sequent criticism of the general public? 

What good does it do to hide under 
the garment of dignity and ethics—abil- 
ity, which, if known, might not only help 
the professional man, but the suffering 
mass of humanity? I am not as intimate 
with the medical profession as with my 
own. However, I believe it to be an. 
unspeakable sorrow that some profes- 
sional men do not, themselves, tell the 
world what they can do. No one knows 
it so well as they. 

A physician relative of one of my 
friends was recently afflicted with a 
dreadful malady. Being a member of 
the medical profession he was able to 
get immediately in touch with a special- 
ist. Several advised a certain cure, well 
known but expensive and becoming less 
popular. He tried it. He was tem- 
porarily relieved but was soon back in 
the same condition. 

Several weeks of suffering and inves- 
tigation brought him to a specialist in 
Virginia. There he obtained a speedy 
eure. His own relief was of supreme 
importance to him. But while under 
the care of the specialist he saw some- 
thing else—something which impressed 
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him with the acute need for some way 
of letting this cure be known to those 
afflicted like himself. People in stages 
ot the disease he believed past human 
aid were bing restored to health. He 
saw “impossible” cases cured. 

But, hundreds of people in the spe- 
cialist’s very city didn’t know it. Thou- 
sands in the state, hundreds of thousands 
in the adjoining states, millions in the 
country, tens of millions in the world. 
How could they? The afflicted physician, 
himself, although a member of the medi- 
eal profession, didn’t even know about 
it. 

Do not mistake me as condemning as 
selfish the vocation of greatest saeri- 
fice. When a man or woman enters the 
professional field he realizes that his 
years of study and expense have only 
prepared him for more expense and 
study before he can begin to support 
himself. He must, first, let the knowl- 
edge of his ability percolate through to 
the world. 

Criticism on the ground of selfishness 
ean hardly be directed at professions as 
a whole. It is their failure to realize 
the personal advantage and the even 
greater advantage of letting the value 
of their services become known, that is 
to be regretted. 

On the same altar of ethics and dig- 
nity—progress is being offered up. 
Progress is the sacrifice, particularly 
where accountants fail to advise people 
of the benefits they ean render. 

How universal was accounting prior 
to 1918? If the accountants had done 
what I think is really a moral duty as 
well as a_ professional advantage, he 
would have advertised the general bene- 
fits of accounting. With their eyes 
opened to the value of accounting, peo- 
ple would have welcomed it as indis- 
pensable to the proper transaction of 
their business. Their records would have 
been reasonably complete. 


When the heavy tax years beginning 
with 1917 came along the returns could 
have been compiled with a fair degree 


of accuracy. As it is, I believe fully 
98 per cent of the corporate returns 
tiled for the year 1917 are in error. 
This is not entirely due to inability to 
interpret the law. It is more the lack 
of accounting methods. <A lack caused 
by the ery of ethies which has acted as 
a barrier to the dissemination of infor- 
mation explaining’ the importance of 
accountancy. 

How many concerns might have been 
prepared for additional tax assessments 
had accountants and tax specialists felt 
free to advertise points where errors 
were commonly made? In Wisconsin a 
company recently issued three and one- 
half million dollars in bonds to meet 
an additional tax assessment. Another 
coneern in Michigan arranged a two 
million dollar issue for the same pur- 
pose. 

Tax knowledge has in some cases been 
ruthlessly and injuriously exploited by 
“quacks.” But this class of profes- 


sional men is being universally fought 
and a great many of them are even now 
suffering for their questionable trans. 
actions. 

The attitude of some men in the ae- 
counting and legal professions that an 
individual or company’s knowledge of 
tax intricacies should not be circulated 
by a particular individual or company 
is undoubtedly founded on the transae- 
tions of “quacks.” I feel quite sure that 
objection could not be consistently 
raised to warning taxpayers of the dan- 
ger of certain points, misunderstanding 
of which would cause them additional 
assessments, penalties and __ interest 
charges. This should not be done in a 
flagrant way or in a way calculated to 
“throw a scare” into the taxpayers. At- 
tention may be called to points of gen- 
eral misunderstanding in a way which 
would, while saving the taxpayer time, 
money and inconvenience, at the same 
time be absolutely fair to the Burean 
of Internal Revenue and the taxpayer, 
It could simply advise him of his rights 
under the law. 

To what extent can a business man 
ignore accountancy and successfully con- 
duct his business? Figures which do 
not reflect the true condition of business 
cannot form the proper basis for trans- 
actions. How many concerns are earry- 
ing on their business over a chasm of 
inaccurate figures; and will the frail 
financial bridge break under the strain? 
How many of the concerns will con- 
tribute to the list of failures? 

I have diseussed at considerable 
length the value of advertising to the 
public, because the public is the princi- 
pal body which advertising has been 
claimed to injure. Of the advertisers, 
themselves, this may be said:  Adver- 
tising is a form of education—a sort of 
business education. Education is ad 
vancement. Advertising or business ed- 
ucation does for business what general 
education does for society; advances it. 
Those who advertise, advance in a busi- 
ness way. Those who do not lag behind 
in comparison with competitors of equal 
status. 


The new First National Bank build- 
ing, Shickshinny, Pennsylvania, is near- 
ing completion. 

Work has started on the erection of 
the new building for the First National 
Bank at Weleetka, Oklahoma. 

W. B. McCaleb, John P. Melick and 
J. W. Swartz were re-elected directors 
of the Union Trust Company of Penn- 
sylvania, Harrisburg, Pa., at the annual 
meeting of the stockholders. 

Contracts for the erection of the new 
$250,000 Excelsior Savings Bank build- 
ing at 221-223 West 57th Street, New 
York, have been awarded. It will be 
a twelve-story structure on a site 50 x 
100 feet. 
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MANAGEMENT, CIRCULATION, 
ETC., REQUIRED BY THE 
ACT OF CONGRESS OF 
AUGUST 24, 1912, 


Of THE BANKERS MONTHLY, published monthly 
at Chicago, Illinois, for October, 1921. 

STATE OF ILLINOIS ) = 

COUNTY OF COOK 5°" 

Before me a Notary Public in and for the 
State and county aforesaid personally appeared 
Joseph M. Regan, who, having been duly sworn 
according to law, deposes and says that he is 
the Managing Editor of the BANKERS MONTHLY 
and that the following is, to the best of his knowl- 
edge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by 
the Act of August 24, 1912 embodied in section 
443, Postal Laws and Regulations printed on the 
reverse of this form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor. managing editor, and business man- 
agers are: Publishers, Rand McNally & Cuom- 
pany, 536 S. Clark Street, Chicago, Illinois: 
Editor, Joseph M. Regan, Riverside, Illinois: 
Managing Editor, Joseph M. Regan, Riverside. 
Ilinois; Business Manager, Joseph M. Regan. 
Riverside, Illinois. 

2. That the owners are: (Give names and ad- 
dresses of individual owners or, if a corporation, 
give its name and the names and addresses of 
stockholders owning or holding 1 per cent or 
more of the total amount of stock). 

Rand McNally & Company—a_ Corporation. 
Harry B. Clow and Andrew F. W. MeNally, 
Trustees of Estate of Andrew McNally, deceased, 
536-538 S. Clark St., Chicago; Andrew F. W. 
MeNally, 8 S. Clark St.. Chicago; James 
MeNally, 536-538 S. Clark St., Chicago; Sabina 
R. Arnold, Western Springs, Illinois; Mrs. Wm. 
H. Milechsack. Nazareth, Pennsylvania; Clara 
M. Hohl, 6 Edgewood Park, New Rochelle N. Y.; 
Mrs. Florence Pierce Mott, care Whitney Central 
National Bank. New Orleans, La.; Robert P. 
Payne, 176 E. 6th St., St. Paul, Minn.; F. 
D. Payne, 3631 Bosworth Ave., Chicago; Louise 
P. Bunts, 559 Surf St.. Chicago; Andrew 
McNally, Trustee for Wyles McNally, 538 So. 
Clark St., Chicago; Chas. M. Sturges Estate, 
1222—19 S. La Salle St., Chicago; Mary A. B. 
MacKenzie, 1161 Monadnock Bldg., Chicago; 
E. C. Buehring, 536-538 S. Clark St., Chicago: 
Eleanor V. McNally, 1308 Asbury Ave., Evans- 
ton, Ill.; Jessie Hessert, 547 Fullerton Parkway, 
Chicago; Julia Hessert, Drake Hotel, Chicago; 
Gustav Hessert, Trustee for Marie Hessert and 
Fred Hessert, 536-538 S. Clark St., Chicago. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of the total amount of bonds, 
mortgages, or other securities are: (If there are 
none, so state). None that I know of. 

4. That the two paragraphs next above. giving 
names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company but also in cases 
where the stockholder or security holder appears 
upon the books of the company as trustee or in 
any other fiduciary relation, the name of the per- 
son or corporation for whom such trustee is act- 
ing is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowl- 
edge and belief as to the circumstances and con- 
ditions under which stockholders and _ security 
holders who do not appear upon the books of the 
company as trustees, hold stocks and securities in 
a capacity other than that of a bona-fide owner: 
and this affiant has no reason to believe that 
any other person, association or corporation has 
any interest direct or indirect in the said stock, 
a or other securities than as so stated by 
im. 

5. That the average number of copies of each 
issue of this publication sold or dstributed, 
through the mails or otherwise, to paid sub- 
secribers during the six months preceding the 
date shown above is........... (This informa 
tion is required from daily publications only). 

JOSEPH M. REGAN, Editor 

Sworn to and subscribed before me this 26th 
day of September, 1921. 

M. J. STANTON. 
[SEAL] 
My commission expires December 8, 1922. 


W. G. Gregory, president of the State 
Bank of Tabor, Iowa, has sold his stock 
and resigned. R. F. Weatherhead, late 
vice-president, has been made president. 
Nelson Delavan is vice-president and 
Arthur Mauk is eashier. 


George W. Shomo, cashier of the 
First National Bank at Hamburg, Penn- 
sylvania, has resigned. Harry E. Geary 
Succeeds Shomo as cashier of the bank. 
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Charles Cason, director of public re- 
lations of the Chemical National Bank 
of New York, has been appointed offi- 
cial representative of Vanderbilt Uni- 
versity, of which institution he is a 
trustee, at the inaugural ceremony of 
President-elect Livingston Farrand of 
Cornell University. 


Judge Robert Grey Bushong has been 
elected vice-president of the Colonial 
Trust Company, Reading, Pennsylvania. 


J. A. Hatch has resigned as cashier 
of the First National Bank of Harlem, 
Montana, to associate himself with a 
bank at Kennewick, Washington, where 
he has bought an interest. 

New York Federal Reserve Bank, with 
approval of Federal Reserve Board, has 
appointed the National City Bank its 
correspondent and agent in Cuba. 

Harriman & Company of New York, 
investment dealers, opened a branch of- 
fice at 300 Park Avenue, Sherry Build- 
ing, October 3. 


William J. Dunn & Company, New 
York investment house, have opened a 
branch office at 1622 Chestnut Street, 
Philadelphia, under the management of 
John J. McCrae. 


The trustees of the Columbus Savings 
Bank, Boston, Massachusetts, have 
elected Joseph A. Greene as treasurer 
to succeed his late brother, P. Robert 
Greene. 


Henry T. Aske of Lanesboro, Minne- 
sota, has been appointed state bank ex- 
aminer. 


BANKERS MONTHLY for NOVEMBER, 1991 


: en 
: a4 aa Se NE 


R. M. DeCormis has been elected a 
vice-president of the Seeond National 
Bank of Boston. Alexander Winsor has 
resigned as cashier to become associated 
with Kidder, Peabody and Company. 


The Metropolitan National Bank and 
Chase National Bank, New York insti- 
tutions, recently completed a merger 
which will make the latter the second 
largest bank in United States in point 
of deposits. Absorption of Metropolitan 
with its seven branehes—six in Man- 
hattan and one in Brooklyn—gives the 
Chase valuable new territory for de- 
velopment and expansion. 

The American National Bank, Berton 
Harbor, Michigan, is now established in 
its beautiful new home on the northeast 
eorner of Main and Water streets, in 
the Benton Hotel block. 


At a recent meeting of the board of 
directors of the First National Bank, 
Northwood, Iowa, A. S. Lund, of Mason 
City, Iowa, was elected cashier. Iver 
Iverson, cashier, was advanced to the 
office of second vice-president. 

The Fullerton State Bank, Chicago, 
has been admitted to the Chicago Clear- 
ing House Association as an affiliated 
member. 


Dana H. Kelsey has been elected a 
director of the Exchange National Bank, 
of Tulsa, Oklahoma. 


George D. Lusher, former state bank- 
ing inspector, has been elected vice- 
president of the Union Bank of Mil- 


waukee. 


Gilbert H. Wiley has been named 
cashier of the Earlville, Illinois, National 
Bank to succeed W. C. Gilmore, who has 
been appointed an assistant national 
bank examiner. 


The York County, Pennsylvania, 
Bankers Association at its annual meet- 
ing elected the following officers; Pres. 
ident, H. J. Evans, eashier of the 
People’s National Bank of Delta; viee- 
president, Ellis S. Lewis, president York 
Trust Company, York; treasurer, Harry 
A. Kauffman, cashier of the Union Na- 
tional Bank, of Mt. Wolf; secretary, 
Harry C. Stitt, cashier of the Industrial 
National Bank, of West York. 

The newly reorganized First National 
Bank of Hagerstown, Maryland, re 
opened its doors recently. The new 
officers are: Alexander Armstrong, At- 
torney General of Maryland, president; 
Cyrus S. Flook of Meyersviile, Md, 
vice-president, and Robert H. MeCauley 
ot Hagerstown, acting cashier. 


The Edgar County, Illinois, Banking 
Association has been formed with I. ¢. 
Shaw of the Paris Citizen’s Bank as its 
secretary. 


Arthur C. Kingston, vice-president of 
the Commercial Bank of Chilton, Wis- 
consin, has been elected cashier of the 
Citizens National Bank of Stevens Point, 
Wisconsin, to sueceed Carl S. Orthman, 
who has resigned to become president of 
the Farmers and Merchants Bank of 
Kilbourn in that state. 


The Commercial Savings Bank Con- 
pany of Galien, Ohio, has increased its 
eapital and surplus from $75,000 to 
$112,500. 


PROTECTION FOR YOUR BANK 


Whether yours be the largest institution in one of our big 
cities, or only a small bank in a rural 
center, the scope of the Diebold Product 
is broad enough to provide absolute se- 
curity for its funds and other valuables. 
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Submit your Safe and Vault problems 


to us. 


DIEBOLD SAFE & LOCK COMPANY 


CANTON, 


Chicago Store, 122 So. Wells St. 


OHIO 


Detroit Store, 27 Jefferson Ave., W. 
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A. J. Steimle, Sheboygan, was chosen 
president of the Wisconsin Chapter of 
the American Institute of Banking for 
the ensuing year at its recent meeting 
in Milwaukee. William B. Hunter, 
Augusta, was named vice-president; 
George B. Bartlett, Milwaukee, secre- 
tary-treasurer; W. G. Coapman, Mil- 
waukee, assistant secretary-treasurer. 
I. A. Mueller, Hustler, was chosen to 
serve three years on the executive com- 
mittee. 


Herman L. Conter was recently 
named vice-president of the Gary, In- 
diana, Trust and Savings Bank to sue- 
ceed E. C. Selby. 

William C. Vodak, formerly assistant 
eashier of the Lineoln State Bank, Chi- 
eago, has been elected cashier of the 
Industrial State Bank, Chicago, succeed- 
ing Henry R. Schlytter, resigned. 


J. R. Kevil has been elected president 
of the Farmers National Bank, Prinee- 
ton, Kentucky, succeeding the late John 
R. Wylie. 

Vere Beckwith, associated with the 
Michigan State Investment Company, 
has resigned to become assistant cashier 
of the Farmers and Merchants National 
Bank, Benton, Harbor, Michigan. 


Charles W. Nason has been elected 
assitsant cashier of the Citizens Na- 
tional Bank, Stevens Point, Wisconsin. 


A. A. Crane, senior vice-president of 
the First National Bank, Minneapolis, 
has resigned to become vice-president 
of the Bankers Investment Company of 
that city. 
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New Publicity Manager Appointed 

Wm. Edward Brown, for the past two 
years manager of the new business de- 
partment of the Hibernia Bank and 
Trust Company of New Orleans, has 


been appointed manager of that bank’s - 


publicity department succeeding W. 8. 
Pleasants who recently resigned to take 
a position with the New Orleans Item. 
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J. D. Rose was recently elected vice- 
president of the Home Trust and Sav- 
ings Bank recently organized at Oak 
Cliff, Texas. 


E. E. Phelps, vice-president of the 
Citizens Savings Bank of Sigourney, 
Iowa, was elected cashier of the First 
National Bank, Mt. Pleasant, Iowa, a 
short time ago, to fill the place made 
vacant by the resignation of H. L. Me- 
Grew. C. Van Brussel was elected first 
assistant cashier and Fred Van Hon 
and Mrs. Elnora Morris were elected 
assistant cashiers. 








New officers of the Bank of Hatfield, 
Arkansas, were recently elected as fol- 
lows: Mark Dover, president; J. 0. 
Gates and E. H. Butler, vice-presidents ; 
Carl Robbins, cashier; Roy B. Holde, 
assistant cashier. 


Julius Seifert, cashier of the People’s 
Bank, Springfield, Missouri, was elected 
active vice-president of the bank to sue- 
ceed George T.: Hines, who died re- 
cently. He is sueceeded as cashier by 
J. H. Billings. 
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WM. EDWARD BROWN 


He is a native Orleanian and a grad- 
uate of Rugby Academy. In 1914 he 
entered the College of Engineering at 
Tulane University, but in June, 1916, 
entered the United States Army from 
which he was discharged in February, 
1919, with the rank of first heutenant. 
In October, 1919, he became associated 
with the Hibernia Bank and Trust Com- 
pany in its new business department, 
of which he was made manager in May, 
1920. 





The board of directors of the Union 
Bank of Chicago elected George T. Pres- 
chern trust officer. 


by mentioning THE BANKERS MONTHLY when 


Announcement was made recently of 
the election of J. A. Ledbetter as cashier 


of the First National Bank, Mont- 
gomery. Alabama, succeeding H. ‘. 


Bartlett, who resigned to accept the po- 
sition of first vice-president of the - 
American Trust and Savings Bank of 
Birmingham. 


Frank E. Hoagland has been elected 
active vice-president of the Mechanics 
National Bank at Millville, New Jersey. 


At the annual meeting of the stock- 
holders of the Union Trust Company, 
Greenburg, Indiana, the following offi- 
cers were re-elected: Carlos Harrison, 
president; D. W. Weaver, vice-presi- 
dent; G. G. Welsh, secretary-treasurer. 








W. H. Smith has resigned as cashier 
of the Farmers’ Bank at Holt, Missouri, 
on account of ill health and has been suc- 
ceeded by Milton Isley. 

Charles Amos has been elected cashier 
of the bank at Anderson, Missouri. 





Architects have been commissioned to 
prepare plans for a bank and office 
building to be erected for the recently 
organized Bank of Van Nuys, Califor- 
nia. The building will be’ two ‘stories 
in height. 


Leonard Wood, vice-president of the 
Californa Packing Corporation, has been 
elected a director of the Liberty Bank, 
San Franciseo. 


The board of director of the Broad 
Street National Bank, Trenton, New 
Jersey, recently elected George A. Katz- 
enbach president to succeed the late 
Henry C. Moore. 


The National Bank of Cleburne, 
Texas, one of the oldest financial insti- 
tutions in that city closed a short time 


ago. 
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AN IMPRESSIVE ANSWER THAT 
“ADVERTISING GETS RESULTS 


In a recent campaign in a Southern bank 
it was found that nearly a quarter of the 
returns were directly traceable to advertising 


Cog) BTAINING Kesults from Adver- 

tising” was the subject of an ad- 
dress to the bankers convention by Alvin 
P. Howard, vice-president of the Hi- 
bernia Bank and Trust Company of 
New Orleans. 

His remarks, in part, follow: 

“There are two definite things that 
must be determined by the banker if he 
is to obtain profitable results from his 
advertising: First—To whom do you 
wish to speak? Second—What topie of 
conversation do you wish to diseuss? 
These two things are definite no matter 
how indefinite the other arguments of 
advertising may be. I believe that the 
financial advertiser who completely 
answers them has reached his audience, 
even though it may take many drops 
of water to wear away the stones of 
suspicion, ignorance and improvidence. 
I happen to be an inactive officer of a 
daily newspaper in New Orleans, and 
I have taken particular pains to observe 
the general character of advertisers from 
an objective rather than a_ subjective 
point of view. It is alarming to see 
the number of advertisers who have 
something good to offer, and yet they 
do not know exactly who needs their 
wares. On the other hand, advertisers 
will continue to offer their goods and 
services through a medium that does not 
express their real wishes in the premises. 
For example, a garter company believes 
in advertising in a church magazine, 
upon the theory that everyone wears 
garters, but they overlook the fact that 
a person reading a church magazine is 
not in the proper mood to digest a 
sermon on garters. 

“The answer to the first question 
above, as interpreted through a large 
part of savings advertisements, would 
indicate that the wrong people are 
reached. Time and energy have been 
spent in preaching the advantages of 
thrift to the industrial worker, the sa!- 
aried man (old and young), school chil- 
dren and the Xmas spendthrift. As a 
matter of fact, we should reach the per- 
sons who do the spending, for it is of 
no avail to tell John Doe that he must 
save, and convince him of the fact, when 
he is turning over his earnings to his 
wife. I have observed that men of 
many walks in life are anxious to save, 
but somehow they cannot do it. Ask 
them why and you will promptly receive 
a tale of woe that involves the high 
cost of food, rent, clothing—in short 
the necessities of life. 

“You have all played golf. It is the 
best advertised article in the world, not- 


withstanding the Gillette Safety Razor 
and the Ford Automobile. You have 
aimed a beautiful white ball at an at- 
tractive greensward 400 yards away. 
Every ounce of energy, every atom of 
physical prowess and absorbing menta! 
attention, has been given to the white 
flag in the distance standing in the hol- 
low eup; Jim Barnes himself could not 
tell at the top of your swing that the 
ball was not going absolutely straight 
for the flag; but lo, vou have sliced 
your drive, and it is resting 250 yards 
away in the 
cemetery. 

“So with much of our carefully pre- 
pared and exquisitely drawn advertising. 
I suppose we ‘slice’ as many advertise- 
ments as we do golf balls. Results can- 
not be obtained unless you are aiming 
in the right direction, and that is what 
IT mean by pointing out that you must 
know to whom you are talking. 

“Taking up the second point in order 
to determine what topie of conversation 
is to be discussed, we find that a great 
deal depends upon the kind of person 
we are addressing and the medium ot 
our advertising. Glance at a page ad- 
vertisement in ‘The Ladies Home Jour- 
nal’ urging the use of a vanishing cream 
or a complexion beautifier, and you will 
find that it is specific. In your opinion, 
is it a fact that savings bank advertising 
is equally to the point? Without sub- 
stituting my judgment for yours, I be- 
lieve that much of it is not. We urge 
the readers of advertisements to save 
for building a home, because the well- 
known wealthy men of our age began 
by saving, because it is a safe thing to 
do, and for many similar reasons. Are 
these the topies of conversation in which 
the spenders are interested? Are they 
not the arguments that appeal mostly 
to men. In the final analysis, our spend- 
ers are interested in the tangible things 
that have to do with the operation of 
a household, or the stern necessities of 
life, and if you do not believe this, I 
suggest that vou make it a point to talk 
to the various women with whom you 
come in contact. I have discussed the 
subject with them. Do they read ad- 
vertisements? They certainly do read 
advertisements, prepared especially for 
them, but they do not read advertise- 
ments that appear on financial pages, 
or those that have to do with money 
matters. 

“The proper reply that should be 
made to a bank director who questions 
money spent for advertising could be 
easily flashed upon the screen in figures. 


midst of an adjoining 


“These figures have been obtained by 
means of a small card, which is maile] 
to each new depositor of the bank. The 
card asks a depositor to designate hy 
check mark why the account was opened 
at our bank. The various reasons for 
opening a bank account are listed with 
advertising at the top, properly sub- 
divided into the various classes, such as 
newspaper, bill-board, general advertis- 
ing, ete., with a further sub-division for 
the name of each New Orleans daily 
newspaper. Approximately 40 per cent 
ot these ecards are returned, with the 
reason for opening the account, and we 
hope to increase this percentage as the 
public becomes accustomed to the idea. 

“The figures show conclusively that 
out of 3,640 ecards returned, 880, or 
slightly less than one-quarter, had 
checked advertising of one sort or an- 
other as the reason for opening the 
account. These 880 new accounts thus 
obtained had initial deposits amounting 
to $301,840. The use of these ecards 
constitutes a definite method of ascer 
taining the results of advertising in 
dollars and cents. Naturally, a great 
deal of additional information can be 
obtained from them, especially which oue 
of the advertising mediums _ produces 
the best results. 

“T am not advocating these ideas as 
a ‘eure-all’ for advertising results, be- 
cause it cannot be questioned that a 
great work has been done in edueating 
the men, children and Xmas. speni- 
thrifts. It undoubtedly takes a lot of 
time and thought to educate these per- 
sons in a country like ours, where thrift 
is stifled and extravagance advocated.” 


“How do 
ends meet,” 
housekeeper. 

“Oh, but I don’t make both ends 
meet,” she corrected. “I keep house like 
the United States, and never make ends 
meet.” 

“Like the United States?” we queried, 
puzzled. 

“Yes; I get what I want whether ! 
can afford it or not, and then at the end 
of the year I give my husband a de- 
ficiency bill. You know; just like Con- 
gress does every session, to make the 
publie think it has lived within its in- 
come.” Whereat we were lost in admira- 
tion.—Leslie’s. 


you manage to make botli 
we said to the happy little 


H. P. Kruse, has bought an interest 
in the Farmers and Merchants State 
Bank at Canova, South Dakota. 
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Heads National Rank System 

John G. Lonsdale, president of the 
National Bank of Commerce, St. Louis, 
was elected president of the National 
Bank section of the American Bankers 
Association. This section is the largest 
sub-division of the association and has 
8,000 members. 

In accepting the office, Lonsdale said 
the honor was more for the Middle- 
West and West, in having the section 
headed by a man from that territory, 
instead of a personal one. He pictured 
the twenty-two states west of the 
Mississippi as the region of the greatest 
development for the next decade. 

“No matter what share of returning 
prosperity the rest of the country gets. 
the states west of the river are bound 
to be the scene of the United States’ 
great economic development, thus 
ceiving more proportionately of 
country’s prosperity. 

“East, Central, Northwest, have seen 
the phenomenal expansion of yesterday. 
The South and West will come 
into their own.” His contention was 
well supported by a survey, which was 
as follows: “Of the nation’s 3,109,212 
square miles in area, more than two- 
thirds, or 2,169,936 lies west of the 
Mississippi. Approximately one-half of 
the country’s railroad mileage, or 126,- 
$21 miles out of 240,438 lies of 
the river. 

“The West still has a preponderance 
of rural population. The United States 
as a whole shows 3,000,000 more people 
in the cities than on the farms; west of 
the river there are 7,000,000 more on the 
farms than in the cities—a hopeful sign 
for all of us who feel that eating is a 
necessary habit. 

“More than 11,000,000 people of the 
38,000,000 employed in industry work 
in these twenty-two states referred to, 
and their industrial development is, com- 
paratively speaking, just begun. There 
are in the same territory mentioned 
sixty-three cities having a population. of 
25,000 or more. Over 31,000,000 of the 
nation’s total population of 105,708,- 
000 live out where the sun is a little 
brighter.” 


re 


the 


how 


west 
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CRAIG B. HAZLEWOOD 


Mr. Hazlewood, president of the Lake Shore 
Trust and Savings Bank and vice-president of 
the Union Trust Company in Chicago, is an 
active worker in the A.B. A. He is a member 
cf the executive council and the public rela- 
tions committee of the Association and is also 
chairman of the state legislative committee. 


The Bankers Development Association 
in Door County, Wisconsin, was recently 
formed with the following officers: W. 
H. Bastar of the State Bank, Forest- 
ville, president; .\. B. Minor, Merchants 
Exchange Bank, vice-president; S. J. 
Baudhuim, Door County State Bank, 
secretary, and B. J. Keith, Bank of 
Sturgeon Bay, treasurer. 

The Thurmont, Maryland, Bank’s quar 
ters will be remodeled. Plans have been 
drawn and bids will be taken in January 
1, 1922. ° 


Revised plans are being drawn for a 
new banking home for the Delaware 
Trust Company, Middletown, Delaware. 
The building will be one story high and 
ot brick construetion. 

Contracts have been awarded for a new 
building to be oceupied by the Wilbur 
Trust Company, Trenton, New Jersey. 
It will be one story high. 
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Tle new banking rooms of the Plant- 
ers’ National Bank at Twelfth and Main 
streets, Richmond, Virginia, was for- 
mally opened some time ago. The entire 
main floor of the building has been re- 
constructed and made into attractive 
banking rooms. A three-story brick, 
conerete and steel annex in the rear of 
the main building has been completed 
and will be occupied by clerical forces. 


The New First National Bank, Mead-~ 
ville, Pennsylvania, have chosen Robert 
H. Sherman a director to fill the term 
of George F. Davenport, deceased. 

S. B. Quale was elected president of 
the Bank of Wilmar, Minnesota, to sue- 
ceed the late Goy. Rice. F. G@. Handy 
was chosen vice-president. 


N. O. Nelson was elected president of 
the bank of Svea,-Minnesota, and Edwin 
Selwig was named vice-president. 


Nicholson, a vice-president 
of the First and Old Na- 
Detroit, has been succeeded 


Walter G. 
and cashier 
tional Bank, 
as cashier by Frederic J. Parker. He will 
devote all his time to the duties of vice- 
president. James A. Hoyt, president of 
the Industrial Morris Plan Bank of De- 
troit, has been elected a vice-president 
of that institution. 

E. E. Conner has been chosen an 
active vice-president of the Wabasha 
National Bank, 7th and Wabasha 
streets, St. Paul. 

Contracts for the new Olivet, Mich- 
igan, State Bank building have been 
awarded. Work the structure has 
begun. 


on 


The new Rural Street branch of the 
Fletcher Savings and Trust Company, 
Indianapolis, Indiana, opened for busi- 
ness October 15. 


The board of directors of the First 
National Bank, Mobile, Alabama, have 
elected Junius W. Woolf, cashier, to 
become second vice-president. 
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HELPING THE EXAMINERS TO 
SAFEGUARD YOUR BANK 


9 


(Continued from page 23) 

In order ,to promote efficiency in 
supervision the bank commissioner 
should likewise visit the banks under 
his supervision in person occasionally 
and not content himself with sitting in 
his office and reviewing examinations 
and criticizing by correspondence. A 
personal visit by the commissioner will 
show him the general management of 
the bank and the amount of personality 
there is in its administration. He can 
likewise look over the books and form a 
better idea as to their neatness, effi- 
ciency and correctness, and will thereby 
be in a better position to judge of the 
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the prosperity of 
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Americans an oppor- 
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business service. Pros- 
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the United States. 
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stability of the institution. Such a 
visit would likewise enable the commis- 
sioner to become personally acquainted 
with the officers and employes ana make 
them feel that he is their friend and 
only desires their success. 

The position of commissioner of banks 
is not a political sinecure in any sense, 
but it is an office that requires inde- 
fatigable labor, constant attention, deli- 
cate tact and sound business judgment. 
Applying these qualities and staying on 
the job all the time will bring good re- 
sults and when the banks realize that a 
man is that kind of a commissioner or 
supervisor they will respect his views 
more and will themselves try to conform 
thereto as they should. 

In order to secure efficient supervision 
every commissioner has at his service a 
corps of examiners, and the actual 
examination of a bank is the most im- 
portant work in holding the bank up to 
the high standard which it is desired 
that it should hold in the opinion of the 
public. I have had the honor of serving 
as an actual examiner of state banks 
for some years, whereas at present I 
am discharging the functions of com- 
missioner and supervisor, having several 
examiners on the road. 

The publie at large have an idea that 
the bank examiner is a detective sent 
out by the government to catch crooks 
and employes in banks who are guilty 
of wrongdoing. This is a mistaken con- 
ception of the duties of a bank examiner. 
It is true that incidentally the examiner 
checks the books as carefully as possible 
and oceasionally locates shortages and 
embezzlements. However, the cashier 
that is criminal enough to steal the 
money of the people entrusted to his 
eare has no hesitancy in falsifying his 
books, concealing the records and com- 
mitting perjury as to the correctness 
of his bank statement. This I have 
seen manifested on more than one ocea- 
sion. 

If a cashier receives deposits and is- 
sues time certificates therefor from a pad 
that is not in use at all by the bank, or 
if he receives deposits on checking ac- 
counts and steals the leaves out of his 
individual ledger showing such deposits 
in order to make his individual ledger 
balance with his general ledger or ¢on- 
trol account, it is impossible for the 
examiner to locate or find the same. 
Also, if he receives payments on notes 
that are due to the bank and does not 
credit them on the note or anywhere on 
the books, it is impossible for such short- 
ages to be located unless the bank hap- 
pens to be placed in the hands of a 
receiver, in which event all of the short- 
ages will be readily disclosed. 


The supervisor of a banking depart- 
ment seldom has the time himself to 
personally visit and examine the banks 
under his control and is therefore com- 
pelled to rely on the investigation of his 
examiners. The first requisite to effi- 


ciency in the examination of a bank, 
and which is a necessary corollary to 
efficient supervision, is to get a good 
examiner. This is not always an easy 
undertaking. Many good men possess 
qualities of an examiner from a clerical 
standpoint but are possessed of poor 
judgment in the matter of credits and 
the exercise of what we commonly calj 
“horse sense.” Of course it is essentially 
necessary that he should be thoroughly 
moral and reliable and be selected with. 
out reference to polities. When I be- 
came commissioner I did not change a 
single examiner in the department that 
was employed by my predecessor be- 
cause I recognized them as competent 
and efficient and did not believe it to 
be good policy for the service to make 
any such changes. Competency and 
stability of character are essential pre- 
requisites of the good examiner. 


The examiner of state banks is not 
an auditor, because within the limited 
time at his disposal it is impossible 
that he can do the thorough work re- 
quired by an audit. The examiner can- 
not verify the individual accounts 
except to take off a trial balance of the 
individual ledger and see that the same 
conforms to the control account, while 
at the same time he looks carefully at 
each account to see that no false balances 
have been extended thereon. One of 
my examiners, after having had the in- 
dividual ledger falsified on him, stated 
that when he goes into a bank these 
days he ealls for the individual ledger 
and then seals up all the notes and 
securities and proceeds to count the 
eash. I might say parenthetically that 
no examiner should permit the indi- 
vidual ledger to be posted in any way 
whatsoever after he goes into the bank 
for his examination, because if things 
are not right in that bank the individual 
ledger will be doped or the leaves pulled 
before he can take off his trial balance. 
The complete work of verification of the 
individual ledger can be better accom- 
plished by the board of directors when 
they make their semi-annual examina- 
tion. At one time I had an idea of 
calling in passbooks or having state- 
ments sent out to the individual cus- 
tomers for verification, but I decided 
that with a country bank such a course 
of procedure might have an injurious 
effect and the customers become frighi- 
ened as to the real condition, so that 
the idea was abandoned. 


My judgment is that a compulsory 
vacation of two weeks for the employes 
of small country banks will have a good 
effect in minimizing embezzlements. If 
the bank will take a good-sized Fidelity 
Bond and then let the employe know 
that he is going to be required to take 
a vacation without previous notice, and 
during which time he will not be per- 
mitted to come into the bank or handle 
its business, it will certainly minimize 
the losses caused by the embezzlement 
of bank funds. 
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Of course, when an examination is 
made it would be totally inefficient un- 
less there Was an actual count of the eash 
on hand, a reconcilement of the corre- 
spondent accounts, including the transit 
department, a verification of all ledgers, 
certificates of deposit, cashiers’ checks, 
loans and discounts with the collateral 
therefor, together with the stocks, bonds 
and other investments. I require 
examiners to list all past due notes that 
are over thirty days past due, together 
with the collateral therefor, as well as 
to make a complete list of all overdrafts 
that have been running for more than 
thirty days, giving the date of the last 
entry on such accounts and a notation 
as to whether the overdrafts were chronic 
or incidental. I then require them to 
take all such matters up with the head 
officials of the bank and to make a full 
and complete report to the banking de- 
partments concerning all such delinquent 
loans and overdrafts. It is absolutely 
necessary to verify all assets and liabili- 
ties, and many of them should be re- 
cheeked and reconciled in the head office 
of the commissioner, and especially is 
this true as to bills payable and eol- 
lateral therefor as well as rediscounts 
and collection and transit letters. 

In the examination of the transit de- 
partment of the large city banks I have 
adopted the rule of taking off a complete 
detailed list of all such items and de- 
livering the same to one of the officers of 
the bank other than the employe who 
has charge of the transit department. 
We then keep a copy of this transit ae- 
count, and the officer with whom the list 
is left is required to notify our office daily 
of all collections on these outstanding 
items until they are entirely eliminated 
by the department. These larger banks 
handle millions of dollars of this class 
of business and a large part of it is 
cultural products and other commodities 
composed of B/L drafts covering agri- 
eultural products and other commodities 
being shipped to foreign ports, so that 
it is essentially necessary to have these 
items duly verified. If this class of 
items has been outstanding for a 
time we send tracer letters to the foreign 
bank holding the same and ask for a 
special report thereon, because through 
this channel thousands of dollars have 
heen lost to our banks who engage in 
the exportation of products to foreign 
ports through moratoriums, depreciation 


in value of the product and from other 
causes, 


the 


lony 


We all recognize the fact that the 
loans and investments of every bank 
constitute its very heart and vitals, and 
it is essentially necessary that they 
should be checked thoroug hly and as a 
general proposition it is a good idea 
to get one or two directors to go over 
_ all these items with the examiner and to 
verify their correctness and value.’ I 
know of one bank in Mississippi that 
had many thousands of dollars of forged 
notes placed in the portfolio by the 
eashier to cover up a shortage and these 
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notes had even been rediscounted at the 
Federal Reserve bank. 

The examiner should not spend too 
much small technieal items in 
the bank, but give his attention to the 
important and weighty matters that af- 
fect its solveney and stability. He shouid 
be well assured when he leaves the bank 
that it is solvent, its capital unimpaired 
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and that it is a safe place in which the 

public can deposit their money. When- 

ever there are any bonds borrowed he 
(Continued on page 119) 
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FINANCING MOTION PICTURES 
ON REASONABLE TERMS 


Unfamiliarity of bankers with great and grow- 
ing industry is one of the chief obstacles in the 
reduction of costs and needed readjustments. 


IKE other lines of business the mo- 

tion picture ‘industry is steadily 
readjusting itself to the new conditions 
imposed by decreased patronage, pre- 
vious over-production and credit strin- 
gency. The threatened invasion of 
German and other foreign films made at 
a low cost has merely hastened the 
process by introducing competition from 
an unexpected source. A _ period of 
sharp retrenchment and rigid economy 
has set in, not only in the production of 
pictures, but in their distribution to 
theater owners, who now eater to a pub- 
lie grown more discriminating both as 
to quality of pictures and admission 
prices. 

To counteract the 30 per cent redue- 
tion in attendance at motion picture 
theaters in recent months, producers are 
concentrating their efforts on reducing 
costs, as well as increasing the quality 
of their product. The star system under 
which exorbitant salaries have been 
paid to mediocre talent is rapidly pass- 
ing except for those outstanding figures 
who enjoy popularity through sheer 
force of their personality or on account 
of their exceptional ability. Expensive 
studios are being closed and production 
concentrated at the point where pictures 
ean be made most cheaply. Overhead 
has been cut in two and various parasit- 
ical demands on production eliminated. 
The boom days are over, but the hard- 
ship of their passing will be a blessing 
in disguise for the picture industry; for 
they are being succeeded by a period of 
real business methods and _ business 
efficiency. 

The chief obstacle today to the reduc- 
tion in the cost of making pictures and 
the successful readjustment of this huge 
entertainment industry is the difficulty of 
obtaining financial accommodation on 
reasonable terms. This is due primarily 
to the unfamiliarity of our bankers with 
the needs of the industry and its method 
of operation. With the producer, under 
present conditions, forced to pay from 
30 per cent to 60 per cent for the capital 
required to make his product—and 100 
per cent, or more, is by no means un- 
usual—it is easy to see why the cost of 
money is. one of the chief items in 
motion picture production; also why 
the elimination of this condition must 
precede lower costs and consequently 
lower admission prices. In fact, the 
provision of an adequate financial struc- 
ture under which the financial assistance 


By JOHN E. BARBER 
First National Bank, Los Angeles 


to which this business is entitled may be 
obtained at a fair cost is essential to the 
establishment of the industry on a sound 
and competitive basis. 


The History of Motion Picture Financ- 
ing: The financing of motion pictures 
has usually been done in a haphazard, 
not to say irregular, manner. No real 
opportunity has ever been afforded the 
industry for developing a financial sys- 
tem suitable to its peculiar needs, such 
as our railroads and utilities have en- 
joyed through the establishment of a 
public market for their securities; or 
the cotton, wheat or manufacturing in- 
dustries with their seasonal borrowings 
at the banks. Supplying capital for 
the production of motion pictures has 
been only a side issue in the distribution 
of picutres and such financing of pro- 
duction has been regulated by the neces- 
sities of the producer and the demands 
of the distributor. This situation has 
oceurred largely for the following 
reasons : 

Until the last four or five years it 
was an exceptional production the cost 
ot which exceeded $25,000 and the aver- 
age was much lower. The distributing 
companies, i.e, thosé organizations 
which market motion pictures to theater 
owners throughout the country, were in 
process of formation and even the most 
effective were unable to sell any given 
picture for more than $75,000 to $100,- 
000. Foreign distribution was only be- 
ginning to be a factor of any conse- 
quence and the returns from the United 
States and Canada were counted upon 
to furnish practically all of the gross 
receipts. 

After the distributing companies had 
demonstrated from their bookings that 
they could sell a picture of average 
worth with a star of average ‘drawing 
ability for, say $75,000, (with a chance 
of doubling that amount with an excep- 
tional picture) competition increased 
and they began to seek means of insur- 
ing themselves of a steady flow of pic- 
tures for distribution. Their _ first 
inducement to a producer whose pictures 


.they- desired to distribute was to guar- 


antee to advance him the cost of his 
production up to a certain amount, pay- 
able either upon completion of the pic- 
ture or in weekly progress payments, 
agreeing to distribute the production on 
a percentage basis and to divide the 
profit after the producer’s percentage 


had paid off the moneys advanced to 
him, usually on a 50-50 basis. 

The unfamiliarity of banks and the 
publie generally with motion picture fi- 
nancing made this practically the only 
source of funds available to a producer 
and this system, which sprang into use 
immediately, has been continued up to 
the present time. 

A typical illustration of this method 
of financing shows a producer securing 
his finances from the distributor on the 
following basis: The estimated cost of 
the production is $100,000. This is 
furnished by some national distributor 
located in New York, who having the 
exclusive distribution of the picture, 
holds it in his possession as security for 
his advances. The picture is “released” 
for public exhibition and we will assume 
eventually grosses $300,000. From the 
outset the distributor charges 35 per 
cent of the gross receipts for his serv- 
ices in marketing the picture. The re- 
maining 65 per cent is credited on the 
distributor’s books to the account of the 
producer until this item equals the sum 
advanced by the distributor for the pro- 
duction of the picture. In this instance 
this oceurs when the gross receipts have 
amounted to $155,000. Thereafter the 
producer and distributor divide profits 
equally, the producer’s share eventually 
amounting to $72,000 or one-half of 
the gross receipts above $155,000. 

Since the actual cost of distributing 
pictures should not exceed 20 per cent 
or 25 per cent, it is evident that distrib- 
uting is profitable in itself and that, 
after the cost of production has been 
paid, the distributor receives a substan- 
tial bonus from the produger for finane- 
ing the latter’s production. In this case 
the producer’s profit is $22,500 less than 
if his picture had been distributed 
throughout on a straight 35 per cent 
basis, which sum represents the cost 
of his capital secured from the dis- 
tributor. 

This system of financing has been 
practically universal. It has resulted in 
the growth of a number of large and 
powerful distributing organizations and 
some individual money lenders whose 
control of finances has enabled them to 
dictate terms to the production end of 
motion pictures. It had frequently led 
to abuses and arbitrary exercise of 
power toward many producers who, in 
order to make pictures at all, have had 


(Continued on page 126) 
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HELPING THE EXAMINERS TO 
SAFEGUARD YOUR BANK 
(Continued from page 117) 
should require proof of the authority 
to use such bonds, because they are 
frequently only left for safe-keeping, 
and yet some banks will borrow money 

on them. 

The authority of the officials to bor- 
row money for the bank should be in- 
vestigated through the minute book so 
as to see that these officials are always 
within the limit prescribed by law and 
by the board of directors. If the offices 
or their firms have borrowed any money 
then a close investigation should be 
made to see that the same has been 
properly approved by the board of di- 
rectors and that the limit fixed has not 
been exceeded. 

The examiner as well as the super- 
visor should be courteous at all times; 
at the same time he should not hesitate 
to require the production of any and all 
records that he finds necessary to make 
his investigation thorough and complete. 


BUYING 


For SAFETY 


N an advancing market like the present bond 
market, it is well to keep in mind that the 
price of the better goods is the first to rise. 


When an investor has become accustomed 
to 7% or 8% or even more, from high grade 
issues, it is difficult for him’ to adjust himself 
to a yield of from 5.80% to about 7% a few 
months later from the same or comparable 
securities. The temptation is strong to keep 
on buying for rate, instead of buying for 


In reviewing examinations he should 
write to the commissioner fully his views 
without indulging in carping criticism, 
but should give a frank and open state- 
ment of the conditions as he finds them, 
so that the commissioner can send to 
the bank a copy of this report and will 
himself be in a better position to judge 
of the remedy necessary to be applied. 
Bank examiners should always be upon 
a salary basis full and adequate so that 
they do not have to rely upon the fees 
collected, which causes them to be in- 
clined to rush their work for fear that 
their pay ‘may be shortened. 

In the foregoing I have undertaken 
to give you some of the methods by 
which efficiency in bank supervision can 


be secured, and I feel that it is unneces- — 


sary to say more concerning the im- 
portance of this work in its relation to 
the general welfare of the public at large 
and to the banks which are under the 
direet supervision of the commissioner. 

I certainly thank you for the privilege 
and opportunity of having made this 
address upon some of these importaat 
matters affecting the welfare of these 
great banking institutions that act as 
storehouses for the wealth of the public. 
To them we are responsible for our na- 
tional greatness, our financial stability 
and our importance among nations of 
the earth. May this supervision continue 
to keep them safe and sound. 


. At the annual meeting of Group No. 
‘ of the Michigan Bankers Association, 
held at Fenton, J. Edward Roe, presi- 
dent of the American State Savings 
Bank of Lansing, was elected chairman 
of the association for the ensuing year. 
Allen T. Smith of Flint was elected see- 
retary and treasurer. 


A. B. Joseph has resigned as cashier 
of the Bank of. Newman, California, be- 
ing succeeded by assistant cashier F. S. 
Powell. A. L. Enos was made assistant 


safety. 


Nevertheless, security of principal and cer- 
tainty of interest remain the most important 
elements in investments, and the bond buyer 
will do well to be guided by that policy, rather 
than by price considerations. 


The market has, of course, advanced already, 
but it is still far below a normal level and 
there is plenty of room for further advance 
before consideration need be given to lower- 


grade investments. 


WM. L. ROSS & COMPANY, Inc. 


108 S. La Salle Street 
CHICAGO 
Telephone State 4360 


cashier. C. S. Woton was chosen vice- 
president and general manager. 


Developments during August make 
it clear that the halt in the long con- 
tinued fall of prices is genuine and sig- 
nificant. During the month Bradstreet’s 
figure rose once more, while the Dun 
figure remained practically unchanged 
and the figure of the United States 
Bureau of Labor Statistics remained on 
the level of the previous month. Whole- 
sale prices have also begun to increase 
in England, France, Japan, Norway, and 
Germany. 

There is no single sign or indicator 
which reveals exactly the point at 
which the bottom of the business cycle 
is reached and conditions begin to move 
upward from depression and toward 


314 N. Broadway 
ST. LOUIS 
Telephone Olive 8180 


prosperity. Nevertheless, if one had to 
fix a date which marked the turn of the 
tide he would probably be wisest to 
designate as that turning point the date 
at which wholesale prices stopped fall- 
ing and began to rise. In the present 
case we seem to have reached and passed 
this point and it appears probable that 
future records will show that the bot- 
tom of the present business depression 
was reached at about mid-summer of 
1921.—Cleveland Trust Company. 


T. J. Sharum, president of the First 
National Bank at Walnut Ridge, Arkan- 
sas, is president of the newly formed 
Planters Bank in that city. W. R. Lane 
is vice-president and John A. Hill is 
cashier. 
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Remodeling the quarters occupied by 
the Farmers State Bank, New Washing- 
ton, Ohio, will start at an early date. 
Bids have been taken. 


Work will start soon on the erection 
of the Clare County, Michigan, Savings 
Bank’s new home, the building will be 
one story high. 


The Commercial & Savings Bank, 
Winchester, Virginia, has commissioned 
its architects to draw plans for the 
erection of a $60,000 new building. It 


will be of limestone construction when 
finished. 

The new Second National Bank build- 
ing, Erie, Pennsylvania, was completed 
several weeks ago and is now open for 
business. 





The First National Bank, Pocahontas, 
Arkansas, will soon build a new build- 
ing. It will have a frontage of 60 feet. 
Marble will be used on the front and in 
the interior. 





The Syracuse, New 
Bank will remodel its banking rooms 
soon. Contracts were awarded several 
weeks ago. 


York, Savings 


A four-story bank and office building 
is to be erected for the Chelsea Na- 
tional Bank, Atlantie City, New Jersey. 
The structure will be four stories high 
and occupy ground 100 x 106 x 70 feet. 





816 14TH STREET, N. 













APPLETON P. CLARK, JR. Architect 


W., WASHINGTON, D. C. 


Experienced Designer of Banking Institutions 


Contracts have been awarded for the 
erection of a $50,000 banking house for 
the Overpeck Trust Company, Ridge- 
field Park, New Jersey. 

Plans have been drawn for a one story 
building to house the Citizen’s National 
Bank, Lancaster, New York. It will be 
on a site 23 x 90 feet. 

The First Trust and Deposit Com- 
pany, Syracuse, New York, is plan- 
ning the erection of a branch bank in 
that city in the near future. 


Plans are being drawn for alterations 
on the building occupied by the Manu- 


facturers National Bank, Ilions, New 
York. The new quarters will be of 
brick construction. 


Work has started on the erection of a 
two-story bank building for the West 
Springfield Trust Company, West 
Springfield, Massachusetts. 


Contract has been awarded for addi- 
tional quarters to the building occupied 
by the Adirondack National Bank, Sar- 
anae Lake, New York. The new addition 
will oceupy a site 30 by 30 feet and will 
be three stories high, and strictly fire- 
proof. The two lower floors will be used 
for banking offices, including a new 
trust department, and the top floor will 
have a rest kitchen and dining 
room, fuly equipped, for the bank’s em- 
ployes. 


room, 


































NORTHEAST BRANCH OF 
THE HOME 
SAVINGS BANK 


WASHINGTON, D.C. 


















A community bank of 
imposing design, built 
of limestone and light 
colored brick. 
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The First Savings Bank & Trust Com- 
pany, of Albuquerque, New Mexico, will 
erect a new banking house. 


The Citizens State Bank, Griswold, 
Iowa, is remodeling the exterior of its 
building. 





Work on rebuilding the banking home 
of the Guarantee Trust Company, At- 
lantic City, New Jersey, has started. 
The alteration work will cost $150,000 
when completed. 

The new bank building of the Con- 
tinental Trust Company, corner of Main 
Street and Berkeley Avenue, Norfolk, 
Virginia, was formally opened for 
business several weeks ago. 





The new home of the First and Mer- 
chants National Bank, Middletown, Ohio, 
was formally opened several weeks ago. 
The structure which is seven stories high, 
has a massive base of huge blocks of 
limestone, six stories being designed of 
light yellow brick with stone trimmings. 

Work on the home of the Edgewater 
Trust & Savings Bank, Chicago, is 
nearing completion and will be opened 
shortly. 





The Farmers and Merchants Bank of 
Museoda, Wisconsin, have moved into 
their new quarters. 

Exeavation work has started for the 
erection of a $200,000 bank and office 
building for the City National Bank, 
Centralia, Illinois. The building will 
be three stories high when completed. 








Plans have been drawn for enlarging 
the banking quarters of the Charleroi 
Trust and Savings Bank, Charleroi, 
Pennsylvania. Bids will be taken at 
an early date. 


A $225,000 new bank building to in 
elude stores will be erected by the St. 
Joseph Valley Bank, Elkhart, Indiana. 
It will be two stories high. 











Contracts have been awarded for al- 
terations on the building oceupied by 
the Desplaines State Bank, Desplaines, 
Illinois. The new quarters will be one 
story high, 





Preliminary sketches have been drawn 
for a banking house to be oceupied by 
the Bellevue Realty Savings & Trust 
Company, Bellevue, Pennsylvania. 
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WILLIAM OD GATES 
PRESIOENT & GENERAL MANAGER 
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NEIL H.GATES AH. SHEFFIELD 
ASST GENERAL MGR RY 


FRITZ WAGNER,.JR 
TREASURER SECRETA 


SALES MANAGER 


TEE: AMERICAN TERRA COTA AND CERAMIC COMPANTT 


INCORPORATED '887 
CHICAGO - MINNEAPOLIS - INDIANAPOLIS 


* 
MAIN OFFICE-170) PRAIRIE AVENUE 


A FACTORIES 
LONG ONSTANCE @ELL TELEPHONE CHICAGO 


INDIANAPOL!S, (NO 
CALUMET 800 


TERRA COTTA.ILL 
PHONE CRYSTAL LAKE 24 


To my Friend, the Banker:- 


The men to whom you sell your commodity do 
not view the transaction merely as a matter of sale 
and purchase. Because you have by the power of 
your personality, by the wholesome interest you 
have always shown in your customer's well-being, 
by the sound and disinterested advice, you are in 
a position to give, so surrounded the business 
transaction with an element of sincere helpfulness, 
the customers have learned to look upon you, not as 
a merchant with something to sell, but as a friend 
upon whom they can lean in the time of need. 

We have learned from you and have turned 
the knowledge to good use. We are not anxious to 
sell anybody a job, but we welcome accounts; and 


when we get them, all of our experience, knowledge, 
and ability to serve, is theirs without reserve. 
Yours truly, 


‘ President. 


ce 
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HOW TO BORROW FROM 
WAR FINANCE CORP. 


HE Louisville National Bank has 
issued a letter to all of its corres- 
pondent banks that illuminates the ques- 
tion on “How to Borrow Money from the 
War Finance Corporation.” There is 
much speculation on this question at the 
present time and the points given in the 
letter will enlighten all bankers. Here 
they are: 

Loans may be made to any bank, 
banker or trust company or to co- 
operative associations which have been 
financing agriculture. 

The term agriculture not only means 
crops and live stock, but negotiable in- 
struments issued for agricultural pur- 
poses. 

Banks cannot borrow more than the 
amount they have outstanding for agri- 
cultural purposes. . 

Money may 


be borrowed any time 
before July 1, 


1922. Money may be 
borrowed for any time not exceeding one 
year—you may anticipate the payment 
any time you please and interest will 
be adjusted. 

Satisfactory loans may be renewed or 
any obligations substituted from time to 
time, but such advances shall not extend 
beyond three years from the date on 
which such advances were originally 
made. 

The rate of interest will be deter- 
mined trom time to time by the Board 
of Directors at Washington. Banks ean 
not charge more than two per cent in 
excess of the rate charged them. This 
provision should not be construed, how- 
ever, to authorize any bank to charge a 
rate of interest in exeess of the rate 
permitted by State law. 

The Corporation will accept your 
negotiable instruments bearing your in- 
dorsement and waiving protest, notice 
of protest, dishonor, extension, substi- 
tution of collateral, ete. Your direct 
obligations that you discount must be 
adequately secured by indorsement, 
guarantee, pledge or otherwise. Forms 
for these purposes will be furnished in 
due time. 

Credit information on the maker and 
endorsers of every note will be neces- 
sary so we suggest that you begin to 
compile now, on your stationery over 
an officer’s signature, all the credit in- 
formation you have concerning the 
makers of the notes held by your bank 
which you expect to offer. This infor- 
mation can be pinned to each individual 
note as it is offered to the committee. 

The banks, at the proper time will ke 
invited to offer to the agency, wherever 
established, for re-discount, the notes 
that you have taken from your customers 
and such notes, of course, will have tu 
be shown on your records as rediscounts. 

“Exceptional Cases.” The Corpora- 
tion may purchase from banks, notes, 
drafts, ete., secured by chattel mort- 
gages, warehouse receipts, bills of lad- 
ing, ete., provided that bank is unable, 
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Chicago Bank in Beautiful 


New Home 


The North-Western Trust and Sav- 
ings Bank, Chicago’s largest bank out- 
side of the loop, celebrated its fifteenth 
anniversary and the formal opening of 
its newly enlarged and remodeled bank- 
ing home recently. The building was 
visited by thousands of people during 
the day and in the evening a public 
reception was held and officers and di- 
rectors of the bank received congratu- 
lations from its depositors, business men 
and citizens in the community. The 
business of the bank went on uninter- 
ruptedly during the festivities. The 
spacious lobby and counters were deco- 
rated with flowers. The building’s mag- 
nificent glass dome in the center added 
to the beauty of the banking room. 

A feature that attracted a great deal 
of attention was an exhibit of paintings 
by a famous Polish painter which em- 
bellished the walls of the lobby, especi- 
ally the life-size painting of General 
Pershing on his horse which was painted 
for the West Point Military Academy 
and will hang there in the future. 

The building contains 22,000 square 
feet of floor space all of which is used 
exclusively for the bank itself. The 


* * * 


because of any limitation imposed by law 
or by charter provision, or otherwise, 
to make further borrowings. 

Again we say that there is no use 
in your writing the Agricultural Loan 
Agency now. You must wait until the 
publie announcement: The only thing to 
do now is to complete your credit re- 
ports on the various makers of the notes. 


The Louisville National Bank is al- 
ways glad to give all information ob- 
tainable to its fellow bankers. “If in 
doubt, call on us.” 


Bids have been taken on a $50,000 
bank and office building to be erected 
for the Riverside Savings & Loan Com- 
pany, Rock River, Ohio. The building 
will be two stories high and occupy 
a site 25 x 100 feet. 





main banking floor is devoted to the 
commercial and savings departments 
with the foreign department located in- 
side of the large central counter. The 
new business department, bookkeeping 
department, and the clerical force oe- 
cupy the mezzanine floor, while the 
second floor is given over to the execu- 
tive offices, real estate, loan department, 
bond department, trust department and 
other departments, with an outer recep- 
tion room for conferences. The sub- 
floor contains an elaborate and well- 
equipped safety deposit vault depart- 
ment. 

The North-Western has experienced 
a rapid growth and development since 
its establishment. Founded in 1906 with 
a capital of $200,000, its resources have 
now reached the twenty million dollar 
mark, with over 30,000 savings deposit- 
ors. The present officers of the bank in- 
clude: John F. Smulski, president; 
William H. Schmidt, Walter J. Raymer, 
Edward J. Prebis, Fred G. Huchling, 
vice-presicents; August J. Kowalski, 
Jr., cashier; Vincent Jozwin, Frank J. 
Czech and Frank Iwicki, assistant cash- 
iers. 


* * * 


Plans have been finished for enlarging 
the banking rooms occupied by the First 
National Bank, Bellefonte, Pennsyl- 
vania. The alterations will cost $60,000. 


The Sunbury Trust and Safe Deposit 
Company, Sunbury, Pennsylvania, will 
erect a $200,000 bank and office building. 
Tt will be six stories high. 


Hotel space will be remodeled into 
banking quarters for the West Side 
Trust Company, Kingston, Pennsylva- 
nia. The new quarters will be one story 
high with basement. 


Contracts for the erection of a new 
building for the Kenwood National 
Bank of Chicago have been awarded. 
The structure will cost $150,000 and 
will be one story high. 
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ome of the Big 4th. 


THE FOURTH NATIONAL BANK, WICHITA, KANSAS 


BANK SPECIALISTS 


ENGINEERS 


ARCHITECTS 


DESIGNERS 


BANK BUILDINGS INTERIORS COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on Bank Art Showing Our Work 


K. M. VITZTHUM & CoO., INC. 


VITZTHUM — BURNS 
Architects 


21 E. Van Buren Street, Chicago, Illinois 


Work will start soon on the Union 
National Bank’s new $150,000 building 
in Mahanoy City, Pennsylvania. The 
building will be one story high with 
basement. 


Contracts have been awarded for re- 
modeling and enlarging the quarters of 
the German Beneficial Union, Pitts- 
burgh, Pennsylvania. 


The Wesleyville, Pennsylvania, Bank 
will erect a new banking home. Con- 
tracts have been awarded and work wiil 
start at once. 


Work has started on remodeling the 
quarters of the Luzerne National Bank, 
Luzerne, Pennsylvania. 


The Greenville, Pennsylvania, Na- 
tional Bank is enlarging its banking 
quarters. When completed it will be 
two stories high with basement. 


The Banking Trust and Mortgage 
Company, Washington, D. C., is plan- 
ning remodeling store space into new 
banking quarters. 


Plans have been completed for the 
erection of a new bank home for the 
Bank of Wakefield, Kansas. Bids will 
be taken in the spring of 1922. 


The First National Bank of Zeigler, 
Illinois, is erecting a one story bank 
edifice. It will be completed at an 
early date. 


A BRANCH BANK IN THE 

HIGH SCHOOL 

By A. B. POST, Cashier 

San Jose, Cal., Savings Bank 
EALIZING that school children are 
the reservoir from which we draw 
citizens, and that “thrift” is the greatest 
lesson they can learn, the Bank of San 
Jose on July 14, 1914, organized the 
school savings system that is in operation 
in our city today. In our San Jose High 
School, that now has an enrollment of 
about 2,100, we opened a complete branch 
bank. It is thoroughly modern in its 
details and under the direct supervision 
of the head of the commercial depart- 
ment, who is appointed by our bank, as 
our representative. The cashier, assist- 
ant cashier, and tellers are selected from 

the student body. 

At the close of business each day, the 
deposit slips, after first being entered 
in the books of the school bank, together 
with all money collected, are brought 
to the main office, where a duplicate set 
of books is kept. At regular intervals 
the books of the school branch are 
checked against the set at the head 
office. 

One day a week a representative of 
the high school bank visits each of the 
eleven grammar schools in the city and 
makes the collections. The teachers in 
the various grades enter the deposits in 
the children’s pass books and hand a 
list of the deposits, together with the 
money, to the high school bank repre- 
sentative. These are entered on the sav- 
ings cards of the branch bank, which are 
identical with the ones used in the main 
office. We furnish without charge all 
pass books, stationery, ete. 

The deposits made for the ten months 
of the school year, September 1, 1920, 
to June 30, 1921, amounted to $40,054, 
and the balance on hand June 30, 1921, 
was $22,036.23. There are eleven 
schools represented having an enroll- 
ment of 7,200 pupils. This number will 
be greatly increased this year. Of the 
number 2,460 are depositors, with an 
average balance of $8.96. The average 
number of weekly depositors is 250. 

The school year is just opening, and 
the new officers of the high school bank 
are starting a thrift campaign of their 
own. 

The work involved in handling all of 
this is considerable. The revenue in 
dollars and cents will show up in the 
“red.” But in this work we have to 
look beyond the dollar of today and lay 
foundations for our banks’ future busi- 
ness. We believe that the benefit, both 
to ourselves and to the children amply 
justifies our efforts. 

The children are taught modern bank- 
ing methods as well as the lesson of 
saving. We have taken a number of 
excellent well trained clerks from the 
high school bank who are capable of 
stepping directly into the main office of 
the bank and they perform their duties 
like veterans. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





BANKERS MONTHLY for NOVEMBER, 1921 


I 


~ MIDLAND 
TERRA ©TA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 





SECOND CITIZENS STATE BANK 
Lincoln and Lawrence Aves., Chicago, I). 


Adolf Woerner, Architect 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 
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The New Jemison & eaeia any Building, Sieisiteidicins Ala. Messrs. Warren 


and Knight, Architects. 


This building is 50 x 100 feet, two floors and base- 


ment, Indiana Limestone exterior, with foundation sufficient to carry ten stories. 


What Building Material Will You Select 
For Your New Bank Building? 


When you are planning your new bank building, your first thought 
should be to select a material that will insure beauty, stability and 
immunity from fire. 


Indiana Limestone embodies all of these essentials and it is just as 
economical to build with this natural stone as with an imitation 


product. 


Convincing evidence of the practicability of Indiana Limestone for 


dignified bank buildings is found throughout this country and 


Canada. 


New or altered buildings may be carried out in this 


superior product at a surprisingly moderate expenditure. 


At your request we shall be pleased to send, without cost to you, our 
interesting booklet illustrating Indiana Limestone bank buildings. 


Indiana Limestone Quarrymen’s Association 
Box 783, Bedford, Indiana 


THE HUMAN SIDE OF 
SCHOOL SAVINGS 


(Continued from page 25) 
lowers since. The earliest one was San 
Francisco in 1911, and with excellent 
results. We are collecting the children’s 
money now in thirty-nine grammar and 
elementary schools in Oakland, and have 
just installed a system in several high 
schools. The work in these is done by 
the commercial department with a 
weekly checking up by a bank repre- 
sentative. There are aproximately 7,300 
children with interest accounts and their 
balance now is $240,000. The most 


hopeful sign is the fact that our educa- 
tors now see the value of school banking. 








The customer at the second-hand eloth- 
ing store was far from. being satisfied, 
but, on the insistence of the proprietor 
that everything was all right, finally 
consented to take the suit. 

“I’m not at all sure yet that I’ve a 
fit,’ he complained. 

“You just go home and take a look 
at yourself in the glass,” rejoined the 
proprietor, pocketing the money, “and 
yowll have one all right.’ ’—Louisville 
Courier-Journal. 


Formal opening of the additional] 
quarters of the National Bank of Com- 
merce, St. Louis, located on the first 
floor of the Federal Reserve building 
took place a short time ago. 
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FINANCING “MOVIES” 
REASONABLE TERMS 


(Continued from page 118) 

to accept the conditions offered by the 
only source of their capital. In many 
instances the percentages allowed the 
producer have been greatly reduced, 
In one extreme case the producer was 
left with less than 10 per cent of any 
possible profit which might accrue from 
his creation. 


ON 


With this review it is not hard to un- 
derstand the burden which lack of rea- 
sonable financial eredit places on the 
producer or why the cost of his capital 
averages from 20 per cent to 60 per 
cent on the money borrowed. Until this 
industry outgrows this method of pri- 
vate financing and receives from bankers 
the recognition to which it is entitled, 
it will not achieve its rightful place 
among American industries. 

New and broader avenues of finance 
should be opened to the motion picture 
industry if it its reconstruction and 
growth are to be assured. Since the 
time has not yet arrived for extensive 
appeal to public funds through flota- 
tions of securities, the transition from 
private to public financing can best be 
accomplished through the aid and as- 
sistance of our banks and trust com- 
panies, as well as finance corporations 
organized by busines men to supple- 
ment the banks’ efforts by providing 
junior financing. 


Let us consider the motion picture in- 
dustry from a banking standpoint, com- 
paring it in size, stability and risk with 
other industries, such as the auto- 
mobile, clothing, iron and steel, or any 
other industries which are studied by 
our bankers in order that they may in- 
telligently extend financial assistance at 
proper intervals; this in order to deter- 
mine whether it can qualify for its 
proper share of community credit. 


Size: Based on the records of the 
Commissioner of Internal Revenue, the 
American people paid in at motion pic- 
ture box offices last year $750,000,000, 
or over $2,000,000 a day. Preliminary 
figures of the 1919 census indicate a 
total investment of nearly $500,000,000 
in the production of pictures—in real 
estate, studios, electrical equipment, 
wardrobes, ete. Approximately 20,000 
people are steadily employed in the 
making of motion pictures alone. The 
producers’ valuation of the cost of 
their output in 1920 was over $200,000,- 
000. Of this sum $50,000,000 was paid 
out in salaries and wages alone, $25, 
000,000 representing cost of materials 
and supplies. The investment in 
theaters, distributing facilities, ete. is 
estimated at over $1,000,000. Exports of 
film were valued at more than $12,000,- 
000 in 1920. 


Stability: The motion picture in- 


dustry is firmly grounded on the broad 
demand of the public for entertainment 
Motion pictures 


at a moderate price. 
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have reached their greatest development 
in the United States and are our most 
popular form of entertainment. Even 
under present conditions the gross re- 
ceipts have fallen off only about 25 per 
cent, which compares most favorably 
with the situation in many other indus- 
tries, like the automobile, cotton, wool, 
copper, ete. 

Market and Product: Motion picture 
films command not only a national but 
an international market; since Ameri- 
can films are exported to practically 
every country on the globe. There are 
over 16,000 motion picture theaters in 
the United States and a like amount in 
the rest of the world. Theaters in this 
country have a seating capacity of more 
than 5,400,000, which on the average 
is filled several times daily. 

Risk and Profitableness: Experience 
during recent years has demonstrated a 
most important fact in any banking 
consideration of the motion picture in- 
dustry, viz: that even the average 
motion picture made by any of our 
nationally known producers and distrib- 
uted by a capable marketing organiza- 
tion, almost invariably returns its cost. 
The books of one of our pioneer pro- 
ducers, who has kept records covering 
over 150 of his productions, show that 
in only one instance did each picture 
fail to return its cost and a substantial 
profit, which on the average amounted 
to 100 per cent of the money originally 
invested in that picture. The one excep- 
tion was a so-called “propaganda” pic- 
ture. One of our most prominent 
distributors who has had personal super- 
vision of the distribution of more than 
700 motion pictures, states that less 
than 2 per cent failed to return their 
cost, plus a profit. 

Now assuming that the industry’s size 
and importance entitle it to further 
study and examination, the banker will 
be interested to consider the elements 
which distinguish a good motion picture 
loan. The most important considera- 
tions are: 

1—The Producer. His experience and 
ability (both business and artistic) and 
his reputaion at the box office. Is the 
studio where the picture will be made 
effective and economical? Under this 
head also come the director and his pre- 
vious successes, his ability to adhere to 
cost estimates and the time schedule in 
order that release dates may be met. 

2—The story, whether timely, censor- 
able and feasible of production. Who 
will write the scenario and continuity? 
The cast and its adaptability to the 
characters of the photoplay. 

3—“Release,” i.e., definite 
ments for the sale or distribution 
through some national organization. 
Such releasing contracts should provide 
for acceptance without conditions, as 
for example, “subject to screen exami- 
nation” and should specify release with- 
in some reasonable time after delivery. 

The banker’s judgment of any of the 
above considerations may wisely be con- 


arrange- 


Readers will confer a favor 


HE LEWISTON 


TRUST COMPANY’S 


new home in Lewiston, Me., as designed by 


us ,is shown in the illustration below. 


of Indiana Limestone. 


It is built 


We shall welcome the opportunity to discuss 


your building plans. 
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Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 
31 East 27th St., New York 


firmed by consulting some expert within 
motion picture circles, either a producer 
or a distributor, who will be able to pass 
upon the risk from a totally different 
standpoint than the banker. 

Motion picture loans have been more 
favorably regarded in banking circles 
since the perfection of a method for 
taking as securit? for the loan the pro- 
duction itself, rather than lending upon 
merely the personal security of the 
producer. In other words, motion pic- 
ture advances become “secured loans” 
under which the bank is protected by 
ample collateral. This method greatly 
widens the field of the bank’s helpful- 
ness to the industry and permits the 
extension of credit to many producers 
of unquestioned creative ability but lack- 
ing in personal means. 


Under the present practice, a bank 
lending money to make a motion pic- 
ture, insists first of all that the producer 
establish a margin for the bank’s ad- 
vances by himself putting in the first 
30 per cent of the cost of the production. 
Thus collateralled, the bank obtains a 
secured loan. At the time of making 
the first advance, the bank takes an as- 
signment of the motion picture and all 
prints to be made therefrom. This as- 
signment may be recorded as a chattel 
mortgage, thus giving the bank a first 
lien on the production itself. If further 
protection is desired, an assignment may 
be taken of equities in any prior pro- 
duetions already released. 


(Continued on page 129) 
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HOW CHECK INSURANCE IS 
GUARDING AGAINST FRAUDS 
(Continued from page 70) 
cipal offerings require a minimum pre- 
mium of $106 per annum for banks 
having the smallest number of depos- 
itors, and ranging upward to a maxi- 
mum charge of several thousand dollars 
per year for larger institutions. These 
“blanket policies” appear to require that 
the insured bank must stand the first 
$200 of any loss; that is to say, losses 
which amount to less than $200 must 
be entirely borne by the bank and $200 
of larger losses must likewise be de- 
ducted from any claim filed. There is 
one company which reduces this require- 
ment to $100 upon the payment of a 

100 per cent increase in premium. 

The manufacturers of a widely ad- 
vertised safety paper, appear to have 
gone more deeply into this subject of 
insuring bank checks than any other 
reliable source of information available. 
They have been offering insured bank 
checks to bankers since last spring, and 
several thousand banks in all parts of 
the United States now use their prod- 
uct. With their checks they provide 
without extra charge, a supply of small 
individual bonds for banks to issue to 
their depositors. These bonds protect 
each user of the checks for $1,000 
against any change of the date, number, 
amount payable, name of payee or en- 
dorsement. There is no limitation of 
their indemnity to sums greater than a 
certain fixed amount, but they protect 
against any and all losses of any sum 
up to the total of $1,000 for any one 
depositor. The company issuing this in- 
surance will sell additional protection to 
users, if desired, up to the total sum of 
ten thousand dollars of coverage, at a 
rate of $1.50 per $1,000. Thus, if a 
depositor, desires more than the $1,000 
of protection which he receives without 
charge, application may be made to the 
insurance company for additional in- 
surance. 

Summing up this new form of pro- 
tection which is arousing so mueh in- 
terest, it would seem that there exists 
a widespread recognition of need for 
protection against the risks involved. It 
should be remembered that the greater 
volume of losses caused through fraud- 
ulent check operations undoubtedly is 
represented in lesser amounts than $200, 
which losses are not covered by the newer 
surety policies. Therefore, it behooves 
bankers to bear these facts in mind 
when considering fraudulent check in- 
surance, which certainly operates to 
guard bankers and their depositors 
against an ever present menace. 

The Washington Bank and Savings 
Company at Sixth and Main street, Cin- 
cinnati, occupied its new home a short 
time ago. 





The First National Bank, Harrisburg, 
Illinois, has appointed W. L. Kreh of 
St. Louis, cashier of that institution. 


MR. HUGHITT’S LETTER 
ON THE RAILROAD 
SITUATION 


(Continued from page 26) 
friendly settlement, then there can still 
be no reduction in wages until after we 
have applied to the United States La- 
bor Board and have certified to that 
Board that we were unable to agree. 
The Board will then set our dispute 
down for a hearing. At such a time 
you will be represented and will be given 
an opportunity to be heard, just as you 
were when the Board granted increases 
of 22 per cent effective May 1, 1920, and 
just as you were when the Board ordered 
reductions of between 10 and 12 per 
cent effective July 1, 1921. At this 
hearing you will be given the oppor- 
tunity to offer all of your evidence, to 
present all the facts and all the argu- 
ments against a reduction in wages, and 
the Board will then decide whether con- 
ditions have so changed since their de- 
cision effective July 1, 1921, that there 
should be a further reduction in wages. 
We believe that such decision will be 
based squarely and impartially upon 
the evidence produced at the hearing. 
If the Board is satisfied that conditions 
have so changed that some further re- 
duction in wages should be ordered, they 
will so decide. If, on the other hand, 
they should find that conditions have not 
so changed as to justify further reduc- 
tions, they will decide accordingly and 
dismiss the applications. Whatever 
this may be, this railroad will obey it. 


We obeyed the decision of the Board 
when in 1920 they directed us to increase 
wages approximately 22 per cent. We 
obeyed their decision in 1921 when they 
directed a reduction of between 10 and 
12 per cent. We will obey any future 
decision, and there will be no reduction 
of your compensation, or that of any 
other employes coming under the juris- 
diction of the United States Labor 
Board, without the approval of that 
body. 

I was pleased to have you say that 
you and your fellow employes have al- 
ways considered yourselves as of the 
-North Western family, and it is my 
most earnest hope that you will con- 
tinue to entertain this relationship and 
that when you fully understand the is- 
sue as I have now stated it you will 
agree with me that the proposed strike 
upon the North Western is not justified. 

The conductor’s letter which brought 
the foregoing answer from Mr. Hughitt 
is as follows: 

“Chicago, Oct. 18.—To the Editor of 
and fairness of The Post, 1 am writing 
these lines with the hope that the public 
will receive them thru your valued 
paper. 

“T have been in the operating depart- 
ment of one of the great railroad sys- 
tems of this country for over thirty 
years as freight brakeman, freight con- 
ductor and passenger conductor, and 





have been a member of the Order of 
Railway Conductors since my promotion 
in 1897. In all that time we have never 
had a strike, and on the two occasions 9 
strike vote was taken I have voted 
against a strike, so neither I nor the 
organization can be ealled radical, but 
in the present instance I am absolutely 
in favor of a strike of the transporta- 
tion brotherhoods if the roads insist on 
further reduction at this time. 

“This is the only time I have ever 
seen the old-timers lined up to a man 
on this proposition, and I want to tell 
you it means a lot to us who have 
worked over a quarter of a century un- 
der the Hughitt banner to take this 
stand and break ties that have held all 
these years. We have known and re- 
spected our executive officials all of our 
working lives and know each other by 
our first names, and have always con- 
sidered ourselves as of the family, and 
it is hard to sever these relations at 
this time, when many are growing old 
and can do no other work, and a possi- 
bility of lean years before them, but 
we absolutely know we are in the right 
in this matter and we are willing to 
go far. 

“The passenger conductor is not well 
paid when one considers what is re. 
quired of him before he becomes a pas- 
senger conductor. We are paid $192 per 
month of thirty days—$6.40 per day, or 
64 cents per hour, and ten hours before 
any overtime accrues. My necessary 
expenses away from home amount to 
$50 per month. Some spend less than 
this and some more. Many runs compel 
a man to be away from home three- 
fourths of the time. We were willing 
to take the cut of July 1st, but certainly 
cannot take another one until the cost 
of living has gone down. My rent was 
raised $20 per month the last year, mv 
shoes that formerly cost $5 are now 
$10, $12, and $15, and not as good either. 
Some groceries went down a little, but 
are now going up again. Gas, electric 
and telephone service went up, as did 
street car fares. Before the war we 
were paid $162 per month of twenty-six 
days, extra for Sundays, and fifteen 
days per year vacation. We have lost 
that and work a thirty-day month in- 
stead of twenty-six. We are expected 
to be diplomats and Chesterfields as 
well as having a perfect knowledge of 
practical railroading, which we learn in 
a hard school. Nearly all the passenger 
conductors of today put in their ap- 
prenticeship braking on freight trains 
in the days of hand coupling and hand 
braking, an occupation more hazardous 
than warfare, as statistics prove. 

“The next time you board a train size 
up the conductor and see if he looks 
like a radical, and remember that he has 
been on the job from twenty to forty- 
five vears and has never been in a 
strike. 

“Yours respectfully, 
“RW” 
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(Continued from page 127) 


The photoplay is at all times insured 
to the full amount of its cost. If a 
eertain star or director is essential to 
the successful marketing of the produc- 
tion, their lives may also be insured in 
favor of the bank. The return to the 
pank of moneys it has advanced against 
the picture is accomplished by direct 
remittance each week by the distributor 
to the bank of the full share of gross 
receipts to which the producer may be 
entitled. Experience has shown that 
under this arrangement loans against 
suecessful pictures are rapidly extin- 
guished—in fact under present condi- 
tions motion picture loans possess a 
liquidity above the average of a bank’s 
receivables. 

A properly made motion picture loan, 
adequately safeguarded, is by no means 
a frozen credit. In a number of eases 
it is possible to qualify loans made to 
responsible producers for rediscount at 
Federal Reserve banks and this has 
actually occurred in several instances. 
The importance of this possibility will 
be appreciated by any banker. It is 
significant that the officials of the Fed. 
eral Reserve system are themselves be- 
ginning to study the motion picture in- 
dustry, in order intelligently to pass 
upon applications for rediscounts of 
motion picture loans. 

Under this interpretation of a motion 
picture loan as a commodity loan, it is 
important to establish the ratio between 
the value of the security pledged and 
the loan applied for. This ratio really 
determines the margin of the bank’s pro- 
tection. This requires expert judgment, 
since there are no unrestricted markets 
where motion pictures may be traded in, 
as in the case of the cotton, wheat or 
produce exchanges; no quotations of 
prices as with stocks and bonds. 

In the last analysis a picture’s value 

depends largely on the manner and 
thoroughness with which it is sold across 
the many theaters throughout the coun- 
try. A picture which cost $100,000 to 
make would be worth only a few dollars 
if it could not be distributed to theater 
owners for exhibition to the public; 
hence the vital importance of making 
definite marketing arrangements with 
responsible distributors prior to any ad- 
vances of money by the bank. 
While not infallible, a good distribut- 
ing agency, with offices in the leading 
cities of the country and with its finger 
on the pulse of the theatrical market, ean 
make a surprisingly accurate estimate 
of the minimum gross revenue whieh any 
given motion picture can be made to 
yield in their hands. It can easily be 
computed whether the percentage of this 
minimum to which the producer would be 
entitled is sufficient to protect the bank 
on its advances. The distributor, his 
ability and judgment are, however, 
Pivotal. 

The motion ‘picture industry is on 
the threshold of a new era. The op- 
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No use settling back in | 
your chair with a determined 
firmness to your mouth, 
and declaring that fussing 
things all up for the con- 
venience of women, is all 
poppycock. | 

Women have money these | 
days. ‘Furthermore, they will | 
have more and more. The 
bank that caters to their 
business, will get it. Just as 
surely as will the depart- 
ment store, or millinery. 
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portunity to stabilize it and through 
solving its financial problems help the 
industry to attain its maximum possi- 
bilities oceurs only ofice in the devel- 
opment of any single industry. Fortun- 
ately indications multiply that the 
interest and aid desired will be forth- 
coming from our bankers and financial 
men who at eritical times have been the 
friends and counselors of our older in- 
dustries. —_—_— 

The work on the erection of the new 
home of the American National Bank, 
Enid, Oklahoma, will start some time 
in January, 1922. 


Build Your New Bank 
So The Women 
Will Build Your Deposits 


There are certain recog- 


| hized vital requirements in 


making a special appeal to 
women depositors, with 
which, as_ specialists in 
bank designing, planning 
and building, we are fully 
acquainted. 


You will be interested in 
the Underwood “Pay-as- 
you-go” form of contract. 
It works for satisfaction 
and economy. Send _ for 
figure facts. 
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The Broadway State Bank, Fort 
Wayne, Indiana, has begun the con- 
struction of a new bank and office build- 
ing at the northwest corner of Broad- 
way and Taylor streets. The building 
will be rushed to completion and will he 
ready for oceupancy within a few 
months. 


The new two-story brick building be- 
ing erected for the Farmers and Mer- 
chants Bank, Judsonia, Arkansas, is 
nearing completion and will be ready for 
occupancy in a short time. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Comparing The National And 
State Bank Charters 


Highlights Of The Financia) 
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THE RAND 


RAND MSNALLY 


BANKERS MONTHLY 


The Bankers Monthly is not 
a magazine merely. It is a 
genuine bank service, a prac- 
tical and profitable aid to 
better banking. It is not 
mere news, or personals, or 
entertaining stories. What 
bankers get in this magazine 
is new banking ideas, new 
plans and policies, up-to-date 
bank methods that have been 
tried out and PROVED in 
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National ee and 
Union Bank of En land, 


RAND MSNALLY 


BANKERS DIRECTORY 


The Rand McNally Bankers 
Directory is the Official Num- 
bering Agent for The d mer- 
ican Bankers Association. Ils 
honestly revised twice a year 
and it the most accurate and 
carefully edited publication 
of its kind. Is always the 
first Bank Directory on the 
market and is published nearer 
to the date of the informa- 
tion it contains than any other 


similar publication. 
many banks and that you can , 


apply or adapt in your own. Published March and September 


Cloth Bound, 2800 pages, 8x11, 100 maps 
Subscription $5 Per Year Sent Postpaid $15 each Edition 


"Turoucs fifty years of fidelity to a trust, the 
name of Rand MfNally & Company has become 
the symbol of reliability. In the financial world 
it represents accuracy of fact. 
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KEY TO 
NUMERICAL SYSTEM 


of American Bankers Asgociation 


SEVENTH EDITION, March, 1922 


A numerical and alphabetical 
list of banks in the United 
States— a handsome cloth 
bound book of over 600 pages. 
Compiled exclusively by the 
Bankers Directory for the 
American Bankers Association. 
Sent, charges paid upon receipt of 
the price $2 50 per copy, including 
semi-annual supplements until the 
next edition is published. 


Cloth Bound—600 Pages 


Sent Postpaid $2.50 


RAND MSNALLY 


BANKERS ROSTER 


An efficient aid in speeding up 
the Transit Department 


An accurate, up-to-date list of 
all signing officers of the banks 
in the U.S. and Canada ar- 
ranged alphabetically: 
Presidents 
Vice-Presidents 
Chairmen of Board 
Cashiers 
Assistant Cashiers 
Secretaries 
Assistant Secretaries 
Treasurers 
Assistant Treasurers, Etc. 


Cloth Bound, 600 pages, 8x11 
Sent Postpaid $10 
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Who, for personal status; Blackstone, for jurisprudence; 
RAND M€Nally, for authentic bank data. 


ANID MENALLY & GOMIPANY| 


OFFICIAL NUMBERING AGENT AMERICAN BANKERS ASSOCIATION 
536 S. Clark Street, CHICAGO 42 E. 22nd Street, NEW YORK 
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SHOWING YOUR COMMU- 
NITY HOW TO INVEST 
SAFELY 
(Continued from page 18) 
company of the Madison-Kedzie State 

Bank. 

The bank has 18,000 savings depos- 
itors and they have been encouraged to 
save regularly by an attractive direct-by- 
mail campaign. These savings depositors 
have, of course, proved to be valuable 
feeders for the investment company. The 
securities offered by the investment com- 
pany are, in reality, first mortgage 
bonds on a specific piece of property. 
Each bond is equally secured by the 
property, which is not released until 
the last bond is paid off, and a first lien 
on the building and the land and the 
earnings therefrom, coming before all 
other obligations with the exceptions of 
taxes and mechanic’s liens. 

First mortgages were formerly avail- 
able only in one lump sum. This is 
the straight mortgage of small amount 
available to all. But the first mortgage 
bonds offered by the investment company 
of the Madison-Kedzie enables mort- 
gages of larger amounts to be made 
and shared in by many people. Thus, 
the individual bondholders participate 
in an investment of higher class than if 
he has the individual mortgage. 

Let us suppose, an individual has 
$500 to invest and desires to place it in 
an individual first mortgage. The se- 
curity would be valued at about twice 
the amount of the loan, or about $1,000. 
This, of course, would not represent a 
very substantial or desirable building, 
but if the individual secured a $500 
bond and part of a first mortgage bond 
issue on a large building worth a million 
dollars, he secures an investment of a 
higher class, the kind that was formerly 
available only to insurance companies 
and other large financial institutions. 


* * * 


These bonds are issued in denominations 
of $100, $500, and $1,000 with matur- 
ities ranging from one and a half to 
ten years. 

Now, the Madison-Kedzie State Bank 
has found that newspaper advertising 
has proved to be profitable in stimulat- 
ing the distribution of these bonds over 
a wide area and after display advertise- 
ments have appeared in the Chicago 
daily newspapers, inquiries have come 
from all over the city and even from 
distant points. Of course, the bulk of 
sales were made over the bank counters, 
largely as a result of the advertising and 
a substantial volume of sales have come 
through the mails. 

In addition to the newspaper advertis- 
ing for the investment company, the 
bank has adopted the personal appeal 
as a means of bringing business into 
the commercial department, and three 
officers with the title of assistant vice- 
presidents are constantly making the 
rounds of the industrial districts around 
the bank seeking new business. Occa- 
sionally, the activities of these officers 
is supplemented with appropriate ad- 
vertising, either newspaper or direct- 
by-mail. 

The importance of the methods used 
by the Madison-Kedzie bank rests 
largely in the fact that it is performing 
a distinctive and helpful service to the 
investing community in that it is en- 
abling the investors to purchase first- 
class securities. And this, after all, 
is the most effective way of combating 
the peddlers of “blue sky” stock. 

The Madison-Kedzie has a thriving 
commercial and savings department, as 
already noted, and its real estate loans 
are handled by the investment company. 
In addition to these departments, the 
bank is now planning to open a trust 
department in order to round out its 
present comprehensive service. 


* * * 


A WONDERFUL TRIP 
THROUGH CANADA 


PARTY of bankers on their way to 

attend the convention at Los An- 
geles, Calif., went by way of the West- 
ern Provinces of Canada. 

The visitors numbered about 480 and 
embraced representatives of the bankers’ 
associations of New York, Pennsylvania, 
and Ohio. They travelled on four 
special trains. The equipment, which 
was of a high order, was supplied en- 
tirely by the New York Central Railway, 
and the excursion trains travelled over 
the New York Central to Chicago, the 
North Western from Chieago to St. 
Paul, and the Soo Line from St. Paul 
to North Portal, Sask., where they en- 
tered Canada. They were received at 
the boundary line by J. Bruce Walker, 


of the Department of Immigration and 
Colonization, at Winnipeg, who was di- 
rected by the Canadian Government to 
meet them and offer them a cordial wel- 
come as they entered Canada, and to 
express the hope of the Government of 
the Dominion that the visitors might 
have a pleasant and safe journey 
through the Western Provinces. 

The weather for the trip across the 
prairie was ideal. Owing to earlier 
rains, threshing had been delayed, and 
as far as the eye could see the plains 
were still covered with ripe grain in 
stocks. The bankers made innumerable 
inquiries with reference to the popula- 
tion of the provinces; the acreage under 
cultivation, and the crop estimate of 





the year; together with inquiries as 
to the methods of transportation; the 
systems of taxation by the dominion, the 
province and the municipalities, and they 
were greatly amazed to learn that the 
wide spreading grain fields on each side 
of the track for seven or eight hundred 
miles, were repeated over a distance of 
six hundred miles north of the main line 
of the Canadian Pacific Railway. They 
were also interested to learn that a con- 
servative estimate of this year’s western 
wheat crop places it at about 260 to 
270 million bushels. 


The four special trains met at Banff 
Springs, the Canadian Pacific Railway 
hotel in the Rocky Mountains. Here a 
preliminary re-union of all the State 
visitors was held, and in the evening 
the executive committee of the bankers’ 
association treated the members to an 
enjoyable banquet in the main hall of 
the hotel. Next morning the four spe- 
cial trains moved up to Lake Louise, one 
of the most beautiful spots in all the 
Rocky Mountains. Here the party in- 
dulged in mountain climbing, and in 
visiting the Glaciers, the Emerald Lake, 
Lake of the Clouds, and other scenic 
attractions of the neighborhood, leaving 
next day en route to Vancouver, where 
train was taken for Victoria. After a 
few hours spent there the party boarded 
the steamer “Princess Charlotte” and 
sailed across to Seattle, where train was 
taken over the Great Northern Railway 
en route to Los Angeles. 


The trip across the continent was 
made by these travellers under delightful 
conditions. All the arrangements had 
been made beforehand in New York, 
and no traveler was under the necessity 
of handling a dollar at any point on his 
journey. On the dining cars the service 
was just as it is in an ordinary home; 
no payments of any kind being made 
either for meals or for service. Even 
the gratuities were provided for by a 
subscribed sum before the outset of the 
party. 

The wonderful natural resources of 
Canada and the hundreds of miles of 
grain fields through which the special 
trains passed, was something in the 
nature of a revelation to the New York 
and Pennsylvania bankers. 


Mr. Herzog, vice-president of the New 
York State Bankers Association, who 
presided at the banquet, expressed the 
appreciation of the members of the 
association at the cordial welcome ex- 
tended to them on behalf of the Do- 
minion Government, and of their great 
surprise at the wonderful natural re- 
sources which the country possessed, 
and which had been seen by many of 
them for the first time. 


Plans for the erection of a new 
$50,000 bank building by the People’s 
Savings & Loan Company of Leetonia, 
Ohio, have been adopted by the directors 
of that institution and construction work 
will be begun soon. 
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THE EASIEST WAY TO 
COMPUTE INTEREST 


integer period interest tables are used in 
thousands of American banks because they are the simp- 
lest and most flexible means of figuring interest. 
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These tables show the interest on any sum from $1.00 to $10,000 at 
5, 6, 7, 8, 9, 10 and 12 per cent per annum on the basis of 360 days per 
annum and at one per cent on the basis of 365 days per annum. 


A new method of arrangement greatly facilitating calculation and 
diminishing error, to which are added 


Sterling Exchange Compound Exchange 
Time and Due Date Tables 


The tables for each rate per cent are complete in twelve pages— one 
page for each month. ° 


These convenient interest tables, handsomely and durably bound, pre- 
paid to you for $4.50. 


THE BANKERS MONTHLY 


536 South Clark Street CHICAGO, ILLINOIS 


TUUNEOEUTUAUUDAOURUUOOOGUOOUUOUOUUUUGUOUQUUEUQUUUQGUOUUOUODUOUQQUOQQGUMVOQUNNOQDNQGNQUQNUUQUN0000U000N0QQ0U0Q0N00000000000000000000000000000000000000N0000RQ00NI000TS 





 slenlietalitenlentieedieetiediontontiadtiadtententientintetantentatetedeta 


§ “ppreciate your putting us in touch with manufacturers whom you 


Free Service For Our Readers 


So many of our readers have requested us to give them serv- 
ice on Equipment and Method machinery that we have opened 
this new SERVICE DEPARTMENT in which we offer our 
services without charge in rendering any assistance possible to 


our patrons. 


We will always be pleased to assist in choosin 
equipment and supplies and to see that THE 


the right 
ANKERS 


MONTHLY readers get the best and most prompt attention. 
We can secure for you without charge catalogs and litera- 

ture describing any product that you may be interested in and 

it will be a pleasure to render the service, so do not hesitate to 


write us at any time. 


If you want material of any. kind we can place before you 


any information you need—either now or later. 
get right prices and prompt deliveries. 


We can help 


To get this information look over the list of material, equip- 
ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 


and your inquiry will be given prompt attention. 
There is no charge for this service 


SERVICE DEPT., THE BANKERS MONTHLY 
536 S. Clark St., Chicago 


1 
Gentlemen; We are interested in the items checked in the above list, and would 


will furnish these goods promptly and at best prices. 


know are reliable and 4 
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WHAT DO YOU 
WANT? 


Accountants 
Accounting Devices 


Accounting Typewriters 


Adding Machines 
Addressing Machines 


Addressing Machine Sup on 


Architects 
Automobiles 


Bank Advertising 
Bank Forms 

Banks for Sale 
Bank Signs 

Blank Books 

Boxes 

Bookkeeping Machines 
Brokers 

Bronze Doors 
Bronze Memorials 
Bronze Name Plates 
Bronze Work 
Budget System 
Burglar Alarms 


Cabinets 
Calculators 
Cancelling Machines 
Cash Registers 
Chairs 


Checks 

Check Writers 
Clips 

Coin Boxes 
Coin Changers 
Coin Counters 


Coin Wrappers 
Censtruction Materials 


Deposit Books 
ponsett Slips 


esks 

Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 
Engineers 
Engraving 
Envelopes 
Envelope Sealers 
Erasers 

Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
Filing Specialities 
Furniture 


Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 


Heating Devices 
Heating Systems 
Heat Regulators 
Honor Rolls 


fice Machines 
income Tax Experts 
indelible Ink 
Indexes 

Index Guldes 

index Tabs 

inking Pads 

inks 

Inkstands 
Investment Houses 


Ledger Paper 
Letter Distributors 
Lighting Fixtures 
Linoleum 
Lithographing 


Leaf Binders 
Loose Leaf Eyelets 
Loose Leaf Forms 
Leese Leaf Sheets 


Malling Machines 
Mail Order Service 


B: 
Memo Books 
Metal Equipment 
Metal Furniture 
Metal Stands 
Moisteners 


Office Stationery 
Office Supplies 
Ornamental tren 


Paper 

Pass Books 

Patents 

Payrell Caiculaters 

Pencil Clips 

Pencils 

Pencil Sharpeners 

Penholders 

Perforators 

Phone Attachments 

Phone List Holder 

Shotegraph Copying 
ns 


Plumbing Fixtures 
Portfollos 

Postal Scales 
Press Clippings 
Printing 


Rubber Bands 
Rubber Geods 
Rubber Signatures 
Rubber Stamps 


Sater Check P 
afety eck Paper 
Safety Deposit Boxes 
Safety Locks 

Second Hand Safes 
Service Rolls 

zoe Affixers 
Signal and Call Systems 
Statuary Bronze 
Steel Pens 

Stenog. Note Books 


Tables 

Tax Service 

Terra Cotta 

Thumb Tacks 
Tickets 

Time Stamps 
Tractors 

Trays 

Typewriter Carbons 
Typewriter Ribbons 
Typewriter Rollers 
Typewriters 
Typewriters Rebullt 
Typewriter Supplies 


U. S. Treasury Service 
Vaults 


Waste Baskets 
Window Shades 
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ADVERTISING SERVICE 








BUILD UP YOUR SAVINGS | DE POSITS 
with ‘“Double- Interest Savings,” (copyrighted 
folder) gripping human-interest story telling how 
young couple after failure injected game element 
and other novel ideas in saving. Copy free to 
bank executives. A. H. Dreher, 761 East 117th 
St., Cleveland, Ohio. 10*-t.f. 


BANES FOR SALE 











Southern California Banks. Business and 


living conditions warrant investigation. Write 
the Anderson-Thompson Company, Suite 210 
Story Building, Los Angeles, Calif. t.f. 





COLLECTIONS 


Ft. Wayne, Indiana, National Adjustment Co., 
134 E. Berry, 2nd floor. W. J. a 
-12ti 


Indiana — Fidelity Mercantile Agency — In- 
dianapolis. Collections—Investigations. 2*-12ti. 

















L. M. Travis Collection 
6*-12ti 


Indiasua — Fidelity Mercantile Agency — In- 
dianapolis Collections—investigations. 2*-12ti 


Eugene, Oregon, 
Agency. 











Mercantile Agency, Wi- 
6*-12ti 


MONTANA—-Rocky Mountain Security Co., 
Inc., Helena. 6*-6ti. 


Kansas—M iddlewest 
chita. 
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CLASSIFIED ADVERTISEMENTS 


i Advertisements will be accepted under this heading at FIVE CENTS per word, 
i to be counted. Send cash with your order. 


FINANCIAL SERVICE 


RAISE BIG CAPITAL. 
copy “QUICK FINANCING” 
capital quickly for oil, 
ness. 


Write for FREE 
if you need big 
mining or industrial busi- 
Learn how one company sold OVER ONE 
MILLION SHARES by my easily operated plan. 
Write for proof and free particulars. CUN- 
NINGHAM, FINANCIAL SPECIALIST, 707 
Grant Building, Los Angeles, Calif. 11*-1ti 


BANK and INSTITUTIONS ~ "which have 
SAFETY DEPOSIT BOXES for rent must re- 
tain accurate record of customers. OUR CARD 
SYSTEM provides clear, complete record, pro- 
tects institution regarding liability and releases 
bank when customer checks out. Send for 
sample mentioning number of boxes in use. 
SAFETY DEPOSIT RECORD SERVICE, Box 
101, Chicago, Ill. 5*-tf 


FREE BOOK ON BANKIN' G 


Tells how you can . prepare to take the cashier's 
place by studying at home in spare time. Write 
American School of Finance, Edgar G. Alcorn, 
President, 107 McLene Bldg., Columbus, Qhio. 

9*-9 ti. 


INCORPORATIONS 
Incorporate Your Business; 


ships; protect private property from business 
ventures; information free. Phillip Lawrence. 


former Assistant Secretary State, Huron, South 
6*-12 ti. 


Dakota. 
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Answers 


PATENTS 





Bankers and Attorneys having clients who 
wish to patent inventions are invited to -write 
for particulars and terms. 

WATSON E. COLEMAN, Patent lawyer, 624 
F Street, N. W., Washington, D. CO. 6*-12ti. 





PRINTING 








Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, . 
Statiohers, Office Furniture. 6*-12ti 





SITUATION WANTED 


SITUATION WANTED with bank in town or 
small Special preparation fora ws areer 
Experienced bookkeeper also. Married, Ad 
dress Box 50, BANKERS MONTHLY, 
Clark St., Chicago, Til. 





WANTED 


WANTED—Used vault door four to six inch 
solid steel. Address Box 30, c/o BANKERS 
MONTHLY, 536 So. Clark St., Chicago, Il. 
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LAWYERS 














O’Melveny, Millikin & Tuller 
Los Angeles, Cal. 
General Practice 


Title Insurance Bldg. 


Chickering & Gregory 


Merchants Exch. Bldg. San Francisco, Cal. 


Hughes & Dorsey 


International Trust Bldg. Denver, Colo. 


Attorneys for First Nat’l Bank 


Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 


Munsey Building Washington, D. C. 


William L. Symons 
Attorney and Counselor at Law 


700 Tenth Street 
Washington, D.C. 


Patent, Trade-mark and Corporation Causes 


Wood & Oakley 


The Rookery. Chicago, Ill. 
Municipal Securities 


Miller, Dailey & Thompson 
Lemcke Annex. 
General Practice 


Indianapolis, Ind. 


Hall, Monroe & Lemann 


Hibernia Bank Bldg. New Orleans, La. 
Attorneys Whitney Central Nat'l Bank 


Haman, Cook, Chesnut 
& Markell 


1137 Calvert Bldg. Baltimore, Md. 
Corporation and Insurance 


Gaston, Snow, Saltonstall 
& Hunt 


55 Congress St. Boston, Mass. 


General Practice 


Lucking, Murphy, Helfman, 
Lucking & Hanlon 


Ford Bldg. Detroit, Mich. 
General Practice 


Shaw, Safford, Ray & Shaw 


First Nat'l Soo Bidg. 
General Practice in All Courts 


Minneapolis, Minn. 


James E. Goodrich 


Commerce Bldg. Kansas City, Mo. 
Corporation and Banking Law 


Counsel Federal Reserve Bank 


Nagel & Kirby 


Attorneys at Law 


Security Bldg. St. Louis, Mo. 


Brown, Baxter & Van Dusen 


Omaha Nat'l Bank Bldg. Omaha, Neb. 
General Practice 


Hughs, Rounds, Shurman 
& Dwight 
_Attorneys at Law 
100 Broad St. New York City, N. Y. 


Edward H. Brink 


Fourth Nat'l Bank Bldg. 
General Practice 


Reference: Chemical National Bank of 
New York. All Cincinnati Banks 


Cincinnati, Ohio 


Nathaniel H. Maxwell 


Attorney and Counselor at Law 
Suite 904 First National Bank Building 
Cincinnati, Ohio 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 
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Henderson, Quail, Siddall © 
& Morgan 


1015 National City Bldg. Cleveland, Ohis! 


Carey & Kerr 


Yeon Bidg. Portland, Ore. 
General Practice 


Henry, Pepper, Bodine 
& Stokes 


Land Title Bldg. Philadelphia, Pa. 
General Practice 


Reed, Smith, Shaw & Beal” 


Pittsburg, Pa. 
General Practice 


Union Arcade. 


Baker, Botts, Parker 
& Garwood 


Commercial Bank Bldg. Houston, Tex. © 
General Counsel So. Pacific R. R. Co, 


Dickson, Ellis, Lucas 
& Adamson 


Kearns Bldg. Salt Lake City, Utah 
General Practice in All Courts 


Ballinger, Batle, Hulbert | 
& Shorts 


Attorneys at Law 
Alaska Bldg. Seattle, Wash: 


Glicksman, Gold & Corrigat 
Caswell Bldg. Milwaukee, Wis. 
General Practice 


“CANADA” 


Lamothe, Gadbois & Nan 


Advocates, Attorneys and Counselors @ 
Montreal Trust Building, Montreal, Canad®” 
Commercial, Civil and Corporation Law = 


writing to our advertisers. 
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